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TUBULAR 


Carpenters and handymen are attracted by the highly polished 
forged steel heads of “traditional shape” and the chrome- 
plated steel handles shaped exactly like hickory that reflect 
the quality of Vaughan hammers. 


Once they pick it up, they immediately sense the perfect 
balance . . . the comfortable proportions of a handle that’s 
perfectly contoured to fit the hand. And the grip is made 
of natural rubber . . . absorbs impact shock. 


On the job, they appreciate the built-in ability of Vaughan 
fubulars to take rugged use. Exclusive inner hickory plug 

-which adds strength and absorbs shock is compression 
fitted under 3,000 Ibs. pressure — permanently locking head 
and handle together. 


Available in nail and ripping patterns, with plain or milled 
faces, in a variety of weights and handle lengths. Stock all 
7 models . . . because when men reach for a hammer, they 
reach for a Vaughan . . . the hammers made by craftsmen 
for craftsmen for over 89 years. 


And only V & B makes all three 
TUBULAR — ALL STEEL — HICKORY 


Write for further details. 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 
135 South LaSalle Street 
CHICAGO 3, ILLINOIS 


There’s still time to reorder 


lor TOOLS 


FOR CHRISTMAS SALES 


DUAL HEAT SOLDERING GUN KIT 


30th high and low heat ina = soldering LARGE SURFACE POWER SANDER 


Gol. Also instant heat. potligh rior ae . 
. OU nt, super Big 25 sq. in. sanding surface and 14,400 strokes a minute 


7< , get jobs done faster. Straight line action ts into 
> j i. 
— corners—never bucks or twists. As: er a 95 
= sandpaper shing cloth include 
$595 


All Weller tools 
are guaranteed 
1 year. 


HEAVY DUTY 
SOLDERING GUN KIT 


Professional type 250-watt soldering gun in metal case 


ower saw KClusive Strain-revet Cesign prevents 
po ae ! 1p nt Soldering, smoothing and cutting tips, supply of solder 
blade breakage. Lub ited for life. Aluminum he using in 


r 

| tip adjustment wrench, and 2 ‘‘how to do + 95S 

ne one ry ne CO i 

lammerton f in q li 95 it’’ booklets are included in the kit ee 

utting and metal cuttine blade Cit “ie 8 >50aK 
Heavy Duty Gun alone, model 8250A~$g 995 


(143 MILLION MESSAGES will greceit these tools 
during WELLER’S great Christmas Promotion! 


Flue 27 


SUNDAY NEWSPAPER 
SUPPLEMENTS ° “Syamper 


Be ready to meet the demand! Contact your wholesaler NOW! 


SABRE SAW-PORTABLE JIG SAW 


7 
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IN SALES 
emmeemm  ... IN PERFORMANCE 
IN PROFIT 
IN PACKAGING 
IN CONSUMER ACCEPTANCE 


SNAP-CUT is the No. 1 Pruner. The 
original anvil pruner, the most profitable 
pruner for you to carry, the best selling 
pruner by far...just compare the famous 
No. 119 Snap-Cut Pruner with any other 
pruner. Compare the finish, compare the 
profit, compare the package, compare the 
all replaceable parts feature, compare the 
price, and you'll agree that this is the No. 
1 Pruner for this season. 


PRUNERS 





SEYMOUR SMITH 


NAP. ] sevwou SMITH & SON, INC, 


Quality Tools Oakuille, Connecticut 
Since 1850 


Sales Representative 
John H. Graham & Co. Inc., 
eq 105 Duane St., New York 8, N. Y. 
Want more facts? Circle 101, p. 71 A 
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A KITCHEN JEWELRY BY AJAX : A COMPLETE 
@LINE OF QUALITY BUILDERS’ HARDWARE 


AJAX HARDWARE CORPORATION 825 South Ajax Avenue, City of Industry, Los Angeles County, California 





#426 BEYELED EDGE CONCAVE KNOB 
ON MATCHING BACK PLATE 


DIGG cp 
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When she goes away to college, this 


new SWAN HEIRLOOM hose will still 
be as good as the day it was made. 


SWAN HEIRLOOM built to last a generation. Guaranteed to be practically indestructible under 
even the most severe service conditions, Suggested retail $13.95 for 50 feet. See your jobber 
today. Swan Rubber Company, Bucyrus, Ohio. You can trust the products...made by Swan. 


Want more facts? Circle 103, p. 71 
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Editorial 


by W. A. Phair 


An unusual Christmas... 


It’s a little hard to believe that we are now in the home stretch 
that leads to the Christmas season. It’s difficult to realize that the 
summer has zipped by so rapidly, that the Fall is half done and 
we are already in the season of anti-freeze and snow shovels. 


Christmas is an important time for retailers; it’s a big volume 
period. Hardware dealers do about 101 percent of the year’s volume 
in December. Perhaps we should spend a few moments reviewing the 
prospects of this year’s holiday season. 


Earlier this year it appeared that the 1959 Christmas season might 
well set new records in consumer buying. But, along came a steel 
strike that threw a wet blanket over everything. Right now the 
Christmas season prospects are a little confusing. 


The factories that use steel are now beginning to lay off workers 
in increasing numbers. Even if steel production is resumed, these 
men will not be called back to work immediately, because it takes 
some time to fill up the pipelines to the factories. 


So we have the question, how will these layoffs, plus the loss of 
pay by the steei workers, affect Christmas buying? A few days ago I 
was discussing the steel strike with several dealers with stores 
in steel mill towns. They said they had been surprised at how well 
business had held up thus far. However, in the past two weeks they 
have noticed a definite let down in sales. They feel that many work- 
ers are beginning to get worried and are trying to conserve their 
funds. 


If this situation should carry on into December, it could put a 
damper on Christmas sales. But, if this happens it will affect all 
retailers, not just hardware dealers. We must remember, on the 
other hand, that it is most difficult to predict what the American 
consumer will do. It is possible that if the strikes are settled soon, 
the prospects of good business in 1960 might cause real heavy spend- 
ing during the holidays. 


Whatever may happen, the store that has planned for the Christ- 
mas season is going to make out better than one that has not planned. 
In making your plans for the holidays, there is another side to the 
steel strike that you must consider. This is the possible shortage 
of certain types of merchandise. 


If you are going to use consumer circulars or catalogs as part 
of your promotion plans—and thousands of dealers will be doing this 
~make certain your orders for the items in the circulars are big 
enough to carry you through. You may have trouble getting fill-in 
shipments at the last moment. 
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Editorial 


continued 


Wholesalers base their orders for catalog items on the orders 
placed by dealers when the catalog is announced, with an over-ride to 
allow for some fill-ins. But now, with the steel strike affecting some 
manufacturers, it is possible that the factories may not be able to 
take care of late re-orders by wholesalers. 


As a matter of fact, it is possible that there may be some difficulty 
in getting delivery of last minute fill-in orders of toys, small appli- 
ances and some other metal products. 


All these factors pose some problems for a dealer in making his 
plans for Christmas. But I think we will all agree that you can't 
sell merchandise that you don’t have. So if you’re planning to do 
some promoting ... and you won’t get any business unless you do 
... better be sure you have the merchandise on hand to back up your 
promotions. 


Do they work ... 


Whenever conversation turns to Christmas promotions, sooner 
or later we get around to the subject of the use of consumer circulars 
and catalogs by dealers. Some dealer will always ask the question, 
“But, do they work?” 


It seems to me that the best answer to this question is that each 
year sees an increase in the number of circulars used by dealers. 


Reports coming to us from wholesalers indicate that this year will 
probably set a new all-time record for the number of circulars being 
distributed by dealers. If these consumer circulars and catalogs did 
not work, their use would never grow as it has. 


I know some dealers who insist that these circulars won’t work 
for them. I suppose there are cases where this is true. But I do think 
that in most of these instances, the failure of the circulars to pro- 
duce traffic and extra sales has been largely the failure of the dealer 
to understand how circulars work. 


Mere mailing circulars is not going to produce extra sales. Mail- 
ing the circulars is just one part of the real promotion job. The cir- 
culars must be backed up by store displays, window decorations, and 
other in-store activities. 


When customers receive a circular, it creates an impression that 
a sale of some kind is underway. They expect to find this atmosphere 
reflected in the store. If they walk into your store and everything 
looks as it usually does, the sales effect is lost. 


The atmosphere of the store itself must reflect the atmosphere 
of the circular. You must create an effect of excitement, a real sales 
atmosphere in your store. If you do this, and then back up the cir- 
cular with adequate stocks of the featured merchandise in special 
displays, I’m quite sure you'll find that these wholesaler-prepared 
circulars and catalogs will work for you. 
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EVERYBODY— 


is a customer for S-K/Lectrolite Wrenches 





Including Auto Mechanics 


home handymen, farmers and even housewives 


As a Hardware Retailer. you want and need 
real sales action from every line you stock. With 
S-K /Lectrolite Tools. you attract, sell and resel/ 


AS a Hardy are Ketaile r. you want and need 

lines on which your profits enjoy real protection. 

Our distribution policy makes S-K /Lectrolite 

the widest segment of hardware traffic possible. Tools available on/y through established whole- 
salers and retailers. 

lhe S-K./Lectrolite line gencrates a response 


that spells extra profits, and there's a sound Be sure to get all the profit details from your 


reason for it: Outstanding value and quality wholesaler’s salesman. Or write, wire or phone 
which appeal immediately to every type of tool S-K /Lectrolite Tools collect. In ¢ hicago, call 
user. Consistent 3 to 4 time turnover has be- LAfayette 3-1300; in Defiance, Ohio, 3-2065. 
come a matter of record. High-profit set sales 

bch caliliaeen suites Meets tenlasinstiinn: teiecliaaiintnae Every rapid-sale weapon you need 1s yours, 
wer including new SpaSaver Dis plays—NRAA 
approved for your space and selling require- 
ments. No extra cost. Write today for 
Brochure DB958, describing these practical, 
modern merchandisers. 


sible with the ordinary line of individual 
wrenches. 
*Trademark 


CHICAGO 32, ILLINOIS and DEFIANCE, OHIO 


DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 
Want more facts? Circle 104, p. 71 


HARDWARE AGE, November 5, 1959 ® 9 





WASHINGTON 


- 
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“Tels 


SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


FTC to check up on concessions 
involving price discrimination 


The Federal Trade Commission has begun an 
investigation of another aspect of unfair 
business practice. This new FTC checkup will 
examine reported unfair discounts § and/or 
advertising allowances granted by suppliers to 
large volume buyers, including group buyers. 

Some such allowances, FTC says, amount to 
discriminatory price concessions, and are there- 
fore illegal. 

The investigation will reach every area of 
the country where questionable practices are 
found. FTC will check distributors and _ in- 
dividuals who band together purely for the 
purpose of getting rebates and allowances that 
are not available to all other buyers of the 
same class. 

Large merchants who get preferential aid 
from suppliers will also be suspect. 

This drive against unfair allowances will 
supplement recent FTC campaigns against 
deceptive pricing and bait advertising. 


outlook 


All group buying is not necessarily illegal. The 
specific circumstances of each case must be 
studied to determine possible illegal and dis- 
criminatory practices. It would be wise to get 
competent legal counsel before embarking on 
any group buying activity. 


Quotas set for imported flatware, 
a major shift in free trade policy 


Stainless steel flatware imported into this 
country is now under strict quotas, with 
penalties for shipments which exceed the quota. 

President Eisenhower invoked the quota and 
penalty tariffs after agreeing with U. S. flatware 
producers that volume and prices of imports 
were damaging them. 
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Most of the imported stainless flatware comes 
from Japan. 

This is the first major shift in U. S. free 
trade policies in many years. It is also the first 
use of new U. S. trade laws to protect domestic 
industry. 

The new quota holds imports to 5.7 million 
dozen pieces a year, a little less than was shipped 
here last year. Shipments over that amount will 
be assessed a penalty of 60 percent of value. 


outlook 


The President’s action may well signal other 
such moves. U. S. manufacturers in a number of 
fields are feeling the pinch of imports from 
low-wage countries. This could lead to less 
imported goods for merchants, or much higher 
prices for them. 


Strikes and tight money can hurt 
housing, but the threat is weak 


Deepening effects of the steel strike and 
tight money may take some of the steam out ot! 
the housing boom. 

So far, government experts can find only a 
hint that shortages of steel and money, and 
high interest rates, may slow the home-building 
boom. 

Housing starts were at 120,000 units’ in 
September. This was the same as the all-time 
high for that month reached last year, but a 
little less than in August 1959. 

Through the first nine months of this year, 
home building was at an annual rate of 1.37 
million units. This is about 300,000 more than 
last year. 


outlook 


Dips in home building are too small yet to blunt 
optimistic forecasts for this year. The effects 
of steel and money shortages probably won't 
show up until next winter, if at all. Your sales 
to home owners should remain brisk. 





7” saw detaches 
for portable use! 


A Yog 7 te 


WITH ‘g me F. a Easily, quickly 

; < | reattaches with no 
PATTERNMAKER . lees: of tissoveny 
PRECISION 


MODEL RAS-100 


FIRST RADIAL SAW EVER OFFERED 


AT ANYWHERE NEAR THIS LOW PRICE! 
Il the features of saws selling for twice as much plus dual portability! 


Powerful 1 hp automatic safety clutch saw cuts 3” Until today, it has been necessary for SUGGESTED RETAIL 
stock at 90° and 2” at 45°! your customers to spend at least $100 
at oe ; — more for a saw of this type .. . and then S 

Heavy-duty 58” precision Acme elevating screw inside fs taper ean. hid 

: they had to buy a separate saw for port 
sturdy nickel-plated column! es ek. hn iam 

able hand use. That’s why radial saws 

Heavy U-beam 5-point support base! have never been fast sellers! But now, the 
Shopmate Radial Saw provides all the 
accuracy and twice the versatility at a 


Automatic self-positioning adjustments! price that everyone can afford. National a 


8-second blade coast-down and fingertip power control! advertising in leading consumer publica warp-proof table. 


tions will tell your customers all about it — ‘Hi 
oaiiel . y duty utility 
Anti-kickback in front of blade! Be sure to have it in stock when they ask stand also available. 


Widely spaced ball bearing carriage! about it! 


Rips to center of 5112” panel, crosscuts to 16’ on 1” board! 4 
Dual portability: total weight only 6812 Ibs., saw easily Meta ¥ a 


removed for portable use! 


Full 180° swing in front and behind fence! 


mail to: George Weatherby, Sales Manager 
New warp-proof work surface with adjustable rip fence! PORTABLE ELECTRIC TOOLS, INC. 


: HA-119 
® Makes all radial saw cuts: cross cuts, rips, miter cuts, bevel 320 W. Sard St., Chicage 20, I. 


cuts. dados. cove cuts, bevel ploughs! Please send complete information on the new RAS-100 Shop- 
’ ’ ’ : mate Radial Arm Saw, including prices 


Name_ 


PORTABLE ELECTRIC TOOLS, INC. 
320 WEST 83RD STREET, 
CHICAGO 20, ILLINOIS 


Canada: 452 Birchmount Road, 
Toronto 13, Ontario 
Want more facts? Circle 105, p. 71 


Firm Name 
Address 
City Zone 


My Preferred Distributor 
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HARDWARE BUSINESS 


Outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


water systems’ sales climb... 


Water systems’ sales for the first eight months of 1959 were 13.6 
percent ahead of the same period last year. If sales continue at 
the present rate, 800,000 units will be sold this year, according 
to the National Association of Domestic and Farm Pump Manu- 
facturers. Sales for 1958 amounted to 696,000 units. 


strike nibbles at income .. . 


Personal income took a small dip in September. But, it might have 
gone close to a $400 billion annual rate, something yet to be ex- 
perienced by the economy, if the steel strike had ended earlier. 
Income on an annual basis was $379.6 billion in September, $400 
million behind August. In spite of the steel strike, income for the 
first nine months of 1959 was 21.3 billion ahead of the same period 
In 1958. 


300,000 more homes... 


Housing starts in September amounted to 120,000 units, bringing 
the year to date to about 1.1 million. This is well above the 1955 
record rate when 1,058 million homes were begun in the first nine 
months. If the present trend continues, by the end of 1959 there 
will be 34 homes started for every hardware store in the nation, 
reflecting a total of 1,375,000 home starts for the year, a 300,000 
home gain over 1958. 


hardware sales gains hold ... 


Retail and wholesale hardlines’ monthly sales gains continued in 
September. The hardware, lumber and farm equipment group 
retail sales for the month were $1,444 million, $118 million greater 
than in 1958. Industrial hardware sales for September were 13.2 
percent ahead of last year, the National Industrial Distributors’ 
Assn. reports, and sales for the first nine months this year were 
21.4 percent ahead of the same 1958 months. 
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Worthington Marketing Committee (left to right) ...S. J. Harsany, secretary; L. F. Toensing, 
A. J. Rosalina, -Joe Demshar, W. D. Campbell, chairman; J.J. Bohning, Frank Simon, A. W. 
Fullerton, H. L. Steck, G. L. Miles, A. C. Maecker. Absent: J. W. Vickers. 


Worthington “Experts” 
Work for you! 


chandising aids, pricing 
studied carefully. 


Composed of sales executives, 
buyers and department heads, the 
Worthington Marketing Commit- 
tee works constantly to provide 
dealers with better merchandise 
which can be sold profitably at 
competitive prices. 


Among subjects discussed at 
weekly meetings are new products. 
No item is ever added to Worth- 
ington stock until it has passed 
the close scrutiny of this commit- 
tee. Packaging, advertising, mer- 


THE 


all are 


Also, every major line is 
reviewed regularly to determine 
its competitive standing. Dealers’ 
comments, inventory records, 
salesmen’s reports are surveyed 
and appropriate action taken. 
Plans are evolved for special sales, 
Hardware Week, merchandise 
shows, promotions, dealer aids, 
etc. (The NRHA Turnover Hand- 


book is a current project.) 


CLEVELAND 1, OHLO 
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Because these men are work- 
ing for you... because each of 
Worthington’s 143 salesmen are 
always at your service, we believe 
Worthington is a better firm with 
which to deal. Let us prove it — 
call your Worthington repre- 
sentative today! A-106A 








CS EO. WORTHINGTON CO. 
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MERCHANDISING 


newsletier 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 





Widening market for luxury goods. Extra personal income from 
interest, dividends is running $1.5 billion ahead of last year, 
for a total of $22 billion on the year. This is the kind of 
income investors pour into big-ticket items such as marine lines, 
fancy home and garden luxuries. If the market holds, and econ- 
omists think it will, the pace will continue well into 1960. 
Better quality power mowers, barbecues, home workshops, guns, 
etc., will be bought by more customers than ever before. And 
price will be secondary to quality. 












































Has the tide turned for downtown dealers? Interest in downtown rejuven- 
ation has never been higher. A survey by the National Retail Merchants 
Assn. shows 25 percent of city stores had to increase store space in the 
last year. Beside increasing Square footage, the average city store 
spent $20,000 on modernizing last year. There's new interest in sidewalk 
canopies, and conversion of busiest streets into parkways by banning 
cars. The "flight to the suburbs" tide has turned, NRMA says. If you 
want ideas on downtown redevelopment, write: NRMA, 100 W. 31 St., New 
York City l. 









































Holiday help is in short supply this year. Unemployment is at 
lowest level in many years, leaving little desirable surplus 
manpower for Christmas needs. This is especially true for hard- 
ware dealers seeking able-bodied help with reasonable I1.Q.'S. 
You had better plan on longer hours for everyone, and now's the 
time to anticipate seasonal needs. In spite of strikes, gross 
income this year is headed for a $20 billion gain over 1958. 





























Coming: a boom in major appliances. An important new survey shows 

that most families still use the first appliances they ever owned. 
Examples: 60 percent of households have their first refrigerator, 
range, water heater, etc. More, 70 to 95 percent, still use original 
models of more modern appliances such as tank vacuum cleaners, dish- 
washers, air conditioners. Replacement market has never been better. 
The survey shows 38 percent of home owners interviewed expect to buy a 
major appliance in 1960. 
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New Tool Idea is 












power-eg 


RATGRET -ORIVER 





Tested 


GIFT APPEAL 
Creates 


pratt 





9 TIMES MORE HAND POWER 
SPARKS INITIAL SALES SUCCESS 


Don’t miss this GIFT SALES OPPORTUNITY 
The POWER-EGG has been acclaimed as a sales natural by 


coast-to-coast TV, newspapers and magazines reaching over 
50 million people. Jobbers and retailers are already feeling the 
mounting consumer demand. The POWER-EGG is already 
well on its way to becoming a hardware staple item. This new 
idea has everything .. . and makes any screwdriving easy. 
Eliminates the need for extra effort that causes blisters, sore 
hands because it multiplies your hand power 5 times. Attrac- 
tive display packages. Write for name of nearest jobber. 







$4.95 KIT 


with Plastic Egg, aluminum 
ratchet, 3 hardened steel 
screwdrivers (including one 
Phillips driver) 


Order PE-3S 






$3.95 SET 


with Plastic Egg, aluminum 
ratchet, one hardened 
steel screwdriver 


TER ILC)| CUYAHOGA PRODUCTS CORPORATION 


10258 BEREA ROAD 


CLEVELAND, OHIO 
Want more facts? Circle 107, p. 71 
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Build Profits 


YOUR CUSTOMERS HAVE NEVER SEEN PROPANE TORCHES LIKE THESE 


@ Porous metal fuel filters that cut clogging  @ Precision construction. Cleaner, more unt- 
to a minimum. form flame 


@ Added volume from the sale of C&L’s 
@ Easy-acting thumb-control valves — any _ better-built fuel cylinders and complete line 
size flame, instantly of accessories 


DELUX: SOLID BRASS TORCH UNIT 


(PENCIL FLAME) AND REPLACEABLE CYLINDER LP-330 


Every home, every shop, every customer is a potential buyer 











for one of these better-built propane gas torches. Built of 
solid brass. Porous metal filter improves flame and cuts 
clogging to a minimum. Easy acting control valve instantly 
adjusts flame from minimum to full. Here is a torch that 
looks better, feels better, burns better and SELLS better. 


8 OTe cece $6 95 








(LP-331 is similar to LP-330 except that it is equipped with a burner head 
that produces a brush type flame instead of a pencil flame. Retail Price $6.95) 

















GENERAL PURPOSE 


TORCH KIT LP-340 
A complete torch unit, and in addition, all accessories 
ordinarily used around home or shop, available in a 


handy kit at a savings of 26 per cent over regular prices. 
) & & 


THIS KIT CONSISTS OF: 





C&L FUEL CYLINDER Cr 
PENCIL POINT TORCH UNIT. : ee 
BIG BRUSH BURNER HEAD. eer 
FLAME SPREADER ......... + oe ewe - 
SOLDERING TIP ...... epertanaiagy Ae 
$11.90 
All torch units are equipped with LP-310 
Disposable Fuel Cylinder. Interchangeable. $8 L& 
Available separately. Ideal for stoves, lan- THE ENTIRE KIT COMPLETE FOR........ e 
terns of other LP appliances. Retail $1.94 
RETAIL 


All units and cylinders of the C&L propane torches are built in our Louisville plant, to the same 
exacting specifications that have made C&L gasoline torches the standard of the world. 


Complete line of accessories include soldering tips, flame spreaders, and super burners. 


Clayton G Lambert 1701 DIXIE HIGHWAY, LOUISVILLE 10, KENTUCKY 


The greatest name in heat tools for more than 70 years 
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Serving the housewares indushy since LOSS 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


‘GTalotela olola-b4-1° Malo) @iclam olaohil: 


BPC LO Re CT getat-lalelt-1-ma i t- 1a Se Odallot-loleomeol. MMBIiilalelt- 
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exclusive [Myers 
profit plan 


vowehow ETT 
THIS 


Myers dealers lead the way to the 


WITH THE FASTEST SELLING PUMP 

LINE IN THE INDUSTRY. Every Myers pump is designed and built to 
meet your requirements. You sell more Myers pumps because you have 
on the right pump for every job. Save money and make more profit on 


M ers every installation... Myers is the accepted pump by your customers. 
SUBMERSIBLE 


There is a Myers wholesaler close to you — Contact him today! 

















i 
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PUMPS 


WINTER! 





exclusive Myers 
profit plan shows 


ave), 40) OM O7.0\ 


SELL PUMPS 
THIS WINTER 


here's how to do it —~> 


waterway 








sell this winter. 


Wat Pieae 


This Myers dealer business 
publication gives complete 
details on YOUR exclusive 
WINTER PROFIT PLAN. 





profit and prizes with every Myers pump you sell 


When you sign up for the MYERS WINTER PROFIT PROGRAM, you 
receive a complete easy to use plan and dealer-tested merchandising aids de- 
signed to increase your pump sales this winter. 

This DEALER PROFIT KIT also gives you complete details on how you can 


win fabulous prizes for yourself and your family with every Myers Pump you 


Get complete details... 
Fill out this coupon and mail today! 














NAME 

ADDRESS 

CITY STATE 

The F. E. Myers & Bro. Ca. 
ASHLAND, OHIO KITCHENER, ONTARIO 
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Each ball labeled 
wt., tested break 
and feet per ball 











* JUTE TWINE 


available in the MIKE brand 


A dependable source of supply for jute twine in these two popular sizes — 


ART. 544 12 Ib., 3 ply, 8 oz. solid wound balls, 592 ft. per ball, 45 Ibs. 
tested break. 


ART. 545 28 |Ib., 3 ply, 8 oz. solid wound balls, 255 ft. per ball, 100 Ibs. 
tested break. 





» yon® 





Put your confidence in 
the QUALITY LINE... 


Vinyl Weather Stripping Mop Heads 





Wood Glue Wrapping Twines 

Braided Nyion Line Kitchen Lines 

Seine Twines Express Twines 

Seine Cords Chalk Lines 

Trot Lines Parcel Post Twines 

Staging Polished India Twines Orders of $75.00 or more, freight 
Venetian Blind Cord Plastic Clothes Lines prepaid. Orders of less than $30.00 
Sash Cords Jute Twine f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Clothes Lines Nyton Casting Lines Calif., Marietta, Minnesota, Dallas, Texas, 
Mason Lines Manila Ropes 

Fishing Lines Masking Tape or Waynetown, ind. Orders of $30.00 to 
Starter Rope Freezer Tape $75.00 freight allowed to $1.00 per cwt. 
Jump Rope Polyethylene Ropes Freight prepaid does not include extra 


charges incurred outside carrier’s 
regular zone of déiivery. 


ESTABLISHED 1872 Cleveland Mills Company LAWNDALE, N. © 


— 


. j " . . : \A/ Lats ' . 
A346 Bessemer St Van Nuys, Cal.@ Marietta, Minn.@ 3104 Gast Ave a © SS5eq vvaym wn, Ing 
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...to help you sell more 
Sterling Halite Melting Crystals! 


This winter, it’s outdoor boards for Sterling Halite. And millions 
of people will see this big, colorful advertising campaign. The 
boards will be up for 60 days during the worst winter weather. 
They'll be up in major markets on highways and near shopping 
centers. Halite comes in 10-Ib. bags (6 to a bale), in 25-Ib. bags 
with carrying handle and in 100-lb. bags. To sell more —buy 
enough .. . so you won't run out. 





FREE: Folder of ‘‘Merchandising Ideas’’ to help you sell more 
Halite all winter long. Send for it today. 





STERLING HALITE SALES SLANTS 

48.9% greater melting power than other snow and ice treatments at 30°F.! © Dissolves 46 times 
its own weight on snow or ice! © Most effective if spread while snow is falling or before freeze! 
e Breaks up ice and hard-packed snow by fast two-way action! © Use it under rear wheels of car! 








INTERNATIONAL SALT CO., INC., SCRANTON, PA. Boston «+ Buffalo + Charlotte 
Chicago « Cincinnati « Cleveland « Detroit ¢ Newark « New York City « Philadelphia Pittsburgh « St. Louis 
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Lincoln * Los Angeles * Oakland * Oklahoma City * Phoenix * 


SS 


GOLD STRAND’ Insect Wire Screening 
is one of a complete line of quality steel 
hardware products stocked in CF &lI’s net- 
work of warehouses. Through these out- 
lets in key cities coast-to-coast, this giant 
steelman—the CFel Image—stands 
ready to serve you with products that 
sell. And, their quality ensures satisfied 
customers, repeat sales and more profits 
for you. 

Gold Strand Screening is furnished in 





Let the CF«I Image help you increase your profits 
».. with GOLD STRAND* Insect Wire Screening 


galvanoid, aluminum or bronze...in 
regular widths from 16” to 48” . . . in full- 
length 100’ rolls. ..instandard 18x14 mesh. 


Ask your jobber or the CFelI sales 
office nearest you for complete informa- 
tion about Gold Strand. At the same time, 
you can order CFe&I-Clinton General 
Purpose Welded Wire Fabric, CF&I Hex 
Mesh Netting, CFaIl Hardware Cloth and 
other CF&I Steel Hardware Products. 


GOLD STRAND 


INSECT WIRE SCREENING 


STEEL. THE COLORADO FUEL AND IRON CORPORATION 


Portland * Pueblo * 
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6925 


In the West: THE COLORADO FUEL AND IRON CORPORATION—Albuquerque * Amarillo. * Billings * Boise * Butte * Denver * El Paso * Farmington (N.M.) * Ft. Worth * Houston 
Salt Lake City * San Francisco * San Leandro * Seattle * Spokane * Wichita 
In the East; WICKWIRE SPENCER STEEL DIVISION—Atianta * Boston * Buffalo * Chicago * Detroit * New Orleans * New York * Philadelphia 








185 years of experience guarantees 
AMES is the world’s best shovel. 
T= Shock band Check tals iclehitia-s royals AMES 


2 = One rivet 3” down CTEEL* LITE 
socket 


5 =- Perfect down 
Pa-yaticiaeeleliclals: 


6 - Light weight 





= 


‘ “a ag 
3 - Forward step a ~~ 


= Full length handle 


7 - Double taper 
forged blade 


Retail about $5-90 


Po). Oe 
Oy ER ay ae ae 
- ny eee ls OE 4 
at ee Ase as 
ie a ae ee. 


i, ie” 
care ee 3 . b se . 
>, eas s = es pee Zoo - vey ae ° =e 
te Sans SK Se a ee Oe Ae s 
» s “~ A m2 ae ps ot aS . a 2 . . "OR. # 


It costs only pennies more than ordinary shovels..... 
yet offers your customers all these advantages..... 





i SHOCK BAND — takes the 
shock of heavy work, reducing 





FORWARD TURN STEP — for A PERFECT DOWN CENTER 
shoe protection, reducing foot BALANCE — for ease of 


handle breakage. fatigue. handling. 


for protection. 
tant wood fibers caused by vertical ta DOUBLE TAPER FORGED — 


rivets. 


ry ONE HORIZONTAL RIVET 
THREE INCHES DOWN 
SOCKET — no breakage of impor- 


FULL LENGTH (ONE PIECE) 
HANDLE — capped at the end 


LIGHT WEIGHT — average 
under 4 pounds in (L.H.R.P.) 





Blade unconditionally guar- 
anteed. REMEMBER—there are two 


©. ‘SKRAES co. ways to taper a shovel. 
\ FINER PRODUCTS THRU HIGHER STANDARDS tAMES* 


Ames also manufactures the famous lines of Ames Aire Casual Furniture and Ames Maid Metal Household Furniture 
Want more facts? Circle 114, p. 71 
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The Finest 





ee 


\ 


% 


Pat. Pend. 








® 


'EKCO) Ekco Products Co., Chicago, ©1959 
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Products Made 


fa) 


EKCO 


Make Your Housewares Department | 
As Complete and Profitable __ 
As Possible... 


FEATURE FLINT 


ST e@ in National Advertising 
@ in quality 


@ in name recognition by consumers 
@ as a complete full line source 
e with profit making promotions 


@ with new products and ideas 
SEE YOUR DISTRIBUTOR 


ad 
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K-V 858 SLIDING DOOR HARDWARE. K-V 2 EXTENSION CLOSET ROD. For EZY-FOLD CONCEALED HARDWARE. K-V 1 CLOTHING CARRIER. Virtually 
Years of trouble-free operation. Every- shallow closets. Quickly installed. Won't Keeps doors of any weight from sagging. doubles closet space. Easily installed. 
thing for simple installation in compact sag even under heavy loads. Sizes 18” Adjust with hardware in place without Brings a whole wardrobe into easy reach. 
package. Fits 3/,” ‘ to 96°. Bright nickel plate. removing doors or trim. 10” to 48° models. 


j j 
j ; 


A A 





3 
7 





OST TS ITT 
4 / j x 


| , 


K-V 2 Extension Closet Rod 
- —< 
. Sen, 


K-V 1 Clothing Corrier 





For closets and kitchens 
KV gives you more of what you're looking for! 


¥ Top Quality ¥ Easy Installation 4 Trouble-free Performance 


...and the best known line in the business! 


With an eye to more efficient use of space, more and more 
builders and contractors are specifying K-V Closet and Kitchen 
Fixtures, and sliding and folding doors installed with K-V hard- 
ware. They know these top quality fixtures are easy to install, 
provide scores of years of trouble-free performance and give 
homes strong customer appeal. Ask your K-V sales repre- 


sentative for the complete story on K-V fixtures and hardware. 


K-V KITCHEN FIXTURES. Homemakers K-V 790 DISAPPEARING PAN RACK. K-V 255-256 SHELF HARDWARE. Mounted K-V 793 DISAPPEARING TOWEL RACK. 
love the way K-V kitchen fixtures keep Holds 14 pans, strainers, etc. Slides out at flush or surface ¥” adjustment. Gives Towels slip over ends of three chrome 
towels, cups and pans right at hand, but a touch. Fastens to underside of cabinet. perfect alignment. 24” - 144” lengths. bars. Ball-bearing carriage. Side mounted. 
neatly out of sight Length 20°; width 5'/,”". Bright chrome. Nickel or bright zinc 5” wide; 20” long 


6 Cte 


K-V 790 Double Row Pan Rock 


Wh Manufacturers of a complete line of 

Ms adjustable shelf hardware, drawer slides, 

| rol closet and kitchen fixtures, and Handy 
tl ) Hooks for perforated board. 


K-V 255-256 Shelf Hardware 


KNAPE & VOGT MANUFACTURING COMPANY, Grand Rapids, Michigan 


Want more facts? Circle 116, p. 71 
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Better-made...better-selling... 


HARDWARE of Du Pont ZYTEL 


SNAP-ON FASTENERS for accordion-door covers and quiet, 
smooth-operating roller wheels are made of ZyTet, which 
provides the necessary resiliency and abrasion resistance. 
New fasteners multiply the im a resistance of Hufcor door 
covers. (Fasteners molded by Flambeau Plastics Corp., Bara- 
boo, Wis., for Hough Manufacturing Corp., Janesville, Wis.) 


In any hardware product you handle, the use of ZYTEL nylon 
resins 1s your assurance— and your customer’s—of depend: ible 
performance, ruggedness and durability. Unaffected by hard 
water or chemical additives, ZYTEL eliminates corrosion prob- 
lems in plumbing hardware. In electrical hardware, the excellent 
insulating properties of ZYTEL, together with its durability and 
good heat resistance, provide a product you can recommend 
with confidence. And ZYTEL gives you such sales-winning ex- 
tras as lightness in weight and attractive appearance. 

Look tor ZYTEL in the products you sell, and tell your cus- 
tomers about the extra values it provides. lo help | you answel 
your customers’ questions, send for your copy of a new, fact- 
filled booklet, 30 case histories of successful uses of ZY IE I 
nylon resin.” Write to: E. l. du Pont de Nemours & Co. (Inc.), 
Department P-115, Room 250/7Z, Nemours Building, Wil- 
mington 9&8, Delaware. 


In Canada: Du Pont of Canada Limited, P.O. Box 660. Montreal Quebec. 


POLYCHEMICALS DEPARTMENT 


—~ re 


GY fi ND 


a 
_— 
_ 


T 


nyton resins 


OUTBOARD -MOTOR PROPELLER, made of 
ZYTEL, is durable, non-corrosive even in salt 
water, adjusts pitch automatically to propeller 
load. (By Grish Brothers, St John, Indiana.) 


— 


LAWN SPRINKLER attachment to ordinary 
garden hose is durable, eliminates rust and cor- 
rosion problems. Made entirely of ZyTeL, it 
offers dependable performance at reduced cost 
(Molded by Berea Plastics Co., Berea, Ohio, for 
Jaco Manufacturing Co., Cleveland, Ohio.) 


POWER-MOWER THROTTLE is molded of 
ZYTEL, taking advantage of this resin’s tough- 
ness, wear resistance and light weight. Avail- 
able in a variety of colors. (By Western Con- 
trol Corporation, Wichita, Kansas.) 
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“APPEAL 
4s PRICE 
APPEAL! 


That's what builds night latch volume... 
and these both have got it! 


Here are two proven volume producers to lead your night 
latch line. The reason for their sales success is no secret. They 
both possess the two most powerful buying incentives: they 
appeal to the eye and to the pocketbook. Better make sure you 


are stocking them. 


ILCO’s 


Streamlatch | No. D220 


with LURALON finish . in Rose Gold 


No. 263SG. It gleams ~—it glows—it sells! A 
durable finish that combines brilliance of sil- 
ver with warm glow of bronze. 5-pin tumbler 
cylinder, rustless alloy case and strike with 
Luralon finish. Hold-back button. Hand- 
some display mount available at no 
cost with each dozen ordered. (Regu- 
lar charge for latch only.) 


No. D220. Striking version of a rugged night 
latch in a standard design case. The beauti- 
ful “‘Rose Gold” finish has all the appeal 

of a lovely rich suntan. 5-pin tumbler, 

smooth, rich-looking case; spring-steel 
hold back slide. Beautiful brass finish on 
cylinder, ring, bolt, button and knob. 


If ‘your jobber cannot supply you, write us for further information. 


INDEPENDENT LOCK CO. 


Fitchburg, Mass. 
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HEAVY HEX NUTS 


Machine, lag, and carriage bolts. 
All sizes. Quick delivery from stock. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


aeTHUEHEy 
BETHLEHEM STEEL iu 
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“Switching to Gates 
Put V-Belts Among Our 
Top 10 Profit Lines” 


says Mr. John McGee, part owner of Query, Spivey, McGee 
Co., hardware dealer in Charlotte, N. C. 


“After changing to Gates Truflex 
V-Belts, the Gates Merchandising Pro- 
gram increased our belt sales from an 
average of six per month to forty per 
month,” Mr. McGee says. “Also, they 
are now one of the highest profit lines 
sold in the store.” 





Boost YOUR Profits, Too, With 
Gates Free Merchandising Program 


As part of the Gates program, you receive attractive 
displays, posters, banners and give-away folders...plus 
V-belt merchandisers that turn waste space into profit 
centers. 

You are kept up-to-date on the most popular belt sizes 
to stock each season of the year. Also, Gates’ exclusive 
V-Belt Replacement Guide shows you quickly the Gates 
V-Belts that fit your customers’ machines. 

Altogether, Gates gives you a complete merchandising 
program, with dealer-proved results...a program that adds 


up to more turnover and a greater profit for you. You can easily change over to high-profit 
Gates Truflex V-Belts without losing a penny on 
your present stock. For details, simply contact 
your nearby Gates Truflex Wholesaler today. 





Other Gates 
Hardware Products 


The Gates Rubber Co. Denver, Colorado 


Gates Rubber of Canada Ltd., Brantford, Ontario 
Garden Hose 





World's Largest Maker of V-Belts TPA-LD9 


Kleen-Ezy Door Mats 
Underground Sprinklers 


Washing Machine Hose | oi ) 
Turned-Steel Pulleys ates ru > 4 V.. Be ts : 
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24 HOUR SERVICE...7 DAYS A WEEK...HOLIDAYS TOO! | 





T’S THERE 
IN HOURS 

..:AND 

COSTS 
YOU LESS! 


eT 
gi ==. Your packages go anywhere ends and holidays! On Greyhound Package Express 
Greyhound goes...and Greyhound goes over a million miles packages get the same care and consideration as 
a day! That means faster, more direct service to more areas, Greyhound passengers... riding on dependable Greyhound 
including many, many places not reached by other public buses on their regular runs. You can specify Collect, C.O.D., 
transportation. or Prepaid. 

What’s more, Greyhound Package Express offers this service Call your nearest Greyhound bus station or write to 
seven days a week... twenty-four hours a day... even on week- Greyhound, Dept. L-11, 5600 Jarvis Ave., Chicago, Ill. 
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LARCHMONT~— for all fresh water and 
light-to-medium saltwater needs, ‘with 
lifetime-gear guarantee. Exclusive quad- 
melal@ad ol-Meel dele Mi olge| ¢- Milla cMiceluMmileh an 
mum drag to free-spooling at a touch. 
New oversize spool holds 200 yards 
10 lb. line; extra spool prewound with 
100 yards 6 |b. Airex Nylon Line. Hand- 
some gold Epoxolite finish. $32.50 


LiN@=w LURES 


MASTEREEL—rugged and right for 
the real surfman...and for most salt- 
water needs. All-metal construction is 
ofolii) o-Te-Ih ame lalele |p 4-1eMmeolelelatimmcelageriiols 
... gears guaranteed for life. Finger- 
flick control eases exclusive Quadrant 
Brake from full brake to free-spooling ~ 
instantly. Extra large capacity cast alu- - 
minum spool. 3.88-to-1 gear ratio for 


fast retrieve. $34.50 


UGE @ 2 amenen So eek ae waren, 


Division of Th. Lionel Corporation 


411 Fourth Avenue, New York 16, N.Y, 
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Now from 


Midland! 


You get 

the tillage market 
you've been missing = 
with this exciting new 
Vertical Tiller 


Finally! a truly low-cost tiller-cultivator for the small 
space gardener. Outstanding features include: a 
handle-intake air cleaner, tines expandable from 10” 
to 20", hi-lo handles, an off-on switch with starting 
position behind handles for safety, and non-winding 
walk-along tines that protect plants during between- 
row tilling. It’s perfectly balanced — and powered 
by a rugged OMC Iron Horse engine. This will be 
the hottest unit in the industry! 


you start selling this fall! 


Midland means business — and plenty of it. And 
you don’t have to wait until Spring to make your 
first sales. You start selling now, with the exciting 
new Penguin Snow Remover — and you keep build- 
ing Midland sales...and profits...all year long. 
That’s our story for 1960: a broad, modern line. . . 
built for trouble-free performance... with sales ap- 
peal four seasons a year. Why not make the BIG 
move — to Midland. Send the coupon now. 
Want more facts? Circle 123, p. 71 
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Evjoy year round sales— 
with the Complile 1960 Midland Line~ 


NEW Vertical Tiller Model R 71 7 HP Riding Tractor 
NEW Snow Blower Model M70-B 7 HP Utility Tractor 
Model RT 3 HP Rotary Tiller NEW Self-Propelled Mower 

Model TMS 4 HP Garden Tractor and 5 other great power mowers! 


The Midiand Company 
1200 Rawson Avenue « South Milwaukee, Wisconsin 
Subsidiary of Outboard Marine Corporation 


Select franchises are still available for qualified dealers. Mail this coupon 
or write to find out if a Midland dealership is available in your territory- 


The Midland Company 


Dept. MHA.-119 
1200 Rawson Avenue, South Milwaukee, Wisconsin 


Gentlemen: 
The 1960 Midland profit opportunity sounds 
interesting. Please send me more information. 
Name 
Company 


Address 


City 
























HERE’S YOUR BASIC STOCK 
IN COATED WORK GLOVES... 


Modern merchandising calls for careful buying in 
order to simplify stock, sell steadily, and satisfy all 
your customers’ needs. That’s the idea behind both 
the NRHA Turnover Handbook and Edmont’s basic 
stock plan for coated work gloves. Stock these four 
and you need no more. They are the Edmont gloves 
your customers have seen advertised for years in The 
Saturday Evening Post, have bought repeatedly and 
will continue to buy at good profit to you. 


Te NEOPRENE-COATED KNITWRIST 


No. 908 THUMBS UP, coated with specially reinforced 
compound of DuPont neoprene, provides best all- 
around resistance to solvents, caustics, oils, acids, 
heat, cutting and abrasion. Can retail for $1.29. 


ee VINYL-COATED KNITWRIST 


No. 707 TURTLE is super-flexible, jersey-lined, job- 
fitted for abrasion resistance and handling in oils, 
acids, caustics and many solvents. Will not chip, crack 
or peel. Can retail at 98¢. No. 303 Monkey Grip, also 
in this category, gives extra service and returns full 
profit at $1.19. 





SSB VINYL-IMPREGNATED SLIP-ON 


No. 120 WERX is made of a miracle fabric that out- 
wears 8 oz. cotton 5 to 1, often replaces goatskin and 
leather at substantial savings. Has positive non-slip 
grip, is 100% machine washable and job-fitted for 
general all-around use. Retails at 98¢, returns full 
profit of $3.92 per dozen. 


= FULLY-COATED 12” GAUNTLET 


No. 712 TURTLE is job-fitted for handling in oils, 
chemicals and solvents. Provides excellent resistance 
to snags, cuts, heat and abrasion. Curved, preflexed 
fingers and wing thumb give natural hand shape. Re- 
turns full profit at $1.59. No. 312 Monkey Grip and 
No. 912 Thumbs Up also fit this c category and return 
full profit at $1.79 and $1.89, respectively. 


Order your basic stock from your wholesaler now 


Edmont & 


JOB-FITTED WORK GLOVES 


Edmont Manufacturing Company * 1214 Walnut Street, Coshocton, Ohio 


34 e HARDWARE AGE, November 5, 1959 


Want more facts? Circle 124, p. 71 A Want more facts? Circle 125, p. 71 > 
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OW Walle GAD LEL 


TV has made Melnor a household word 
among homeowners! And this year Melnor 
is back in TV bigger than ever... more time, 
more markets, more customers for you. 


Two new sprinklers to widen your garden 
market! The new Pulsator throws a power- 
ful spray a long way, to cover circles up 

to 90 feet in diameter or wedges of any 
size you dial. The economical new Square 
is the ideal sprinkler for the smaller 
rectangular lawn. These are new members of 
the Melnor family, joining the successful 
revolving sprinkler line and the famous 
Melnor Swingin’ Spray Wave Sprinklers. 
All this, plus the bigger-than-ever Melnor 
accessory line in the ‘‘See 'n Sell’ 
skin-pack display cards. 


WHAT'S STILL MISSING? 


Nothing! Because on the bacrK 
of this foldout you'// find 
Me/nor’s best-ever Early Bird 
Free Goods Promotions! 








FREE BONUS SPRINKLERS IN OUR 


TWO “EARLY BIRD” SPECIALS 


Buy an | No. 77 Assortment of Wave Sprinklers with 
assortment : , Free Bonus of Four Revolving Sprinklers! 
rey eae t-1-1-4 : (2) #525 SWINGIN’ SPRAYS .@ 5.95 each 11.90 
: Pgs. (3) #550 SWINGIN’ SPRAYS @ 7.95 each 23.85 
(3). #700 SWINGIN’ SPRAYS @ 9.95 each 29.85 
(2) #1000 SWINGIN’ SPRAYS @ 12.95 each 25.90 
FREE BONUS 
(1) #650 SQUARE SPRINKLER @ 2.49 each 2.49 
(1) #800 REVOLVING SPRINKLER @ 1.95 ea. 1.95 
(1) #860 REVOLVING SPRINKLER @ 3.49 ea. 3.49 
(1) #910 REVOLVING SPRINKLER @ 5.95 ea: 5.95 
TOTAL RETAIL VALUE: 105.38 DEALER COST: 54.90 
DEALER PROFIT: 50.48 


48% DEALER PROFIT! 


No. 88 Assortment of Revolving Sprinklers 
with Free Bonus of New Square Sprinkler! 
(1) #650 SQUARE SPRINKLER @ 2.49 ea... .2.49 
(2) #800 REVOLVING SPRINKLERS @ 1.95 ea. 3.90 
(2) #860 REVOLVING SPRINKLERS @ 3.49 ea. 6.98 
(1) #910 REVOLVING SPRINKLER @ 5.95 ea. 5.95 
FREE BONUS 
(1) #650 SQUARE SPRINKLER @ 2.49 ea.. .2.49 
TOTAL RETAIL VALUE: 21.81 DEALER COST: 11.59 
DEALER PROFIT: 10.22 


Get this free! Wag 47% DEALER PROFIT! 


TWO FREE BONUS ASSORTMENTS OF 


SEE ’N SELL ACCESSORIES! 


| Melnor’s See 'n Sell Accessory line in 
Save Hand 
ay ees fast-moving self-selling skin-pack display 
cards. Take your pick of two packages: 
No. 158$ —92 individual pieces, including 20 dif- 
ferent items, with FREE Wire Display Rack. 
TOTAL RETAIL VALUE: 63.92 
DEALER COST: 40.48 
DEALER PROBIT: 23.44 


No. 159R —Refill Skin-Pack Assortment. 92 indi- 
vidual pieces, including 20 different items, with 4 
FREE Brass Hose Nozzles. 


TOTAL RETAIL VALUE: 63.92 
DEALER COST: 37.95 


DEALER PROFIT: 25.97 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 


MELNOR INDUSTRIES, INC., Moonachie, New Jersey 


Printed in U.S.A. 

















Cae \ 
TAKE TO CASHIER J 


AcE 
PLEASE PL 
CARDS IN NUMERICAL 


ORDER BEFORE GIVING 
ad CASHIER 


Select-A-Card which customer picks up 
at display units. Number of item, unit, 
description and price are prinited on 
card, in addition to punch machine 
identifications. 





Hardware Age 


feature articles 


Nov. 5, 1959 Vol. 184, No. 10 
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Automation 


moves into the 


hardware store field 


Here is a mechanical method to 
control inventory, analyze sales 


figures, reduce cost of sales 


Something new has been added to hardware mer- 
chandising—automation. 

A store now operating in Dayton, Ohio, uses auto- 
mation to merchandise, bill, serve, and maintain stock 
and other records. Throckmorton’s Inc. is a pioneer 
of the most unusual sales innovation since self service 
came to this country in the 1930’s. 

Jerry Throckmorton, treasurer of the firm, be- 
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Automation moves into 


the hardware store field 
(Continued) 


Perro Ht VW. Oo. A. 


How a sale is handled in an automated hardware store 





lieves that its Select-A-Card (trademark) store is 
giving customers a peek into the future. 

Select-A-Card is a system whereby a customer picks 
up an IBM card from a display and takes the card, 
not the merchandise, to the cashier. 

A bill is printed in triplicate at the cashier’s 
counter. 

The customer pays while stock boys on roller skates 
are filling the order. 

The merchandise is delivered to the customer at a 
pickup window. 

According to Throckmorton’s, these are the advan- 
tages of automation: 


40 e HARDWARE AGE, November 5, 1959 


< 


7 Customer selects merchandise by looking at dis- 
plays. When decision to buy is made, customer 
picks a Select-A-Card for each item from top of display. 


2 All Select-A-Cards are taken to cashier's desk in 
rear of store. Cashier runs cards through billing 
machine. Order goes to stockoom for picking. 





(1) Constant inventory control record. 

(2) Reduced labor costs. 

(3) Pilferage practically eliminated. 

(4) Store displays easy to keep neat and clean. 

(5) Customers get fresh, unhandled merchandise. 
The firm anticipated these advantages and its 


decision to adopt Select-A-Card was based largely on 
them. 








Stockroom receives order through tube and boys 
begin picking merchandise off shelves. 


Customer pays for merchandise at cashier's desk 
out front while order is being picked. 
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A disadvantage was also anticipated. Such items 
as garden gloves and ball bats were not expected to 
sell because customers could not handle them. Strange- 
ly enough this type of merchandise has sold just as 
well as it does in a standard self service system. 

Precut rolls of fencing in 25, 50, and 100 ft lengths 
have also sold surprisingly well. Garden tools do 
excellently in this system because a broad representa- 
tive line can be displayed easily. Many service items 
that require cutting or fitting have been found suc- 
cessful sellers in the automatic store. 

Throckmorton’s can make authentic comparisons 
because it also operates a 13,000 sq ft self service 














8 


5 Order is brought to counter at cashier's desk where 

customer claims her purchase. Entire transaction, 
from time customer brings Select-A-Card to cashier's 
desk takes only few minutes. 


store in West Carrollton, on the outskirts of Dayton. 


Why automation was installed 


Automation started back in 1957 when the com- 
pany began making plans for a second store. Com- 
petition over the long pull was considered. Discount 
house and department store competition was tough 
and getting tougher. 

The firm felt that a potentially high volume, low 
margin operation was the answer to any strong com- 
petition of this kind. 

Early in the year, store officers and brothers, 
Donald A., president, Glenn E., vice-president and 
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The merchandise handling end of an automated hardware store. Customers deliver cards indicating 
purchases to cashier area at left. 
Customers pick up merchandise put out by stock room boys, at area in center. Customers pick up service 
item merchandise in area at right. 


buyer, and Jerry J. Throckmorton visited an auto- 
mated store in Toronto, Canada. At that time the 
Canadian store was the only one of its kind in the 
world. 

Jerry Throckmorton then went to IBM school to 
see how the system could be adopted to the planned 
store. Shortly after, an improved version of auto- 
matic merchandising, called Select-A-Card, was 
created and six IBM machines were ordered in late 
1957. 

IBM technicians helped work out code numbers for 
every piece of stock. Special display fixtures and 
stock room bins were built, mostly by store personnel. 
The store opened for business last November. 

One of the prerequisites of an operation like this 
is a potential volume of at least $500,000 per year. 
Throckmorton’s is in a position to produce this kind 
of volume. Wright-Patterson Air Force Base is only 
a stone’s throw away. It is one of the largest installa- 
tions in the country and there are plenty of transient 
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Automation moves into 


the hardware store field 
(Continued ) 





military personnel. The area is also the center of a 
massive homes development program. 

Even when the store reaches full volume, it will 
be able to operate, as it does now, with only one or 
two experienced men on duty during most shopping 
hours. All other employes are unskilled part-time 
help. There are five full time men who alternate 
between the two stores. 

A secondary purpose of the Select-A-Card store is 
to serve as a warehouse and control center for the 
self service store. The new store is now headquarters 
for the firm. 


How the store is set up 


Physical setup of this automatic store is quite 
different than a regular hardware store. 

There are 15 rows of special fixtures in the 80 x 
100 ft selling area. Each row is 56 ft long, made up 
of 8-ft sections placed end to end. Ten rows of fix- 
tures consist of perforated paneling mounted on a 

(Continued on page 83) 
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Display samples on sales floor checked by Jerry Throckmorton, left. Note cards, above display 
units, customers take to buy the merchandise. 
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Heavy items are displayed on adjustable shelving and on floor under fixtures. 


HARDWARE AGE, November 5, 1959 © 43 








This is a copy of an unusual newspaper advertisement run 


“wholesale at retail” problem 


A bold approach to the 





* 


Why this ad was run and 


arlsbad, N. M. 
what happened when it appeared is told on the following page. 


Carlsbad Hardware, C 


by 
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Lawrence Merchant is a dealer 
who believes in calling them as he 
sees them. He operates Carlsbad 
Hardware in Carlsbad, N. M., a 
town of about 8,500 population in 
the southeast corner of the state. 

Not so long ago, the town was 
subjected to a barrage of promo- 
tion by a_ so-called “wholesale” 
chain. Some local merchants were 
close to panic. 

>ut Larry Merchant believed 
that a direct, honest approach to 
his customers, explaining exactly 
what ‘‘wholesale’’ prices really 
meant, would be the best way to 
attack the problem. 





Want to use this ad? 


Perhaps you face a "wholesale 
at retail’ problem in your town. 
If you would like to use the 
ideas in this ad, or any modi- 
fication of it, feel free to do 
so. Mr. Merchant of Carlsbad 
Hardware would be happy in- | 
deed if other dealers found 





this approach helpful. 





Merchant was brought up on a 
cow ranch and has an ingrained 
respect for honest and straight for- 


ward discussion of a problem. He 
felt sure that such an approach to 
his customers would be the best 
way to tackle his headache. 

What happened after the ad ap- 
peared? Not a single negative re- 
action or challenge to the ideas in 
the ads has been experienced, Mer- 
chant reports. 

Many folks in Carlsbad made spe- 


cial trips to the store to express 
their approval of the message. 
Many other local businessmen took 
inspiration from the ad. Many ex- 


pressions of approval were received 
by Carlsbad Hardware. Maybe this 
idea would work in your town. 
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more money in common stocks 
So, you might think, your hometown merchant 


The 1958 profit figures on retail hardware stores across the country have 
just been released by the National Retail Hardware 
. . . the fellow that gives you as good a trading opportun 


profit for all stores was exactly | percent on sales . 
Other small individual retail businesses in our town do better . 
worse. If it weren't an interesting and challenging business, you could make 


been exploiting you, because you should have been getting ‘wholesale’ prices 


$2.40 per $100 of sales. This represents 2.4 percent profit on sales. 
instead of what you have been charged. 


$100 sold! Cash discounts and other income increase 


There really are some “wholesale” items that are priced well below the 


retail price. In merchandising, these loss leaders are known as come-alongs 


lf the 


it a “bargain,” “wholesale” or what you choose. But it isn't 


t doesn't know the value. The store can price this merchandise at any figure 


Carry the "retail at wholesale" process to its logical conclusion. 


or "bait"... but a store has to make up its profit on the sale of other items 
people of our town bought all their goods from an out-of-state chain at ‘whole- 


that have been picked up from distress stocks, or seconds, or where the customer 
sale," then all your other individually owned stores in Carlsbad would cease 


to exist. Your national chain branches would pull out and Dallas bank deposits 
would go up by the measure of the profit your dollars had given one of the 


many branches of the wholesale—retail chain whose home is there. Carlsbad 


would become a dandy town, wouldn't it? 
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To triple your 


Here’s a success story with a moral. The moral is: 
It pays to modernize stores, fixtures, and systems. 

Mr. and Mrs. Dale Holmes took over the former 
Gooding Hardware store at Cushing, Okla., in No- 
vember, 1958. 

Sales volume in the old-fashioned store, 39 years 
old, for the first month was $900. Owner Holmes 
changed the store name to his own, then he and his 
wife dug in hard to update the store, its fixtures, and 
its systems. 

Mr. Holmes burned the midnight oil for months, 
first planning changes and later installing the new 
fixtures he had bought. 

Seven months later, Mr. and Mrs. Holmes promoted 
a June grand opening sale. They used a barrage of 
advertising, sale prices, giveaways, and even held a 
radio broadcast from the store. 

In July, eight months after buying a dark and 
cluttered store, Holmes’ volume had shot from $900 a 
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month to $3000. The goal for average monthly sales 
within one year: $4500. 

Each month, Holmes Hardware sales volume inches 
forward. And it was no accident. 

Old flat-topped tables were replaced with mass dis- 
play gondolas. Odd-sized wall cupboards and drawers 
became deep open shelves backed by perforated 
paneling. 

Self service is heartily encouraged, though Mr. 
Holmes feels that personal salesmanship is still the 
backbone of the modern hardware store. 

“A full time self service setup defeats the purpose 
of the hardware man’s knowledge and advice on the 
merchandise he sells,’”” Mr. Holmes says. 

Antique lighting fixtures did little to spotlight mer- 
chandise in the old store. Now Holmes Hardware has 
row upon row of three-tube fluorescent lighting units, 
bringing 40 ft-candle power to wall and gondola dis- 
plays. 


Dale Holmes at his cash-wrap counter following remodeling. 


- Sig, 





Here is how a young couple took over 


an aging hardware store and more than 
tripled sales volume in less than 


ayear. Prospect: 5-time volume increase 


This is the store ‘before.’ Note bare wall areas, flat- 
topped tables. 


Compare this view, following remodeling, to the “before” picture from the same angle. 


Each section of the modernized store is depart- 
mentalized with stock in depth on open display. There’s 
little reliance on the stock room, except for bulk items. 
Gone are the partly filled cartons, run-together mer- 
chandise selections, and bare wall areas. 

Many other modern ideas have found their way 
into the old building. Rentals are now available on a 
number of items. Services such as pipe threading, 
glass cutting, and repair work on heaters and spray- 
ers are popular. 

The young Holmes Hardware team believes in pro- 
motion. Full page newspaper ads have been used to 
start and maintain a steady stream of new traffic. 


Radio interview from the store brings 
extra traffic. Salesman Dale Sare 
(left) of Blish Mize & Silliman Hard- 
ware Co., Atchison, Kan., wholesaler, 
being interviewed on Station KUSH, 
Cushing. 


The store offers free customer parking, a central 
cash-wrap counter, and well marked merchandise for 
the hurried, self-serve shopper. Owner Holmes, though 
just 26 years old, has six years of broad hardware 
experience behind him. He feels he can cope with the 
modern hardware problems of the majority of his 
trade that still wants service and technical advice 
on hardware. 

The store offers broad selections of farm-home- 
garden-leisure needs, with special emphasis on farm 
supplies. The husband-wife team employs one full time 
salesman, and a part time man. The original store 
was a one man operation. @ End 
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Wholesalers fight profit squeeze with 


Modern Methods 


How can wholesalers control inventory so excessive capital is 


not tied up? How can wholesalers keep back orders at a 


minimum? Here are answers on warehouse inventory problems from 


an authority on management, actual case histories from hardware warehouses. 


This is the second of a series of articles on how whole- 
salers are strengthening their position on the wholesale- 
dealer team in hardware distribution. The first article 
was published in the Sept. 24 issue, page 52. The other 
articles will be on material handling, work measurement, 
and billing, to be published in forthcoming issues. 


Inventory control 


Shortly after the close of the Civil War two young 
men pooled their cash and bought out their employer. 
White was a salesman, and Williams was the book- 
keeper in the office. 

Unlike in temperament, they were united in ambition 
and determination to make the White-Williams Hard- 
ware Co. succeed. With practical wisdom, they decided 
to capitalize on their differences. White would take 
care of the buying and selling, while Williams would 
run the office and take care of the financial affairs. 

The arrangement worked well. The firm prospered. 
We are not really interested in the early history of 
the company. It is quickly told. White and Williams 
are long since gone, and the company has continued 
and grown. 

Nevertheless, the first division of duties between 
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the two partners left its mark on the company. Long 
after they had died, their successors continued to 
control inventory in the way they had started. 

In those early days, inventory control was a simple 
matter. Every day White walked through the small 
warehouse and looked at the shelves. When he noticed 
stocks were getting low, he went back into the office 
and ordered more. When a drummer came to town 
with a new line, White relied on his knowledge of 
the community to decide whether to buy and how 
much to buy. Williams only came into the picture 
when money was tight. Since most of the early years 
were good, Williams was seldom consulted. He merely 
paid the bills. 

As the company prospered and grew, it added new 
lines. This did not mean that Williams now helped 
White in the buying. Instead, White hired assistants 
to help him. He taught them to work as he did. To 
each he assigned a portion of the lines. 

Each assistant was supposed to inspect his stock 





About the author .. . Dr. Wilkinson was an industrial engi- 
neer, then a professor of industrial engineering. During World 
War II he was an Ordnance Department officer and estab- 
lished office, plant, and warehouse standards. For the past 
six years his company has been advising management of 
distributing companies on office and warehouse operation 
problems. Also, Dr. Wilkinson has carried on surveys under 
the auspices of five national distributors’ associations. 


by Dr. George D. Wilkinson 
President 

rage D. Wilkinson Co. 
Princeton, N. J. 


in the warehouse, keep track of the way it sold, and 
keep it replenished. Since a man could not count stock 
readily if it were not neatly stacked, the buyers spent 
time keeping the shelves neat and orderly. By com- 
mon agreement they divided the warehouse into areas. 
Each restricted his merchandise to the part that 
belonged to him. 

The first real inventory control, therefore, resulted 
from a lack of warehouse space. When a buyer no 
longer had empty space, and could not get another 
to give up some to him, he had to stop buying. 

Some of the buyers were more astute than others. 
To them White gave more responsibilities. They 
were called Department Managers. Within their lines 
they exercised about as much freedom of action as 
did White himself. 

As time went on, White became less and less active, 
and finally passed from the scene. The department 
mangers now became supreme in their fields. Each 


was a law unto himself. He decided what to buy or 
not to buy. He decided what sales material should 
be given to salesmen or mailed to customers. He 
told the warehousemen where and how to stock his 
merchandise. The only real limitation on his power 
was the power of his fellow buyers. Each wanted 
his share of the salesmen’s time, of the warehouse 
space, of the advertising dollar. Under the rule of 
live-and-let-live, they had a tacit agreement on these 
matters which was practically workable. 


Young Jack Williams was a supply officer in the 
Pacific when word came to him that his father had 
died. As his father’s heir, he became president of 
the White-Williams Hardware Co. 

It was not too hard to get an emergency discharge 
from the Army. Within a short time he was sitting 
in his father’s chair, and trying to find himself. He 
was not new to the business. During his high school 
summers he had worked in the warehouse. Then in 
the two years between graduation from business 
school and the Army, he had served at the will-call 
counter. Nevertheless, he was a young man, much 
the junior of the executives who had served under 
his father. 

Jack was ambitious, and he had ideas. He thought 
he saw possibilities for growth for the company 
under the proper leadership. He decided to supply 
that leadership, using the principles he had learned 
in business school. 


























"Partner White walked through the 
warehouse, looked at the shelves, 
and ordered more - 


First he called in his department managers. They 
told him the company was in good shape. They as- 
sured him that they could handle any growth that 
might take place. As older men, they hinted that 
his best course was to leave things in their hands. 

Then he looked at his financial statement. What he 
found made him uneasy. In terms of total assets, 


HARDWARE ACE, November 5, 1959 © 49 





Wholesalers fight profit squeeze with 
Modern Methods 


(Continued ) 


the company was sound. In terms of working capital, 
he did not have much to play with. 

Finally he walked through the warehouse. Here 
he was filled with dismay. It was crammed with 
merchandise. At first glance it looked as if the 
company could support any foreseeable growth. But 
he was experienced enough to know a dog when he 
saw one. Cartons were covered with dust. Blocked 
aisles told him the merchandise in whole sections 
did not move very often. 

The real shock came when he saw the stock of horse 
collars. (This incident is fact—not fiction.) Going 
back to the office, he stopped at the desk of the 
manger of the agricultural department. 

“What are we doing with all those horse collars?” 
he asked. 

The department manager was an elderly gentleman. 

“Jack,” he said earnestly, “I guess you’ve been in 
the Army so long that you’ve forgotten how horse 
collars move in this country. Lots of people still have 
horses and mules back in the hills, you know.” 

Jack was not satisfied with this logic. He went 
back to the warehouse and looked up the warehouse 
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. and formed an inventory control department under 
the office manager..." 


manager. “Pete,” he asked, “do we ship out many 
horse collars any more?” 

Pete spat to emphasize his disgust. 

“Shucks, no,” he snorted. We don’t sell hardly none 
any more. But that ol’ coot don’t know the automobile 
has been invented. Every year he orders a railroad 
carload of them, and every year I’ve got to find more 
room to cram them in. Jack, if you don’t stop him, 
pretty soon you won’t have room for anything else.” 


50 © HARDWARE AGE, November 5, 1959 


Jack was not afraid to assert himself, and he soon 
stopped the flood of horse collars. But this was not 
the end of his inventory troubles. 

Merchandise was becoming more plentiful. Other 
items began to crowd in where the horse collars had 
been. Jack’s credit with the banks was stretched 
thin paying for the increase in inventory. Sales were 
on the upgrade, but inventory was building up faster 
than sales. 

He called his department heads together and ex- 
plained the situation. They were respectful, but not 
helpful. 

“The trouble is, Jack,” they told him, “‘we have 
been starved for merchandise ever since the war 
started. You can’t do business from an empty shelf. 
We still don’t have enough. Our percentage of outs 
is higher than it should be, and if we try to cut down 
on buying, they’ll be even higher.”’ 


More lists, meetings, no results 


Not impressed with this argument, Jack went into 
the warehouse. With the help of the warehouse man- 
ager, he made a list of items that did not move. Then 
he called his managers together again, and demanded 
that they cut down their inventory. Under direct 
orders, they agreed, but without enthusiasm. 

Jack soon learned that agreement in a meeting was 
a far different matter from deed later on. As the 
weeks went by, he found little change in the inventory 
picture. If they bought less heavily of the items he 
had mentioned, they were buying more of other items. 

In growing desperation, Jack made more lists and 
held more meetings. His buyers assured him that 
they were trying to cut down, but they also reminded 
him of the back order problem. Jack had to agree 
with them. With inventories higher than ever before, 
the company was cancelling or back ordering an un- 
precedented number of items every day. It began 
to look as if Jack’s dreams of leading the company 
into greater growth would come to nothing. 

There is something to the old saw that sometimes 
we cannot see the woods for the trees. Jack was 
trying to solve his inventory problem in the way 
it had been solved from the day the company had 
been started. His grandfather’s partner had set the 
pattern. It was still being followed. 


Would perpetual inventory work? 


Jack was not aware of this, but one day as he tried 
to think his way out, he remembered his Army ex- 
perience. As supply officer he had had under him 
a set of records showing the stock status of all the 
items under his control. Perpetual inventory records, 
they were called. He remembered how he used to 
rely on them, and suddenly he saw the answer to 
his problem. 

Would perpetual inventory records work in a whole- 
sale hardware house? He did not see why not. The 
items it stocked were not very much different from 
those he had had in the Pacific. 

He called his department managers together and 
told them what he was thinking. Their answers were 
mixed. Some, mostly the younger men, thought it 
would solve their problem. Others were sure it would 





not. The wholesale hardware business, they argued, 
was not the Army. There were too many lines, 
customers’ demands were too uncertain, items changed 
too frequently. 

Despite the arguments against it, Jack decided to 
go ahead with perpetual inventory control. The old 
method might appear satisfactory to the buyers, but 
it was not to him. If he did not find a better way, 
his company would quickly smother in its own in- 
ventory. 

He called in salesmen from companies making 
cabinets for housing the records. He studied the 
various systems and forms they showed him, and 
finally settled on one that seemed to fit his needs. 

I wish I could tell you that this is the end of the 
story. It would be pleasant to be able to say that 
as soon as the new inventory cards were filled in, 
Jack’s troubles were at an end. They weren’t. 

The cards arrived, and for several months extra 
girls typed item names on them. Then at inventory 
time all the quantities were entered on the cards. 
Each department manager received the cards for his 
items, and the new program was under way. 

In the larger departments, the buyers turned the 
cards over to their secretaries to keep. In the smaller 
ones the buyers or their assistants began to post 
the records themselves. In neither case was the result 
satisfactory. 

Posting the records was an added burden for people 
already overworked. They did their best, but the 
posting got further and further behind, and the 
records were less and less accurate. 

Furthermore, all the sales orders had to pass 
through all the departments so that they could be 
posted. It is not hard to imagine the flood of paper- 
work and lost orders that this arrangement created. 


Paper work is lifted from buyers 

When Jack saw that the system would not work, 
he changed things. He took all the cards away from 
the departments, and formed an inventory control 
department under the office manager. He found that 
he needed five girls working all day to keep the 
records up to date. This arrangement worked much 
better. It stopped the flow of papers through the 
departments. It removed the extra burden of paper- 
work from the buyers. The records were reasonably 
accurate. 

Still, the inventory problem was not solved. Al- 
though he occasionally saw buyers consulting the cards, 
he could see no appreciable change in inventory 
turnover. Many of the buyers professed to find the 
records helpful, but the results did not show it. Jack 
began to believe that there was no solution to the 
inventory problem. 

This was the situation in the company when I 
visited it to make a management survey. Often an 
outsider brings a different perspective, and in this 
case, this was true. Jack and I discussed the problem, 
and gradually the true picture began to emerge. 

The buyers were not trying to sabotage Jack’s 
efforts to keep inventory under control. They were 
sincerely trying to do what was best for the company. 


Their trouble lay in the fact that they had a 
dual job. They were supposed to promote sales and 
to keep inventory under control. These are contro- 
dictory assignments. A department’s success was 
measured by its total sales, not by its turnover. 

Despite Jack’s nagging to reduce inventory, the 
pressure was to increase sales. To sell you have to 
have merchandise. Whenever in doubt as to whether 
or not to buy, they always bought. Whenever in doubt 
as to how much to buy, they always bought a larger 
amount. 

Jack and I worked out a new approach to the prob- 
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"All the buying responsibilities were transferred to a 
newly created Purchasing Department... ~ 
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lem. This involved a major reorganization of the 
company. Instead of buying departments, we organ- 
ized selling departments. The department manager 
who had made the best records in promoting his 
lines was a natural for the new job of General Sales 
Manager. Most of the other department managers 
also ended up with sales jobs, either inside or out. 
They no longer had any responsibility for buying. 

All the buying responsibilities were transferred to 
a newly created Purchasing Department. 

The head of the department was not sure it would 
work, but he was willing to try. He had four other 
buyers working for him. They had no responsibility 
to push sales. Their sole job was to make sure that 
the company had all the merchandise that it needed, 
but no more. 

They had no responsibility for stocking the mer- 
chandise, either. They simply had to tell the ware- 
house the maximum quantity of each item. With this 
information, the warehouse manager could plan 
storage so as to have room for everything. 

At my recommendation, Jack left the control of 
the inventory posting clerks with the office manager. 
In other words, the buyers did not even have to 
supervise the keeping of the records they used. All 
they had to do was to buy. 

It did not take long to prove the value of the new 
arrangement. A few weeks after it was put into 
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effect, I visited the head of the buying department 
in his office. He looked up with a grin. 

“This is the system,” he said. “It works. You know 
I was worried about it when Jack gave me the job. 
I didn’t see how I could do it, because the only thing 
I had ever bought was hand tools. I didn’t think any- 
body could buy lines he didn’t know. But now I know 
it can be done.” 

“What do you mean?” I asked. 

“T’ll give you a ‘ferinstance’,” he said. “Last week 
the man who is supposed to buy housewares was out 
sick. He works for me now, so I had to fill in. 1 
bought the whole line all last week 


without any 
trouble 


and just as well as he could have.’ 

“Did you know anything about housewares”?”’ 
asked. 

“I didn’t have to. On the cards I had a record of 
how much we sold, how often we sold it, how much 
we have been buying, when we bought last, and how 
much we have in the warehouse right now. In addi- 


tion, the card tells me who the vendor is, the quantity 
price breaks, and everything else I need to know to 
place an order. The maximum and minimum points 
were out of line, and I have been adjusting them. 
When they are all lined up, anyone with any brains 
can order housewares — even I,” he concluded, grin- 
ning again. 

The new organization proved to be the solution 
to Jack’s inventory problem. With nothing to do 
but buy, a small staff of men, less than half the 
buyers in the old departments, did a good job. 

I cannot say that the company never again ran 
out of merchandise. Nevertheless, by constantly re- 
viewing the cards, buyers became aware of the need 
to reorder when stocks were low, not after they were 
exhausted. 

Further, with records of movement in front of 
them, they knew how much they needed to keep on 
hand for normal movement. In almost every case, 
they decided that stock levels could be reduced. 

The thing that delighted Jack most was the fact 
that he did not have to nag any longer. With the 
facts in front of them and with time to do the job 
properly, the buyers cut inventory without prompting 
from him. 

No, the inventory did not go down over night. But 
over the months it did. Curiously enough, with lower 
inventory, but with good records and prompt action, 
the company back ordered far fewer orders. 





Can't repair mowers? You can farm out this service 


A busy Southern dealer solves 
the problem of offering expert re- 
pair service on power mowers and 
other power equipment by farming 
it out to a firm skilled in such 
work. 

“This does a number of good 
things for us and our customers,” 
says Chester June of South Osprey, 
Fla. “It saves us from having a 
high-priced man around capable of 
making such repairs. 

“We need no inventory of parts 
nor do we need any pick-up or de- 
livery service since customers 
bring the defective units around. 
We make a fair profit, but keep 
prices reasonable. 

“Since the repair firm guarantees 
all repairs to us, we can extend the 
same guarantee to our customers. 
And since each repair job requires 
the customer to deliver the unit to 
us, then come around to pick it up, 
we get to see each customer twice. 
We usually manage to sell other 
items at such times,” Mr. June 
says. 
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Window sign is a source of traffic on power equipment service. 
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Downtown problems can be solved 





The twin problems of parking and shopping center competition have been met 


head on—and licked—by hardware dealers cooperating with other merchants 


The downtown shopping district 
is a dead duck only if it takes its 
problems lying down. This is the 
consensus of some excited mer- 
chants in a small city that has dis- 
covered how to turn the tide. 

Two hardware dealers have 
played an important role in a down- 
town redevelopment project in the 
city of Davison, Mich. (pop. 5,000). 
Davison merchants have turned 
back the threat of a shopping plaza, 
and built their own business volume 
as well. 

The dealers are Ear! and Nelson 
Marien, co-owners of Marien Broth- 
ers Hardware, and two of 37 Davi- 
son businessmen who joined forces 
to modernize their downtown shop- 
ing area. 

The effort has succeeded. Mar- 
sales have increased 25-30 
percent in 30 months. 

The Marien brothers are mem- 
bers of the Davison Improvement 
Corp., an association of local mer- 
chants formed early in 1957 to 
make plans for transforming Davi- 
son’s Main St. into an up-to-date, 
convenient shopping center. 

In the nearly three years since 
then, average retail business has 
zoomed 30 percent (even during 
1958, when nearby Flint was being 
hard hit by the automobile reces- 
sion). Davison is looking forward 
to greater gains when the project 
is completed. 

According to Earl Marien, two 
improvements formed the backbone 
of the modernization: 

(1) Establishment of off-street 
parking. 

(2) Construction of a sidewalk 
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Front of Marien Brothers Hardware store. 


canopy on both sides of Main 
Street, running the length of the 
shopping district. 

“Parking and weather protection 
are the main attractions of a shop- 
ping plaza,” Mr. Marien says, “‘and 
they can work just as well for 
downtown merchants.” 

A local contractor drew plans for 
the project, turning to Fenestra, 
Ine., Detroit manufacturer of build- 
ing products, for the design of the 
permanent canopy. The manufac- 
turer recommended an economical 
steel panel for the canopy, with the 
idea that coordinating the design 
of the canopy and the new store 
fronts would give an overall im- 
pression of unity to the shopping 
area. 


Marien Brothers Hardware has 
a frontage of some 40 ft. Its share 
of the canopy cost ran just shy of 
$1700. “And it was a wonderful 
investment,” says Mr. Marien. 

There were many problems. 

Buildings ranged from one to 
three stories high; some of wood, 
others of brick or other material; 
and some set back from the side- 
walk. 

New street lights had to be in- 
stalled. 

The city of Davison paid for the 
new street lights, and the 37 mer- 
chants put in $125,000 for the rest 
of the project. The canopy itself 
cost $45 a running foot, and ex- 
tended 12 feet over the sidewalk. 


HARDWARE AGE. November.5, 1959 © 53 





Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 71, and mail 


Item 1 
Aluminum soldering kit 


If you want to expand your do-it- 
yourself department, here’s a sol- 
dering tool kit for aluminum. Reyn- 
olds’ kit includes a_ long-handled 
holder for a glass fiber brush in- 
sert, glass brush refills, solder rods 
and illustrated instructions. No 
flux is required for this soldering 
method. An ordinary torch is the 
only additional equipment needed 
=r | 


to simplify joining and repair jobs. 
Kit sells for $1.98. Reynolds Metals 
Co., Dept. HA, Richmond 18, Va. 


Item 2 
Three-piece hamper set 


This new Leader Line hamper 
set has a baked enamel surface 
with embossed design. Counselor’s 
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twin-ring reinforcing construction 
at top and bottom is featured on 
all units. Vinyl covers on hamper 
and hassock lids match enamel sur- 
faces. The hamper retails for $9.95, 


hooks. This offer ends April 1, 
1960. Hyde Mfg. Co., Dept. HA, 
Southbridge, Mass. 


v 


Item 4 
the hassock-hamper for $9.45 and Three table and wall taps 
the wastebasket for $3.95. Brear- 
ley Co., Dept. HA, Rockford, Ill Three table and wall taps have 
| 7 oo “—* “been added to the Eagle line. Each 


Item 3 
Assorted tool display deal 


You can get Hyde’s 85th anni- 
versary Floor Tool Tower free 
with an order for the C120A as- 
sortment of fix-up and paint-up 
tools in new packaging. Included 
free in the deal with the revolving, 
turquoise-colored wood merchan- 
diser are three Double Header 
2-in-1 putty knife tools, three 
Cobra refinishing scrapers and 





Here is a quick Check 
List of items described 
in the following pages 


device has a metal bottom plate to 
which a _ receptacle is fastened. 
They are 3% x 115/16 x 11/16 in. 
Styles available are: Parallel 
Ground Double Tap, for grounded 
wire or cable; T slot Bakelite double 
tap, for heavy-duty Eagle No. 797 
slot-receptacle; and parallel double 
tap with Eagle No. 977 receptacle. 
Eagle Electric Mfg. Co., Dept. HA, 
23-10 Bridge Plaza South, Long 
Island City 1, N. Y. 


Item 5 
Two knob and rose designs 


Two new knob and rose designs 
for the SentryLock line of locks 
and latchsets are available. The 
Saybrook (YN) and the Derby 
(DN) come in all functions and 
finishes including stainless steel. 
These new design combinations are 
adaptable to all SentryLock decora- 
tive escutcheons. Sargent & Co., 
Dept. HA, New Haven 9, Conn. 


Item 6 
Wire rack for 20 sweeps 


Oxco’s Floor Sweep Display No. 
2 holds a 20-sweep selection. Six 
Sweeps are displayed in front and 


| 
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Quick Index to Buying Check List 





Aluminum soldering kit 
Three-piece hamper set 
Assorted tool display deal 
Three table and wall taps 

Two knob and rose designs.... 
Wire rack for 20 sweeps 
Christmas tool packaging 
Sprayer jar with 3 nozzles 
Self-locking steel hooks 

Rifles use 22 magnum 
Additional stages on pumps.... 
22-hp engine assembly kit... . 
Merchandiser for waxes 
Repackaged tile adhesive 

21-in. reel riding mower 
Lightweight hand pruner 

Bulk loading caulking gun 

6-gal capacity sprayer 

Spray paint merchandiser 
$5.95 oscillating sprinkler 
Packaged fireplace sets 
Plumbing repair product 
Snow clearance machines 
Special deal on pruners 
Bird-decorated ash trays 
Chain saw for farm use 
Acrylic-vinyl house paint 

Rack for window materials... . 
Paint brush display deal 
Boxed set of 5 nut drivers 
Radio communications system. . 
Ice cube tray with cover 

Line of 100 lag bolts 

Four sizes of air filters 

Epoxy adhesive repairer 
Flexible steel tapes 

Knife sharpener display 
Portable food grinder 

Repair product for metals.... 
Adjustable lawn sprinkler 
5%4-hp riding mower 

Display for 258 S-hooks 
Flashlight display deal 
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Two metal lawn edgings 

Saw blade merchandiser 

Four leakproof pump oilers... . 
1960 power-driven filler 

Floor maintenance machines... 
59c metal stand for irons 
Fireplace screen display 
Low-priced masonry drills .... 
Strong household glue 
Escutcheons in new finish 

Rack for fishing lures 

1960 garden tool lines 

Safety clutch on power saw... 
Gummed asbestos paper tape. . 
Tackle box, bucket rack 
Pruner-grass shear sets 
Skin-packaged saw biades.... 
3a-hp, 22-in. power mower... 
Gift-boxed bar accessories.... 
Lawn seeder-weeder-feeder... 
2-in. hooded caster wheels.... 
Rooster-shaped food mold 
Lanyards in display carton.... 
Adjustable rotary tiller 

Steel log-holder models 
Waterproof pet bed line 

18-in. power reel mower 
Router guide attachment 

Rat and mouse killer bait 
Heavy-duty bench grinder.... 
Builders’ hardware catalog.... 
Wood staining booklet 
Caulking compound chart 
Sporting goods catalog 

Safety lighting catalog 
Lighting fixture catalog 
Oriental lighting line 

Coloring book promotion 
Catalog on lighting fixtures. ... 
Recipe booklet promotion 
Garden hose catalog 
Cleaning displays booklet 
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extra stock, with handles, is stored 
in the rear. Styles featured are a 
new plastic-bristled floor sweep, a 
heavy-duty outdoor sweep, three 
sizes of the new Regent for home 
and commercial use, the Challenger 
for commercial use, and an extra 
heavy-duty sweep for rough sur- 
faces. The folding wire rack is 
free with each order of the No. 2 
display assortment. Oz Fibre 
Brush Co., Dept. HA, Frederick, 
Md. 


Item 7 
Christmas tool packaging 
Holiday-packaging is featured 
on three individually wrapped Lec- 
trolite wrench sets in a merchan- 
diser for window and counter dis- 
plays. Included in the merchandiser 
is a 6-pe combination wrench set, 
3g in. through 11/16 in.; one 6- 
pe open end set, % in. through % 
in.; and one 5-pe box end set, % 
in. through 7%, in. Sets can be or- 
dered separately or in a single 
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Want more details? Just circle item number on p. 71 


package. S-K/Lectrolite Tools, 
Dept. HA, PO Drawer 407, Defi- 
ance, Ohvo. 


Item 8 
Sprayer jar with 3 nozzles 

Du Pont’s 1960 hose sprayer has 
three snap-in nozzles calibrated for 
three spray rates. These 2-gal, 5- 
gal and 10-gal capacity nozzles at- 


tach to a_ polyethylene-coated 
sprayer jar that’s shatterproof. The 
jar cover and nozzle flanges are 
made of white metal and the work- 
ing parts are brass. These sprayers 
retail for $6.95. EF. J. Du Pont de 
Nemours & Co., Dept. HA, Wil- 
mington 98, Del. 


Item 9 
Self-locking steel hooks 
Kerr’s tempered spring steel 


self-locking hooks for % in. and 
l, in. perforated panel board has 
a one-piece locking feature that 


holds hook in place. You can send 
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for a free sample starter set. A 
counter or wall merchandiser is 
available for displaying Kerr’s 
K-30 assortment of 125 units of 


13 hooks and fixtures for ¥ in. 
perforated panels. The assortment 
lists for $38.75. Kerr Wire Prod- 
ucts Co., Dept. HA, 180 W. Wash- 
ington St., Chicago, Ill. 


Item 10 
Rifles use 22 Magnum bullet 


Mossberg’s two new bolt action 
rifles are especially designed to use 
the recently introduced 22-cal rim 
fire Magnum cartridge. The rifles, 
called Chucksters, are designated 
the 620K (shown) single shot, and 
the 640K 5-shot clip repeater. Moss- 


berg’s closed-breech action, Ameri- 
can walnut stock with Monte Carlo 
and cheek piece, and a 6-lb weight 
are features of the new guns. The 
receivers are grooved for scopes 
and also tapped and drilled for the 
Mossberg §-320 Hooded Ramp 
sight. Chucksters are Magnum 


rifles throughout and handle the 
new powerful cartridge without 
adaptation. The single shot lists 
for $28.88 and the 5-shot sells for 
$39.88. O. F. Mossberg & Sons, 
Inc., Dept. HA, 131 St. John St., 
New Haven, Conn. 


Item 11 
Additional stages on pumps 


Two stages have been added to 
the 142 and %-hp units of Goulds 
Series UE Silent Flow submersible 
pumps and one stage has been add- 
ed to the 34-hp unit. The 14-hp unit 
can now pump from 100 ft, the %- 
hp unit from 140 ft and the %4-hp 


unit from 220 ft at 40 lb pressure. 
Goulds Pumps, Inc., Dept. HA, 62 
Black Brook Rd., Seneca Falls, 
N. Y. 


Item 12 
22-hp engine assembly kit 
Boats, scooters, delivery carts 
and bicycles can be powered with 
Clinton’s do-it-yourself engine. The 
Little Injun kit contains the parts 
for assembling a 2'%-hp engine 
that’s aluminum die cast with a 
cast iron sleeve. Detailed instruc- 
tions come with the kit. The two- 
cycle, air-cooled engine has a one- 
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half quart pre-mixed fuel capacity, | 


a rope starter and retails for about 
$35. Clinton Engines Corp., Dept. 
HA, Clinton, Mich. 


Item 13 
Merchandiser for waxes 


United States Plywood Corpora- 
tion’s two merchandisers for Weld- 


wood waxes and finishes feature 40 


finished wood samples that act as | 


selector-guides. Retail prices and 
sizes are shown and literature is 


supplied. Unit shown is made of | 
plywood and wrought iron and fea- | 


tures a lignted header. Both units 
occupy only 4% sq ft of floor 
space. Free merchandise worth al- 
most $60 is included with the pur- 


chase of either unit. United States | 


Plywood Corp., Dept. HA, 55 W. 
L4th St., New York, N. Y. 


Item 14 
Repackaged tile adhesive 


A-99 Ceramic Wall Tile adhesive 
has been repackaged by Pecora in 


Jet Tubes that can be re-capped 
and used again. About 10 sq ft 
can be covered with one tube. With 
this easy-to-use tube the exact 
quantity of adhesive desired can be 
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YOUR 
JOBBER'S 


SALESMAN 
has some very 


VALUES 


NEW 


AVESSEL 


rd 
hr HO ra 


<DWARE 


SPECIALTIES 


Your jobber’s salesman is a consci- 
entious, sincere man trying hard to 
help you in any way he can; but like 
you, he’s BUSY .. . doesn’t want to 
waste his time, or YOURS. 

You can help him to help YOU as 
you thumb through his ponderous 
catalog—ask him to show you the 
newest as well as the “standbUys” 


in the WESSEL line. WESSEL 
specialties are available in your 
choice of skinpak cards, (for which 
you can obtain free, our sales- 
making revolving display rack with 
an 8801 assortment.) Also visible 
POLLYPAKS and bulk in the new 
easy-dispensing STAKPAKS. Be 
sure you ask to see them. 























WESSEL HARDWARE CORP. 
919-931 N. Sth St, Philadelphia 23, Pe 


"ae ‘ erene . ; 
, tel) & Be : 65 Broedwey 
New Tort @ 
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placed on the area to be tiled. 
Comes packed 12 tubes and four 
pushers to the carton. Pecora, Inc., 
Dept. HA, 300 W. Sedgley Ave., 
Philadelphia, Pa. 


Item 15 
21-in. reel riding mower 
Pennsylvania’s Reelrider is a 


lightweight, 21 in. reel power 
mower with a large, padded sulky 
seat. It has a 2.25 hp, 4-cycle en- 





gine, aircraft type steering grip, 
automatic recoil starters and demi- 
tone mufflers. Other features are 
five self-sharpening blades and 1-in. 
diameter tubular steel riding frame. 
Pennsylvania Power Mower Div., 
American Chain & Cable Co., Dept. 
HA, Exeter, Pa. 


Item 16 
Lightweight hand pruner 


True Temper’s new hand pruner 
with curved, pointed head and non- 
slip grips is called the No. A365 


— 


ROCKET PRUNER 
“eo? ' 








- LTT 


ages 
eS. . 
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Rocket. It’s bubble-packed and 
punched for hanging. This light- 
weight tool has a replaceable brass 
anvil, plated finish, thumb-flick 
safety lock and finger guard. The 
head is curved for a natural prun- 
ing position. True Temper Corp., 
Dept. HA, 1623 Euclid Ave., Cleve- 
land 15, Ohio. 


Item 17 
Bulk loading caulking gun 


Builders, painters and glaziers 
will be traffic for Vital’s improved 
caulking gun with 1144-pt capacity. 
This Model B gun is for bulk load- 
ing exclusively and has a threaded 
speed cap and a roll-thread barrel. 
It has a double suction cup and ac- 
commodates Vital’s interchangeable 
nozzles. Barrel measures 12 x 2'% 
in. and a companion model, B-15, 








comes with a 15 x 2% in. barrel. 
Vital Products Mfg. Co., Dept. HA, 
7500 Quincy Ave., Cleveland 4 Ohio. 


Item 18 
6-gal capacity sprayer 

Model 1706, a 6-gal pressure 
sprayer, has been added to the 


Stroll ’n Spray Series. Large, rub- 
ber-tired wheels give easy mobility 
to the sprayer and the towing han- 
dle also acts as the pumping handle. 
A liquid applicator, built into the 
tank, throws a wide, fan-shaped 
pattern behind the sprayer. Tank 
is made of heavy, galvanized metal 
painted an off-white. Frame and 





~ 
x 


No 


handle are chrome-plated. Universal 
Metal Products Co., Division of Air 
Control Products, Dept. HA, Sara- 
nac, Mich. 


Item 19 
Spray paint merchandiser 
This wire rack merchandiser 


holds two cans each of 18 Jet-Dri 





eolors on three 


Enamel 
shelves. A color chart is included 
on a bright header sign. The 17 x 
18 in. merchandiser is free with an 
initial order of 36 spray cans of 


spray 


Jet-Dri. Your cost for No. 10A 
deal is $38.66. It retails for $64.44. 
Individual 16-0z spray cans re- 
tail for $1.79. Jet-Dri Div., Con- 
solidated Chemical & Paint Mfg. 
Co., Dept. HA, 456 Driggs Ave., 
Brooklyn 11, N. Y. 


Item 20 
$5.95 oscillating sprinkler 


Here’s a dial-operated oscillating 
sprinkler called the Swinging 
Spray. Melnor’s new sprinkler sells 
for $5.95. The Aqua-Dial can be 
set for area coverage desired. This 
sprinkler has a Perma-Sealed mo- 
tor unit that separates the water 
flow from the motor. A special filter 





You sell more of everything in Black & Decker 


Eye-Popping P. O. P. 
material makes big 
B&D ad program pay 
off in your store... 
Christmas tree - Santa 
display builds big ticket 
sales for Power Driver 
Tool Shop ... compact 
Santa/Power Driver unit 
... Store streamers. Plus 
—envelope stuffers, car- 
toon books, ad mats. 


LN EE; 


SPECIAL 
GIFT SAVINGS 


ee 
> 


Timely savings spark sales of the 
L-O-N-G Line for you this Christmas 
... Black & Decker Power Driver $3.00 
less...6%” Utility Saw $4.00 less... 
both till Dec. 25... Jig Saw, Finish 
Sanding and Saw Attachments... each 
at new low price of $14.95, as much as 
$5.00 reduction! 


Ypck& Decker: 


QUALITY ELECTRIC TOOLS 
TOWSON 4, MD. 


Order now from your wholesaler 
Want more facts? Circle 127, p. 71 
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washer screens out dirt and sand. 
Sprinkler is guaranteed for one 
year. Melnor Industries, Inc., Dept. 
HA, 300 De Witt Ave., Brooklyn 
36, N. Y. 


Item 21 
Packaged fireplace sets 

Puritan Hearthmate firesets are 
available in gift-packaged, self- 
display units. A hanging rack and 
mounting screws for mortar or 
wood come with each package. No. 
950 brass Hearthmate lists for 














$26.25. The No. 951 brass and 
black iron model, shown, lists for 
$16.25. Four styles of solid brass 
handles are available for both mod- 
els. Puritan Fireplace Furnishings, 
Inc., Dept. HA, Milford, Conn. 


Item 22 
Plumbing repair product 

An improved Plastic Lead, a 
putty form material, is handy for 
sealing soil pipe joints and other 
plumbing jobs. No heat or mixing 
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is needed and it can be applied with 
a putty knife. Other uses are for 
caulking bell and spigot joints in 
cast iron, water or gas pipes and 
forming sewer tile joints. Comes in 


e% f 





14-pt., 1l-pt., l-qt. and 1l-gal. con- 
tainers. Magic Iron Cement Co.., 
Dept. HA, 5403 Bower Ave., Cleve- 
land 27, Ohio. 


Item 23 
Snow-clearance machines 


Toro’s 17 in. Snow Hound has 
a swivel turret directional chute 
and new rotor design for greater 
snow control. This turret chute can 
be directed in a 240 deg arc. A 
chute deflector keeps plowed snow 
within a few feet of the machine 
Side skids and a special carburetor 
heater are other features. A hand- 
propelled model retails for $79.95 
and a_ self-propelled model with 





sells for 
Mfg. Corp., Dept. 


extenders 
Toro 


side 


plate 
$109.95. 
HA, 3042 Snelling Ave., Minneapo- 
lis, Minn. 


Item 24 
Special deal on pruners 


Here’s a special deal on Seymour 
Smith’s No. 119 Snap-Cut Pruners 





that offers one free No. 119 pruner 
for every 12 bought. Thirteen 
pruners and a supply of pruning 
guides are packed in a special pro- 
motion package. This offer is open 
until Jan. 1, 1960. Seymour Smith 
& Son, Inc., Dept. HA, Oakville, 


Conn. 


Item 25 

Bird-decorated ash trays 
Colorful game birds decorate 

these Anchorglass 5'%-in. milk- 


white ash trays. Birds include the 





ring-necked pheas- 
ant, Canada goose and mallard 
duck. They retail for about 25¢ 
each. Anchor Hocking Glass Corp., 
Dept. HA, Lancaster, Ohio. 


ruffed grouse, 


Item 26 
Chain saw for farm use 

Here is a new lightweight chain 
saw especially for farm use. The 
3antam has a 17-lb, air-cooled en- 
gine. Remington’s farm saw has a 
chain speed of 3800 ft per minute. 
A new carburetion and ignition 





ssa 























“ QUERYTHING HINGES ON HACER /.’ 


C. Hager & Sons Hinge Mfg. Co. «+ St. Louis 4, Mo. 
In Canada, Hager Hinge Canada Limited + Kitchener, Ontario 


Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 
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system provides quick starts. Guide 
bars are available in lengths of 12, 
18 or 24 in. The saw’s chain is 
easily sharpened with a round file. 
Sells for about $160. Remington 
Arms Co., Dept. HA, Bridgeport, 
Conn. 


item 27 
Acrylic-vinyl house paint 

This new Plastic Latex House 
Paint is made with a combination 
of vinyl and acrylic polymers. 
Kyanize’s new paint comes in white 


. Plastic Late 


HOUSE PAINT 





200 Witt 





and two bases. Vinyl polymers aid 
color permanence and acrylic pro- 
vides easy working qualities. Kya- 
nize, Inc., Dept. HA, Everett, Mass. 


Item 28 
Rack for window materials 


You can sell seasonal window 
products from this rack that dis- 
penses Sisalkraft plastic materials 
in Fall and Winter and screening 
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in Spring and Summer. Only 10 
sq ft of floor area is needed to dis- 
play up to 18 rolls of plastics or 
screening in any width. Products 
can be dropped easily into place 
and dispensed from front or back. 
A movable cutter bar and measur- 





ing tape is included with each 
rack. American Sisalkraft Corp., 
Dept. HA, Attleboro, Mass. 


Item 29 
Paint brush display deal 


You can offer your customers 
three price choices on each of six 
paint brush sizes shown in the 
Pittsburgh Q. T. Rotary Display. 
This revolving aluminum rack holds 
a complete paint brush department 
in one square foot of floor space. 
Brushes are wrapped in clear vinyl 
and pre-priced. Free _ painting 
brush care booklets are included 





with the Q/T Deal that costs you 
$99.88. Brush Dviv., Pittsburgh 
Plate Glass Co., Dept. HA, 3221 
Frederick Ave., Baltimore 29, Md. 





Item 30 
Boxed set of 5 nut drivers 
Five Vaco Chrome-Tone nut 


drivers with color-coded handles 
are now packaged in a two-tone 





me DOS eet 
a 





plastic box with a hinged lid. The 
No. SP 500 set contains 3/16, 
,, 5/16, 11/32 and *%& in. nut driv- 
ers. This Jewels in Tools line set 
retails for $4.95. Vaco Products 
Co., Dept. HA, 317 E. Ontario St., 
Chicago 11, Ill. 


Item 31 
Radio communications system 


Vocaline’s Commaire Citizens 
Band Radio, a miniature radio sta- 
tion, can be useful to you in the 
store or as a resale item. It is 
housed in a clear, plastic case that 
displays the chassis, its circuitry 


SOW FOLALIRE L486 BRALS ote : 


Rr 


cae 
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and parts. This new 2-way radio 
communications system sells for 
$179.50. Vocaline Co. of America, 
Inc., Dept. HA, Old Saybrook, 
Conn. 


Item 32 


Ice cube tray with cover 


Republiec’s Roto-Cover ice cube 
trays are made of frosty polyethyl- 
ene and have snap-on covers with 








ALL NEW 
AND THE TALK 
OF THE TRADE! 


new new, 
strength! reinforced hose! 


Tough nylon and vinyl Newest cross-head 
three-ply construction. y extrusion process. Result: 
Stands up to the highest si. “Sixes the toughest, most 

pressures and hardest . 4 3 rugged hose made! 
wear—for years! 
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new new, 


package! TE /; 0 ily 6% \" lighter weight! 


Bold Li lesi Borden’s extrusion 
») y “J pra! 
old, new dise design sane 


features the Borden VI NYL YS 3 process reduces hose 


; weight by 20%. 
name big and bold— 
regs apes Be And increases 
sell on s ! . ibili 
g the flexibility! 
FLEXIBLE F 
FULLY GUARANTEED : 3 


promotion! 


More sell in ’60 coast 
to coast! In LIFE, 

SATURDAY EVENING 

POST, BETTER HOMES 


new, shorter \¥ 
complete line! 


The complete line of 
Borden reinforced and 
non-reinforced hose 
and sprinklers totals 
just 19 items. That’s all. & GARDENS, SUNSET 
You stock less, handle and key gardening 
less— profit more! magazines. 


It's absolutely extraBordenary! 


Talk over your 1960 garden-hose profit opportunities Right now! Fast delivery is assured. Our plants on 
with the Borden man. Let him tell you all about both the East and West Coasts are ready to show you 
3orden’s Resinite Hose, Borden’s Garden Pride Hose — what speedy service really is! It pays to talk business 
and Borden’s Gold Stripe Triple Spray Sprinkler. with Borden—first! Get hold of the Borden man right 

When can you get Borden's great, all-new hose line? now. Get hold of a honey of a hose deal for all of 1960. 





THE BORDEN CHEMICAL COMPANY - 350 MADISON AVENUE, NEW YORK 17, N.Y. 


Want more facts? Circle 129, p. 71 
HARDWARE AGE, November 5, 1959 © 63 

















BUYING CHECK LIST 


Want more details? Just circle item number on p. 7! 





—<- 


al 


* 


= \ \ ¢ 

. BPE r 
peeencstts ad =. 

ee = 
we ee 
———e ~\ 
a 
— 
& 


te 


flat tops. Grids for making large 
cubes are attached to the inside 
of the cover. Cubes can be taken 
out one or two at a time. These 
trays fit all refrigerators and re- 
tail for $1.29 each or two for $2.39. 
Republic Molding Corp., Dept. HA, 
G465 N, 
31, Ill. 


Avondale Ave., Chicago 


Item 33 


Line of 100 lag bolt sizes 

About 100 sizes of lag bolts have 
been added to the Stanscrew fast- 
ener line. They range in diameter 





as 


from \% in to *4 in. with lengths 
up to 12 in. All have gimlet point 
and full-size shank. Standard 
Screw Co., Dept. HA, 2701 Wash- 
ington Blvd., Bellwood, Ill. 


Item 34 
Four sizes of air filters 


Economy-conscious homeowners 
will be traffic for this new low- 
cost, permanent, washable air fil- 
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ter for warm air heating, air-con- 
ditioning and ventilating systems. 
The DusT-ban Filter can be 
rinsed with cold water when clean- 
ing is needed. It never needs oil- 
ing. Sizes available are 16 x 20 x 
1 in.; 16 x 25 x 1 in.; 20 x 20 x 1 




















in.; and 20 x 25 x 1 in. They re- 


tail for $4.95 each. Skuttle Mfg. 
Co., Dept. HA, Milford, Mich. 


Item 35 
Epoxy adhesive repairer 

Fix’n Patch, an epoxy adhesive, 
comes packaged in two self-measur- 
ing tubes. It’s handy for permanent 
repairs to porcelain products, fur- 
niture, steel, aluminum, leaky 
pipes, valves, tank and radiators. 
It can be painted, drilled and 
sanded and bonds to metal, glass, 
wood, rubber, ceramics, plastic and 





fabric. Comes in a 98¢ Al Kit or 
in a $1.98 Cl Kit. Epoxy Div., 
Specialty Plastics Co., Dept. HA, 
4010 Glengyle Ave., Baltimore 25, 
Md. 


Item 36 
Flexible steel tape rules 


Flash’s Executive Thin Line Rule 
is only % in. wide and 78% in. 





Divisions are in black on 
white flexible steel tape that comes 
in a Gold Tone case. Also available 
in a new centimeter and inch rule 
that aids conversion from meters 
to inches. Replaceable tapes are 
available for both rules. Flash Mf gq. 
Co., Dept. HA, 169 Murray St., 
Newark 5, N. J. 


long. 


Item 37 
Knife sharpener display 


Impulse sales can be stimulated 
for Aladdin knife sharpeners with 





this colorful perforated panel board 
display. The 8 x 15 in. ASPB-59 
display holds 12 sharpeners in 
transparent boxes. It’s free with a 
minimum order of 12 sharpeners. 
New England Carbide Tool Co., 
Dept. HA, 55 Commercial St., Med- 
ford, Mass. 


Item 38 
Portable food grinder unit 


Dazey-Mates, a combination 
meat grinder and salad maker, fea- 
tures an interchangeable vacuum 
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Christmas lighting! 
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4-in-1 outlet...ends messy wiring! 


At Christmastime...in virtually every home—there 
are never enough convenient electric outlets! Perma- 
Plug, the 4-in-1] outlet serves this big Christmas need 
—sells in volume all year ‘round! 





U.L. and C.S.A. Approved. Installs in a jiffy — un- 
screw old outlet plate, replace with Perma-Plug for 
4 safe, permanent outlets in place of one! Ends un- 
sightly plug-in connections. 


Self-Selling Perma-Plug Christmas Display and Ad Mats. 


Sell Perma-Plug right from this colorful, compact display—holds 6 units (ivory or brown 
to meet every home decor) . Ideal on counter, wall, rack, sheli—anywhere! When the Yule- 
tide Season is past, remove the Christmas header—Perma-Plug moves in volume all year! 
Suggested Retail 69¢ brown, 79¢ ivory. Nothing like it—only Vocaline makes Perma-Plug! 


Cash in on the growing markets for 
Class ‘‘D’’ Citizens Band 
Radio — Vocaline Commaire 
for business and industry, home and 
sports, anywhere private citizens 
want to keep in touch—this low-cost 
2-way radio has tremendous appeal! 
F.C.C. approved—no operator's 
license needed. In a class by itself— 
for performance! 


Wireless Intercoms — Vocal- 
ine Vocatron — Ideal communica- 
tion system for home, plant, office. 
No wiring necessary — plug in and 
talk! Brilliantly styled. 


VocaLin 


COMPANY OF AMERICA, INC. 
OLD SAYBROOK, CONN. 


SEE YOUR VOCALINE REPRESENTATIVE FOR THE FULL STORY 


CALIFORNIA, San Francisco 24 
Lynn & Brooks 

1485 Bayshore Boulevard 
GEORGIA, Stone Mountain (Atlanta) 
Don Turpin Associates 

3718 Dial Drive 

ILLINOIS, Glenview 

Dorsey Endres & Co., Inc. 

1155 Waukegan Road 


MISSOURI, Kansas City 13 
Robert 0. Dickey Company 
8101 Lee Boulevard 

NEW YORK, New York 23 
Harry Hanser Organization 
1841 Broadway 

TEXAS, San Antonio 12 
McKie-Colmere 

P. 0. Box 8254 


CANADA, Toronto, Don McCay and Co., 199 Bay Street 
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Stock the one 
all purpose 
water seal 

















Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood + Tile + Stucco « Masonry 
Concrete « Shingles « Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains + Retards dampness 
in basements «+ Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
ave inventory. 


Write for complete information and name of 
distributor nearest you. 6036 


Thornpton d 


MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


E. A. Thompson Co., Inc., Merchandise Mart, 
San Francisco 3, California 


San Francisco © Los Angeles * San Diego * 
Portland © Chicago * Seattle * Denver © Dallas 
Houston © St. Louis ¢ St. Paul © Detroit ¢ 
Philadelphia * New York City © Memphis ¢ 
Cleveland * Factory: King City, California 
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base and handle. The salad maker 
head has five cones and the meat 
grinder head has three cutting 
discs and clover-leaf shearer. Only 
4 in. of kitchen counter space is 
taken up with the portable base. 
Dazey-Mates retails for $19.95 as 
a set. The meat grinder is $12.95 
and the salad maker $9.95 when 
sold separately. Dazey Corp., Dept. 
HA, 4301 Warne, St. Louis, Mo. 


Item 39 | 
Repair product for metals 


Met-L-it, a multi-purpose metal 
mender, comes blister-packed in 
5lo-0z tubes. This household re- 


MOLIINGSHEAD 


METAL MENDER 

NO HEAT - WO TOOLS 
REPAIRS - SEALS 
CAULKS - MOLDS 


pair product forms a tough adhes- 
ive bond that can be filed, sanded, 
ground, drilled, tapped or ma- 
chined. It coats steel, aluminum 
and other metals, wood, glass, many 
plastics, leather, canvas and paper 
products. Oil, water, steam, alcohols 
and common solvents won’t affect 
it. Hollingshead Corp., Dept. HA, 
Camden 2 N. J. 


Item 40 
Adjustable lawn sprinkler 


Lafayette’s new Model 103 lawn 
sprinkler features a threadless ad- 
justable nozzle that sprays water 
from a mist to a stream with a 
lever control on the nozzle. The 
unit has a white Cycolac base that 
won’t rust. This sprinkler waters 
circular and odd-shaped areas up 
to 50-ft in diameter. It comes 


packed in an individual display 
box and retails for $4.95. Lafayette 
Brass Mfg. Co., Dept. HA, 409 
Lafayette St., New York 3, N. Y. 


Item 41 
53/44-hp rotary riding mower 
Homeowners with a half acre or 
more of lawn will be traffic for 
Goodall’s 36-in. rotary blade, rid- 
ing mower. The Brookwood model 
has a rear-mounted 5°4-hp heavy- 
duty engine. Mower blades are V- 
belt driven. This unit has variable 
forward speeds to 5 mph, neutral 
and reverse and a separate blade 
clutch. It can be used as a tractor 





and is also available with an inte- 
gral 30-in. reel. Other features are 
automotive-type steering, oscillat- 
ing front axle, hinged engine hood 
and shielded blade housing. Good- 
all Mfg. Corp., Dept. HA, War- 
rensburg, Mo. 


item 42 
Display for 258 S-hooks 


Zinc - finished Androck § - hooks 
are available in nine sizes in a 
counter display that is 8144 x 6% x 
1% in. The sectionalized box holds 
258 pieces with a retail value of 
$7.05. A chart at the back of the 
No. 517 display tells the customer 
how many hooks he’ll receive for 


BRIGHT ZINC FINISH 


15¢. Customers can check sizes 
with a ruler printed on the front. 
Washburn Co., Dept. HA, 28 
Union St., Worcester 8, Mass. 


Item 43 
Flashlight display deal 


Thirty-five Eveready All-Ameri- 
can flashlights, in a bushel basket 


with a price card on a stick, are 
available in this deal. You pay for 
30 flashlights and get a bonus of 
5 free ones. Each light retails for 
$1.19 without batteries. They come 
in five colors and feature a snap- 





XX strength ash handle, not cut down 
at socket, retains 100% strength. 
Guaranteed. 


2 inches longer socket (11-inch) 
with tabbed top. 


ONLY SHOVEL WITH A 
FULL-LENGTH BACKBONE: 
Rolled with extra thick 
center (13 gauge) from 
socket to cutting edge, 
where all other shovels 
wear fastest. Sides are 
tapered to 17 gauge, to 
lighten weight. Center- 
balanced. Clean-scouring. 


// 


TODAY’S BIGGEST SHOVEL VALUE 


RAZOR-BACK ... sue tor 


SHOVEL THAT SELLS BELOW TOP PRICE 


If you want to sell the best in shovels 


and without having to ask 
$5.50 to $6 prices — sell RAZOR-BACK. 


RAZOR-BACK undersells by at least a dollar any other premium grade 
shovel that even approaches it in strength. Your customers get the most 
service for their money — guaranteed. You get full profit, plus a 
double rate of turnover because 4 RAZOR-BACK patterns will take care 
of 90% of your needs. That’s making money. Order from your 
wholesaler. 


THE UNION FORK & HOE COMPANY, Columbus 15, Ohio 
Makers of Green Thumb Lawn and Garden Tools 
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action jumbo switch and an un- 
breakable lens guard. Nationa! 
Carbon Co., division of Union Car- 
bide Corp., Dept. HA, 20 E. 42nd 
St., New York, N. Y. 


Item 44 
Two metal lawn edgings 

A lawn edging, called Color Clad 
has been added to the Car-Mac 
Grass Stop line. It has an irides- 


“tavrweroent 
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cent green finish on one side. Soil- 
Grip deep embossing keeps the edg- 
ing in the ground. Color Clad edg- 
ing is available in aluminum or 
steel widths of 4, 6 and 8 in. with 
lengths in standard sizes up to 100 
ft. Retail prices start at $1.94. 
Carey-McFall Co., Dept. HA, 2156 
EF. Dauphin St., Philadelphia 25, 
Pa. 


Item 45 
Saw blade merchandiser 


Your customers can help them- 
selves to the saw blades they need 
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with this Skil self-service center. 
A wheel on the display is dialed to 
the desired cutting job and the 
blade types to use appear in a win- 
dow on the back panel. This steel 
unit is 16 x 18% x 138 in. and 
stores up to 88 blades. It’s free 
with the purchase of 50 assorted 
Skil circular saw blades. Skil 
Corp., Dept. HA, 5033 Elston 
Ave., Chicago 30, Ill. 


Item 46 

Four leakproof pump oilers 
Anything that needs oiling can 

be olled easily with one of four 

Eagle Handi-Grip Pump Oilers. 

These steel oilers come with rigid- 


angle or steel flexible spouts. The 
bodies are leakproof and won’t 
tilt. The oilers deliver a_ full 
stream or one drop according to 
pressure applied. They come in %%4, 
1, 1% and 2-pt capacities. Eagle 
Mfg. Co., Dept. HA, 2502 Charles 
St., Wellsburg, W. Va. 


Item 47 
1960 power-driven tiller 


An advanced Model “O” Plane- 
tiller has been added to Allen’s 
Planet Jr. line of power-driven 
ground-working units. It features 
a tine assembly that can be set for 
8, 12, 18 and 22-in. tilling widths. 
An average 8-in. depth is reached 
with the 14-in. bolo slicing type 
tines. This tiller features heavy- 
duty chain drives, sealed bearings 


and a 3-hp B & §S engine. Clutch 
and accelerator controls are lo- 
cated on the handles. It will be 
available throughout the country 
for the 1960 planting season. S. L. 
Allen and Co., Dept. HA, 5th St. 
and Glenwood Ave., Philadelphia, 
Pa. 


litem 48 
Floor maintenance machines 

If you are looking for equip- 
ment to add to your rental depart- 
ment, you’ll be interested in this 
improved Commodore line of floor 
maintenance machines. The Spe- 
cial Commodore (shown) and the 
Commodore models are available 
with 14, 16, 18 and 20-in. brush 
spreads. Both models can be con- 





iff 


a 


4s i ’ 
verted from polishing to other 
cleaning operations. Holt Mfg. Co., 
Dept. HA, 669 20th St., Oakland, 
Calif. 


Item 49 
59¢ metal stand for irons 


Here’s a stand for irons that 
clamps securely to ironing boards 
and serves as a storage unit for 
the iron. A wire clamp on the 
Double Duty Pro-Tex iron rest fits 





S 


Elliott’s Hardware Dallas, Texas — 


EXPANDS 3S TIMES 


IN 12 YEARS WITH 
HARDWARE STORE FIXTURES 





When Mr. Elliott started his 
hardware business in 1947 he tried to 
stock “at least one of everything.” As 
business grew it was obvious that ‘‘several 
of most everything” was desirable so 
the facility was expanded in 1953. 


In 1959 the business was again 
expanded to a modern store room 
50 feet wide by 130 feet deep providing 
6500 square feet of sales floor area. 


Each expansion was accomplished 
with store planning and fixtures by 

M &D and their Dallas distributor, The 
Walter H. Allen Co., Inc. The business 
has more than quadrupled through 
these expansions. 


Before you invest a cent in store 
fixtures use this coupon either for 
our free Hardware Store Fixture 
brochure or our store planning services. 





Se ee ee ee De De De De DD De 


M&D STORE FIXTURES, INC. Dept. H-6 
6 No. Michigan Avenue, Chicago 3, Illinois 

245 Vineland Avenue, City of industry, California 

I am interested in: [) Free Brochure 


[} Complete Store [) Upgrading or [) Gondolas [) Wall Units 
Installation Remodeling []} Show Cases Gift Islands 


M&D STORE FIXTURES, INC. 


NAME 
STREET 
ciTy 
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Manufacturing Plants in the East and West 
Sales offices in principal cities throughout the U.S.A. $¢0¢06¢¢¢6¢¢¢6¢6¢¢6¢¢¢6¢¢¢¢ 
Want more facts? Circle 133, p. 71 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 71 


over the iron and the iron’s cord 
can be wound around the stand. 
It has a metal top, heavy asbestos 
back, smooth rounded edges and 
sells for 59¢. Ballonoff Metal Prod- 
ucts Co., Dept. HA, 2188 Lee Rd., 
Cleveland 18, Ohio. 


item 50 
Fireplace screen display 


Flexscreens, an adjustable fire- 
place screen, can be promoted with 
this new mantel display. The dis- 
play is built of heavy lumber and 
measures 37 x 42 x 4% in. Andiron 


- ———— 
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and fireset combinations can be dis- 
played in the ample hearth depth 
unit. The display unit comes with 
a mounted Flexscreen. Bennett- 
Ireland, Inc., Dept. HA, 44 Ex- 
change Street, Norwich, N. Y. 


Item 51 
Low-priced masonry drills 


UDM-Utility Series of Super 
Tool’s masonry drills are now avail- 
able up to 1 in. diameter. Sizes 
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through 1% in. diameter are indi- 
vidually packaged for counter or 
wall displays. This series is priced 
below regular list to provide an in- 
termediate price range. These 
drills are carbide-tipped with fast 
spiral flutes. They can drill 3/16 
in. to 1 in. diameter holes in brick, 
plaster and slate. Super Tool Co., 
Division of Van Norman Indus- 
tries, Dept. HA, 21650 Hoover Rd., 
Detroit 13, Mich. 


Item 52 
Strong household glue 

Devcon’s new epoxy “2-Ton” Su- 
per Glue enables do-it-yourselfers 
to make permanent repairs to met- 


als, plastics, glass, wood, porcelain 
and enamel. This white compound 
requires no heat or pressure and 
won’t discolor or shrink. It resists 
water and most solvents. This ep- 
oxy hardens to a white, glossy 
porcelain finish in two hours and 
can be matched to the mended ob- 
ject. It comes in a carded display 
at 98¢ retail. Devcon Corp., Dept. 
HA, Danvers, Mass. 


Item 53 
Escutcheons in new finish 


Ming, Shou and Imperial escutch- 
eon designs are now available in 
Schlage’s new gold anodized alumi- 
num finish. These designs come 
with several lockset styles. Schlage 
Lock Co., Dept. HA, 2201 Bayshore 
Blvd., San Francisco, Calif. 


Item 54 
Rack for fishing lures 


Eight merchandise cards that 
hold from 72 to 576 different items 


; 


can be displayed on Marathon 
Bait’s new Rev display. It has a 
base 7 in. in diameter and is 11% 
in. high. Assortments in the com- 
pany’s catalog marked with an as- 
terisk fit this display that’s free 
with the purchase of eight cards 
of merchandise. Marathon Bait 
Co., Dept. HA, Wausau, Wis. 


Item 55 
1960 garden tool lines 


Four price lines of short-handle 
Trump lawn and garden tools and 
a line of four long-handle tools are 
available for the 1960 season. The 
Series 200 Estate group includes a 
trowel, fork, cultivator, trans- 
planter and the new No. 220 weed 
cutter. Series 400 Deluxe tools 
come in six styles, five with short 
handles and cultivator with a me- 
dium-length handle. Series 800 is 
a popular price line of five tools 
retailing for 35¢. Five tools are 


also available in the lowest priced 
Trump line, Series 700. Animal 
Trap Co. of America, Dept. HA, 
Lititz, Pa. 

(Continued on page 75) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print mame and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE 


Post Office Box 60 
Village Station 


NEW YORK 14, N. Y. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 


Postcard Service. 


P Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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16-398 rolls %° x 150” 
12-758 rolls %° x 240° 


3%, 1-FREE DISPLAY RACK 




















> = 


| | ; E AGE S » PLASTIC ELECTRICAL TAPE 

| : WATER PEOF cre oan t i| | 

4 4 PLASTIC ELECTRICET rare our omc Hm re ali Va ue 
| 4 per assortment 





your cost 





YOUR PROFIT 
YOUR GROSS PROFIT : 








STICK WITH E PAG ES 


Metuchen, Le. 





ST. LOUIS CARDINALS’ BUSCH STADIUM—The Joseph 
Ward Painting Co., St. Louis, says, “Our 89 years of 
painting experience has proven to us time and again 
that we can always rely on Rubberset painter tools. 
They give longer brush life, greater painting ease and 
speed .. . all of which add up to more profit.” 


SANTA ANITA RACETRACK—J. P. Carroll Co., 
California contracting firm, says, “Our experience 
proves Rubberset painter tools give better, more 
economical performance. For this reason we can’t 


afford to use any brand other than Rubberset.” 


WOLVERINES’ STADIUM, UNIVERSITY OF 
MICHIGAN—Painting contractor ‘‘Pop” Delf, of 
H. Delf & Sons, Ann Arbor, Mich., says, ‘We find 
Rubberset brushes give better results . . . are faster 
and easier to use and last longer, adding up to 


increased job profits every time.’ 
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“Old Pro” ™ 4-in. Tynex* ny- 
lon wall brush with exclusive 
Velvatized-tip'M—No. 5250 


*A Du Pont trademark 
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Diamond, track or gridiron... | a 
for the big paint jobs, professional painters : 
buy Rubberset painter tools! 


Stock fast-selling Rubberset painter tools, popular choice of profit-minded professional 
painters who prefer Rubberset’s quality brushes because they wear longer and do a 
better painting job faster and easier. 


Your best bet is udberset : 


THE RUBBERSET COMPANY 
900 Passaic Ave., East Newark, N.J. 


< Want more facts about the ad on the Preceeding Page? Circle 134, p. 71 Want more facts? Circle 135, p. 71 A 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 71 


(Continued from page 70) 
Item 63 


Safety clutch on power saw 


An automatic safety clutch that 
allows the motor to return to free 


running speed when the blade jams 
is a feature of Shopmate’s new 
Model SC-7100 7-in. power saw. 
This saw has a 7 amp motor, self- 
lubricating bronze bearings and an 
internal fan. Retails for $38.98. 
Portable Electric Tools, Dept. HA, 
320 W. 83rd St., Chicago 20, Ill. 


Item 64 

Gummed asbestos paper tape 
Here’s a new asbestos paper tape 

for stripping metal and insulation 

joints. It’s called Gum-Bestos and 


is fireproofed and pregummed. 
Tape pulls out from core of roll for 
easier handling. It comes in rolls 
of 60 yards, in 2 or 3-in. widths. 
Gum-Bestos dries hard and holds 
fast, even in high temperatures. 
Grant Wilson, Inc., Dept. HA, 141 
W. Jackson Blvd., Chicago 4, Ill. 


Item 65 
Tackle box, bucket rack 


My Buddy Tackle Boxes and 
Falls City Minnow Buckets display 
rack and assortment come with a 
free rack and cost you $89.45. Nine 
different tackle boxes and three dif- 
ferent minnow buckets are in the 
assortment that retails for $147.50. 
The rack is made of heavy gauge 
steel wire and revolves on a swivel. 


It is 5 ft 5 in. high and is 33 in. at 
its widest point. Falls City Dvv., 
Stratton & Terstegge Co., Dept. 
HA, 16th & Main Sts., Louisville 1, 
Ky. 


Item 66 
Pruner-grass shear sets 


Trim Set (PS 1231) is one of 
two gift-packed Stanley tool sets 
for gardeners. It contains a hand 
pruner with plastic-gripped handles 
(PA 12) and a dual moving blade 
grass shear (GS 31). This set, 
shown, retails for $5.20. The De- 
luxe Trim Set (PS 1030) features 


an anvil hand pruner (PA 10) and 
a single moving blade grass shear 
(GS 30). It retails for $7.10. Stan- 
ley Tools Dvwv., Stanley Works, 
Dept. HA, 111 Elm St., New Brit- 
ain, Conn. 


Item 67 
Skin-packaged saw blades 


Emblem’s line of rotary saw 
blades are now skin-packaged and 


For £ iner Performance 


mounted on uncoated paperboard 
that forms a partial sleeve. The 
package carries the diameter, type, 
saw blade, hole size and price of the 
blade. Directions and uses are 
printed on the reverse side. Em- 
blem Div., Chicago Saws, Dept. HA, 
6134 Oak Park Ave., Chicago, Ill. 


Item 68 
3/2-hp, 22-in. power mower 
This FMC Orbit- Air power 


mower features a “cyclone cham- 
ber’ where grass clippings are re- 


a 
" 


tained after cutting. These clip- 
pings are pulverized and are dis- 
tributed evenly over the lawn. 
Other features are an _ impulse 
starter, easy cutting height adjust- 
ments and a grass catcher. Mower 
is powered by a 3'4-hp, 4-cycle en- 
gine, has a 22-in. cutting width, 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 7! 


and a handle-mounted throttle and 
choke control. Bolens Products 
Div., Food Machinery & Chemical 
Corp., Dept. HA, Port Washington, 
Wis. 


Item 69 
Gift-boxed bar accessories 

Six handy tools for home bars 
are available in an alligator tex- 
tured gift box. These chromium- 
plated bar accessories won't tar- 
nish and each has a balanced black 
plastic handle. This Irvin Ware 
set includes a double jigger, strain- 
er, cork screw, bottle opener, bar 


spoon and relish fork. No. 800 Bar 
Joy retails for $10. A zippered 
leatherette case set, No. 806, sells 
for $10.95. Irvin Ware Co., Dept. 
HA, 4330 38th St., Long Island 
City 1, N. Y. 


Item 70 
Lawn seeder-weeder-feeder 


You can promote Federal Tool’s 
seeder -weeder-feeder Greenmaster 
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lawn spreader for winter use as a 
salt spreader. This lightweight 
plastic unit is easy to maintain and 
doesn’t need oiling. Its 18 x 12% 
x 7 in. hopper holds over 25 lb. A 
nonslip flow contro] adjustment can 
be set to release the exact amounts 
desired. The Greenmaster retails 
for $6.95. Federal Tool Corp., Dept. 
HA, 3600 W. Pratt Blvd., Chicago 
45, Ill. 


Item 71 
2-in. hooded caster wheels 
Protection against caster wheels 
scuffing hose and shoes is possible 
with Master’s hooded caster line 
for home and office furniture. 
These casters come in all stem 
models for wood, tubular base, alu- 
minum and steel base chairs. They 
have a high nickel finish, double 


ball bearing action, and 2 in. soft 
and hard tread or 2 in. soft gray 
nonmarking wheels. Master Mfq. 
Co., Dept. HA, 9200 Inman Ave., 
Cleveland 5, Ohio. 


Item 72 
Rooster-shaped food mold 


Salads, desserts and meat loaves 
can be made in the shape of a 
rooster with Mirro’s new Copper- 
Tone mold. This seamless, alumi- 
num mold is large enough to hold 
four to six portions. It has a ring 
and can be used as a wall plaque. 
Sells for $1.75. Mirro Aluminum 
Co., Dept. HA, Manitowoc, Wis. 


ltem 73 
Lanyards in display carton 


Two dozen All-Sports Holders 
can be displayed from Olt’s counter 


carton. Whistles, knives, flashlights 
and key rings can be carried on 
these lanyards worn around the 
neck. They retail for 59¢. Philip 
S. Olt Co., Dept. HA, Pekin, Ill. 


Item 74 
Adjustable rotary tiller 


This rotary tiller, added to the 
Springfield line, features a finger- 
tip reverse that operates by 
squeezing a handlebar lever. A 
lock pin changes times to till rows 
8, 14, 20 and 26 in. wide or 38 in. 
wide with extensions. Row width, 
tilling depth, handlebar height 
and weight distribution adjust- 
ments can be made quickly. Comes 
with recoil starter and a 3.25 hp, 


4-cycle Clinton engine or 3-hp, 
4-cycle B & S engine. Quick Mfg. 
Inc., Dept. HA, Springfield, Ohio. 


Item 75 
Steel log holder models 


Two modern-style log holders 
have been added to the Aaero line 
of fireplace equipment. These hold- 
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MAIL BOXES 


IN ANODIZED ALUMINUM 


MACKLANBURG-DUNCAN CO. 


Never rust, tarnish or need polishing! 


Choice of 5 Color Combinations 


No. BG-501 No. BB-502 


Black Lid Black Lid 
on Gold Box on Black Box 


> 
af No. AA-504 


Extra-Large Size— “ee F 4 y 3 : 2 Anodized 
: ; — “ No. GG-503 Aluminum 


13” wide ~ s ; 
ee . ’ 7 he G ld L d ’ ' Lid on 
No. GB-500 81/4," high, é \) we slag Aluminum 
Gold Lid on ' 63/g" deep B 

Black Box 


peeeeeeooeeeee he eeee eeeeeeeeeoeeoeeooeeeeeeeeeeeeeeeeee 


engraved 
name plate 
available with every box! 


>. % a 7 ' » 
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VERTICAL 


MACILAMBURG UMC AM CO MAIL BOXES ashen on Black Box 
Anodized KING SIZE 


Aluminum 
163/4"" wide x Bl/y”’ high x 63/," deep 


Model 400 ‘£; ‘ 
SERIES % Big enough to hold 
& largest magazines! 


Roomy, sturdy box, 

as attractive ™ Here's the answer to your cus- 
s ee No. BB-702 tomers demand for a big, roomy 
martly fashione Black Lid mail box! Packed 6 per carton— 

on Black Box all same colors or assorted. 





lid. Graceful mag- 
azine holders. 
Choice of 6 gor- 
geous color com- 
binations. Finish 
will never rust, 
tarnish or need 
polishing. No. AA-704 No. BG-701 No. GG-703 


Anodized Aluminum Black Lid Gold Lid 
Lid on Aluminum Box on Gold Box on Gold Box 
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The most profitable 4 square feet in your store! at beivs 


: Pats ies ait 


Dexall - 


the complete line of paint sundries! 








You get easier paint-sundry sales because this de luxe 
merchandiser puts every product in view—builds self- 
service sales and profits fast. Single nearby source keeps 
your inventory at peak efficiency. Place one order— 
save on freight costs. Full 40°% profit every sale—rapid 
turnover, too. 


New Dexall products are distributed by The Sherwin- | 
Williams Co., Cleveland. Acme Quality Paints, Inc., | 
Detroit. John Lucas & Co., Inc., Philadelphia. W. W. | 
Lawrence & Co., Pittsburgh. The Martin-Senour Co., | 
Chicago. The Lowe Bros. Co., Dayton. Rogers Paint ae 
Products, Inc., Detroit. Write your nearest distributor bs 
for details. | 








DESHLER PRODUCTS, INC., Deshler, Ohio 
Want more facts? Circle 137, p. 71 
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BUYING CHECK ist in. to 36 x 27 in. and price range 


is $2.98 to $7.49. Nappe-Smith 
Mfg. Corp., Dept. HA, Farming- 
dale, N. J. 





Want more details? Just circle item number on p. 71 


ers are rectangular for large Item 76 Item 77 
hearths and tapered for small, Waterproof pet bed line 
raised hearths. They are made of 
heavy gauge steel with handles and 
have rubber-tipped legs. All parts 


18-in. power reel mower 


An 18-in. power reel mower fea- 
turing independent drive system 


Here’s a new low cost line of 
pet beds that combines the pad, 
back and sides in one unit. Nap- 
py’s Napper pet beds have a water- a. 
proof vinyl covering that resists 
dust, odors, vermin and mildew. 
It’s handy as a car bed and it’s 
easy to store. Comes in red or 
green plaid in sizes from 17 x 13 





are welded and the surface is cov- 


f ‘ =o 
ered with a black matte finish. Also or the reel and the wheels, is in 


, cluded in Yard-Man’s 1960 line of 
available is a heavy-duty canvas mowers. Wheels can be disengaged 
log carrier that fits into both mod- without stopping the reel on the 
ms Aaero Mfg. Co., Dept. HA, | Model 1060. Throttle adjustment 
Rockford, Ill. , es is located on the handle. Also new 
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New Dexall Patching Paste 
— Ready-mixed, smooth- 
finish, spackling com- 
pound. 


New Dexall Wood Bleach 
— Fast working, easy to 
use — for fine furniture 
refinishing 


i 


New Dexal! Hold-Tite Glue 
— Tremendously strong 
white glue. All-purpose, 
dries clear. Squeeze bottle. 


<a 


™~ 


a : 


a 


New Dexall Glazing Com- 
pound — For wood or Actual wood, nonshrinking, 
metal sash. Remains elas- in paste form. Six natural 
tic, will not crack. wood colors. 


New Dexall Wood Patch — 





= : . a Se 
New Dexall Tack-Rag — 
One wipe picks up dirt and 


New Dexall Preparite — New Dexall Anti-Rust Lu- 
Liquid sanding aid quickly bricating Oil — Aerosol- 


dust. Marvelous aid to fine 
painting. 


cleans and dulls enameled 
and varnished surfaces. 


in the line is a 22-in., three-speed, 
self-propelled rotary mower with 
self starter and a 26-in. riding ro- 
tary mower. Yard-Man, Inc., Dept. 
HA, Jackson, Mich. 


Item 78 
Router guide attachment 


This router guide, added to the 
Porter-Cable line, can be used as 


a straight edge guide, slot and 
groove guide, radius edge guide, 
circular guide and edge plane. The 
specially-designed attachment takes 
guesswork out of routing inlays 
and intricate designs for home 


Want more facts? Circle 137, p. 71 


craftsmen or professional furniture 
makers. Porter-Cable Machine Co., 
Dept. HA, 107 Seneca St., Syra- 
cuse, N. Y. 


Item 79 
Rat and mouse killer bait 
Here’s a rat and mouse killer 
bait that comes in a self-feeder 
packet. RAPONeX contains war- 
farin, an anticoagulant and is pre- 
pared by slitting the plastic packet 
and placing it where needed. It’s 


RAPONGX 


FARIN PREPARED | 
RAT KILLER BAIT 
MSTROYS BOTH RATS AND MICE 


READY TO USE 


“any A Meptt 
xe of 


i 


sold in a 2-oz packet for 29¢ and 
a 5-0z packet for 59¢. Hydroponic 
Chemical Co., Dept. HA, Copley, 
Ohio. 


packaged, high-quality oil 
for hard-to-reach places. 


Item 80 
Heavy-duty bench grinder 
Here’s a 144-hp heavy-duty bench 
grinder with an adjustable tool 
rest and extra center wheel clear- 
ance. Ram Tool’s R600 model has 
a 110-volt AC motor, base set tog- 
gle switch and adjustable plexiglass 
eye shields. These grinders have 3- 
conductor, 10-ft cords and come 


with two 6-in. grinding wheels. 
Ram Tool Corp., Dept. HA, 411 N. 
Claremont Ave., Chicago 12, Ill. 





Turn to p. 81 for a listing of 
new aids to help you sell better. 
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ECLIPSE MOWERS 


give you more to sell in 60 










NEW DESIGN! 


There’s an entirely “‘new look’’ in 
the 1960 line of Eclipse Mowers. 
All models are color-coordinated 
for added sales appeal... golden 
yellow mowing units with spar- 
kling white engines and accents 
of black and chrome. Watch for 
exciting new features... new 
models. Sell Eclipse... the Big 
“E” line with the New Design. 


SeGLIPoe 


NEW COLOR 








E C L P S E End Powerful om i | 


HAS IT! ECLIF Sec 





HAS IT! 


* Design and construction to outperform all ordinary mowers 


yeor after year—for the lowest annual operating cost. 


PLUS...A special localized dealer advertising campaign in addition to Co-op. 


Write today for the com- 


plete story on Eclipse 
mowers...13 models 
available, rotary, reel, 


and riding types. Sell 
Eclipse... the full profit 
: line. 


THE ECLIPSE LAWN MOWER CO. Div. of Buffalo-Eclipse Corporation 


11917A Railroad St. ¢ Prophetstown, Illinois 
Want more facts? Circle 138, p. 71 
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NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted. Circle number, p. 7! for your copy 


ITEM 81 BUILDERS’ HARDWARE CAT- 
ALOG—Has_ detailed illustrations. 
Cross-indexing and dividers speed 
references in the loose leaf book. 
Also included in the Shelby book is 
a section on PlasticCoat carded 


hardware, floor type door closer 
parts, and installation templates. 
Shelby Spring Hinge Co., Dept. 


HA, Shelby, Ohio. 





ITEM 82 WOOD STAINING BOOKLET— 
Is called “How to Finish With 
Wood Stains” and illustrates the 
four basic steps. Recent develop- 
ments in finishing materials are in- 
cluded in the 12-page edition. Du 
Pont Finishes Div., E. I. Du Pont 
de Nemours & Co., Dept. HA, Wil- 
mington, Del. 





ITEM 83 CAULKING COMPOUND 
CHART—Contains 28 color patches 
of Pecora’s Rhino brand caulking 
compound. Pecora, Inc., Dept. HA, 
200, W. Sedgley Ave., Philadelphia, 
Pa. 





ITEM 84 SPORTING GOODS CATALOG— 
Features Draper-Maynard’s new 
line of baseball, softball, tennis, 
badminton and golf equipment for 
the 1960 Spring season. Draper- 
Maynard Co., Dept. HA, 4861 
Spring Grove Ave., Cincinnati 32, 
Ohio. 





ITEM 85 SAFETY LIGHTING CATALOG 
—Includes a new price sheet, indi- 
vidual product specification and 
maintenance tips for the Dietz line 
of lanterns and torches. Flashers 
are also described in Hazard Warn- 
ing and Portable Lighting, No. 55. 
R. E. Dietz Co., Dept. HA, 225 
Wilkinson St., Syracuse, N. Y. 





ITEM 86 LIGHTING FIXTURE CATALOG 
—Illustrates additions to the Prog- 
ress line. Catalog No. 104M fea- 
tures an early American collection 
plus 268 lighting fixtures in a va- 
riety of finishes. Progress Mfg. 
Co., Dept. HA, Castor Ave. and 
Tulip St., Philadelphia, Pa. 





ITEM 87 ORIENTAL LIGHTING LINE 
FOLDER—Describes the new Dayna 


Meridian Collection of pendants 
and hangers. Small drawings show 
some of the combinations possible 
with this group. Includes dimen- 
sions and wattages. Dayna Light- 
ing, Inc., Dept. HA, New Britain, 
Pa. 





ITEM 88 COLORING BOOK PROMOTION 
—Includes pictures of the antics of 
a bear cub for children to color and 
suggestions for adults on the use 
of Behr-Manning cellophane, mask- 
ing and strapping tape. It has eight 
7 x 10 in. pages. Behr-Manning 
Co., division of Norton Co., Dept. 
HA, Troy, N. Y. 





ITEM 89 CATALOG ON LIGHTING FIX- 
TURES — Features more than 184 
color photos of Emerson-Imperial 
surface-mounted designs. Descrip- 
tions, decoration ideas and thirty 
photos of post and wall lanterns are 
included in the 52 pages. Emerson 
Electric Mfg. Co., Dept. HA, 8100 
Florissant Ave., St. Louis, Mo. 





ITEM 90 RECIPE BOOKLET PROMO- 
TION—Is offered as an introductory 
give-away with purchases of any 
pan in Chicago Metallic’s Golden- 
Glo Aluminum bakeware line. Sixty 
recipes are included. A merchan- 
dising promotional handbook is also 
available. Chicago Metallic Mfg. 
Co., Dept. HA, 3711 S. Ashland 
Ave., Chicago 9, Ill. 








ITEM 91 GARDEN HOSE CATALOG— 
Describes and illustrates in color 
the Swan line of 22 rubber and 
plastic models. A _ table supplies 
data on color, size, packing, ship- 
ping unit, weight and price. A 
jobbers’ sample kit is also avail- 
able. Swan Rubber Co., Dept. HA, 
Bucyrus, Ohio. 





ITEM 98 CLEANING DISPLAYS BOOK- 
LET—Bissell’s new program to help 
you set up home cleaning centers is 
outlined. Five demonstration units 
with blue prints are included. Win- 
dow promotions are illustrated. Bis- 
sell, Inc., Dept. HA, Grand Rapids, 
Mich. 











Increase Your 
Profits 5 Ways 


each... 
because 
they 
Sell 
each 
other! 


Self-Rinsing AMSCo | 


SPONGE CLoTy 





: SUPER.¢ 
Reinforceg Cellulone 
Sponges 


AMSCO 
100% oj 


Tann 
Chamois we 





Y Consumers 
© pre-testeg 


2. Dependab 


4, Satisfaction Guarantee 
: PLUS | 
Self-Selling 


erchandising Displays 


write for adjdaa 
AMSCO SPONGE CLOTH 


AMERICAN SPONGE 
& CHAMOIS co. inc.°e2 


47-00 34th Street, Long Island City 1, N.Y 


amsco 


First Name in Sponges and Chamois since 1869 
-Our 90th Anniversary 


Want more facts? Circle 139, p. 71 
HARDWARE AGE, November 5, 1959 @ 81 

























' Were Still Looking 
fora Pipe Fitter 
| Who Doesn't > 


Pennsylvania dealer 


sponsors Little League 


Investment in young folks brings 
satisfaction and an extra 


Preter 


source of new traffic and profit 











aun ae 
ee — 
> > Ge ep eee ces aes Ge oe oe as ow es a ” 


/ F. J. Sauer, owner of Sauer’s Hardware, Pottsville, 
_ Pa., likes young folks. He’s noted for his generosity 
to children, his participation in civic events, and his 
huge toy department. 
| But Mr. Sauer’s big investment in young folks is 
his backing of the Little League team you see in this 
| picture, This group of young men has found healthy 
leisure-time activity through the support of Mr. Sauer. 
Win or lose, this team helps publicize the Sauer 
store, although this is not the reason for Mr. Sauer’s 
philanthropy. Such publicity is one of the reasons for 
the steady flow of new traffic enjoyed at Sauer’s Hard- 
| ware. 
| Last year, Sauer’s Little Leaguers came in as run- 
~ | ner-up for the Pottsville championship. They will be 
back again in 1960. 





= Ge HE Mee ame 


| 


.- Need two 14's — 
got ’em?...Be at your 
\ store in 10 minutes!”’ 


These 13 youths owe a lot of happiness to a hardware 


\ 
\ 
| 
| 

l 
i 
i 
| 
j dealer. 
j 
j 





Your neighborhood mechanics and 
home workshop customers want 
RIEAID ... Pays to stock ‘em 


— call your Wholesaler now! 


\ 


Ni 


|) The Ridge Tool Company \4 Elyria, Ohio, U.S.A. ))) 


\ 








THREADED PIPE. ; It’s Tight...It’s Best... Costs Less? 
Want more facts? Circle 140, p. 71 
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Automation 


Moves into the 
hardware store field 


(Continued from page 42) 


2-ft wide base. The fixtures taper from the base to a 
point at the top. They are 52 in. high and look like 
a long pyramid from the front of the store to the rear. 

The remaining five rows are adjustable steel racks 
with honeycombed steel shelves set at an angle. These 
are used to display heavier merchandise like garden 
supplies. In some cases the lower shelves have been 
removed to permit display of lawn mowers in floor 
space below them. 

Aisles are only 3 ft wide because shoppers can 
move freely without bundles or carts to maneuver 
around the store. 


One sample per item on display 


An 80-ft glass case is at either side of the store. 
Breakable giftwares and similar merchandise are 
displayed in these. Some large housewares items are 
displayed above these cases on perforated paneling 
angled forward from the ceiling down to the tops of 
the cases. 

Only one sample of an item is displayed in any 
department. Each item is wired to a panel and cannot 
be removed or handled. If there are directions on a 
product package, one package is mounted with the 
front label showing and one package is mounted with 
the back label showing. Most cans and packages are 
displayed empty. 

Wherever there is an assembly involved, a special 
display innovation of Throckmorton’s helps the cus- 
tomer. Suppose the customer wants to buy parts for 
a fence post assembly. He will find every part for the 
assembly displayed in exploded view fashion just as 
it should be assembled. The customer will also find 
a sample of the post completely assembled with cap, 
clamps, hinges, and fabric. 


Sales figures guide to buying 


The old adage, “You can’t sell from an empty 
wagon” holds true for any store. But, it was never 
made more clear to a dealer than it was to Throck- 
morton’s. 

In the early days of the store, there had not been 
time to get a broad representative line of goods in 
all departments. At the end of each week in this 
store every department’s sales figures were spelled 
out for the buyer to see. Glenn Throckmorton knew 
at a glance that the inadequate sections had been 
suffering. He was able to correct the situation quickly 
because in the automatic system he knew exactly 
where to strike. (Continued on next page) 











3 sizes, Maximum jaw openings, across flats 


No. 11. 1'% en ee ae ey oe ee 


Fast-Selling Master of Nuts & Bolts 


Hex Wrench 


Wide-open fast-action multi-sided grip 








on every hex, square and flathead! 


Quick adjustment—stays to size .. . this new 
Hex Wrench goes on easily, won’t slip off— 
harder you pull, the tighter it grips .. . no 
more skinned knuckles or rounded nut shoul- 
ders! Narrow jaw for close quarters. Famous 
RIFAID heavy-duty design, guaranteed 
housing, comfort-grip handle. Three sizes 
for *%"’ to 2” nuts. The better tool your 
customers have long been wanting ...Show 
it and you sell it fast— order new RIFAID 
Hex Wrenches from your Wholesaler today! 











Got the RIFAID 
name on it?.. 
i'll be 


Okay right 


in for a couple!’ 








| 
\“ Elyria, Ohio, U.S.A. 


Vaageee 


Peiccedi 


| }) The Ridge Tool Company 


THREADED PIPE...it’s Tight...tt’s Best... Costs Less! 
Want more facts? Circle 140, p. 71 
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7 Kester | 
\ SOLDER & 





KESTE R 
SOLDER 


(3914) 
SOLDERING 
FLUX 


— 


mr rai My Worm 


SOLDER 


Soldering 


SALTS 





VELAAC AAA AAAR AR ALA 


Because it’s more profitable than most 
other items, KESTER SOLDER has a day- 
in day-out sales potential in your store. 
Be sure you're well stocked on all 
Kester products... be sure your cus- 
temers can see them... then you'll be 
sure to do the business you should in 
Kester... first name in Solder! 





SOLDER 


“Soldering Simplified” is a 16-page bro- 
chure that creates more solder custom- 
ers for you. Write for your stock of 
“give-away” copies today ! 


KESTER SOLDER COMPANY 


4207 Wrightwood Ave. . Chicago 39, Illinois 
Newark 5, N. J.@ Anaheim, Cal.@ Brantford, Canada 





4 
Want more facts? Circle 141, p. 71 
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Automation moves into 


the hardware store field 
(Continued ) 


The store can display a broader 
price and model range of each item 
than standard stores because it 
only has to show one sample of 
each. In other words, it can carry 
every good seller in a line from the 
lowest to the highest priced item. 
This feature is a help to the buyer 
when he checks a line. He can see 


immediately if there happens to 
be too great a price jump from 


one model to another. He can in- 
troduce another price step in the 
row of samples. Any item can be 
eliminated quickly if it moves too 


| slowly. 


Customers benefit, and in turn 


} - ° ° ° 

_ sales benefit, from this wider price 

| selection. 
pare the merits of each model and 


The shopper can com- 
decide for himself which he can 
afford. 

Broader stocks in the automated 
store require a lot more display 
space. Throckmorton’s allots about 
13 more space to most departments 
than other dealers could profitably 


consider. The fairly narrow aisles 
| provide extra space for display. 


At the rear of the store a 10 x 20 
ft section is set off by a low rail- 


ing for the IBM equipment and 





KESTER 


| the cashier. 


An adjacent area, about the 
same size, is set off in front of the 


(Continued on page 89) 





HARDWARE HUMOR 


Nousg HOLD GOobs 


——— 












"Forget you were in the restaurant 
business, garcon." 





> Ts @ 
fouse 


HITE WORK ONLY 


TITANIC OUTSIDE WHITE ™ — BLUE JADE 





AMERICA’S LEADING TV SALESMAN is back Tuesday evenings 
helping Pittsburgh dealers sell more Pittsburgh Paints. 


Garry Moore’s popular nighttime show again blankets the nation. 
This pleasing blend of mirth and melody appears on CBS network and 
affiliated stations, reaching twenty-five million viewers. 


Cash in on this opportunity to increase your sales and profits with 
Pittsburgh Paints. Mail this coupon. 


® Pittsburgh Plate Glass Company, 
TT T | Paint Division, Dept. HA-119, Pittsburgh 22, Pa. 
t $3 U RGH Al 5 7 Gentlemen: Please send me — on how | can pate 
with the popular Garry Moore program to increase pa 
PAINTS « GLASS « CHEMICALS « BRUSHES « PLASTICS « FIBER GLASS sales and profits. 


PITTSBURGH PLATE GLASS COMPANY Nome 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 











Address 








City ee eS eee 


Want more facts? Circle 142, p. 71 
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the ROCKET—world’s best cutting, easiest to use, most 
ore} aaiie)at-le)(-m o)aelal-1 am Bl-1-)[elal-1em-lale maal-(el-mo)\al Bael—-mm E-lealel-ie 
Its available now from your True Temper wholesaler. 


TRUE TEMPER. 


Your basic line...your money line 








Want more facts? Circle 143, p. 71 
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TRUE TEMPER. 


NO. ASS5 


Suggested 


retail 


\ nd ©1104 -10 Mal t-te Mel Sia, -1e MR ie) @ilalsha0la>lMbelaelallale mi elel-ihdlola 
on Ore laaliolac-lell-mrelel-lallelamieiaielh.¢lau am-1llormh. 1-1) @elame ia mie al lame lle) -1emial-lale 
me A dlel-te)el-lalleleMnhd-laalel-ia-leMmelehd|-la\hs-1c-1-1] Mell. lel-madsl.4-1- Mis Mm ellelel-ig@m ola FP 
= Tale muhat-nd- lel ig -lemndemE- @l4-1-lalm -lele!— 
me ile lala leme.2-1lelal ems 1-3 am cell me elgeli-1-t-llelal- lmtp 4— 
ots ig-1e Me igie)- Mniia@mal-lalemlel-144—14 
mis teleh medal laalerisilel amt. ti-14)ml ele smi ilale|-iaielelsige 
® Brilliant plated Talelar ‘dleiammeclde)'. iam. 1 ©) @1.4 a Me iaiel_ 
® Replaceable brass anvil 


i al-m.1@) 1.4m el alal-1 ae iim eol- me olaelaalial-laldl me i-t-haela-le 


Tameh>)o\@ mm ael- mm — -lealel-i am elelal-10laal-iamclels-iadl-ilaler 


( Me | TRUE TEMPER. 


Hiang them or stock them...the 
‘ol- haan Oll> 6-241 Om ©101010)(- Mel. lel @mell-lells i's 
the tool beautifully. Sleeve slides 
‘gle lahamelarme(-14- ml elel-ielaal-1s- tnd -)-) anda! 
olallal-lame- tam olelial@lelcs.1-1l- Pam Mal -\\ mets ia 
7-7 -] a hd- lle lala. 1 -lle lal am: tale mt iealeleliar 
ole) 1-1645 1 mole hadlale ME; olde larme- tale mai. le 
\dal-Meotelaldlaletialem-1-l(-)- @i-1- dela. Beldials 
ed on the package. Call your True 
Temper wholesaler. True Temper, 


Lose Boal ollie my. 4'2- 0m @4(-1'1-11s tale mle Mm @lalle 
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Order 


Your Season’s 
Requirements of R-V-LITE 
Flexible Window Materials RV-LITE 


coc ay 2 
a a} 

and get this 
49er Display Rack 


ost 56°° 


with $49 order for any 3) 
R-V-Lite materials j “Se 4 


CEL-O-GLASS—finest galvanized wire mesh, heavily coated 
with clear acetate plastic. #800 CW 15 mesh and #300 
CW 10 x 9 mesh both in 28, 36” and 48” widths; 50’ 
and 100’ lengths. 

R-V-LITE Aluminum Mesh—Two layers of heavy, trans- 
parent acetate plostic fused over 4 x 4 mesh rustproof, 


corrosion-proof aluminum wire. #700W—36” wide, in 50’, 
150’, 300’ lengths. 


R-V-LITE Green Cotton Mesh—Strong twisted cotton 14" 
mesh, bonded between layers of clearest, tough acetate 
plastic. High tear resistance. #100C—36”" wide, in 50’, 
150’, and 300’ lengths. 


Storm-Lite Storm Window Kits 


Packed in eye-stopper, self-selling 
packages. Each kit contains every- 
thing needed for window: #24SL 
— Single Strength; #24SLH — 
Double Strength. 36” x 72’, 


R-V-LITE Kraft Door 


Individually packaged. Converts 
screen door into snug storm door. 
Fits nearly any standard screen 
door. #12KD. 





DIAMOND - TREAD 


R-V-TEX 








NEW, Raised Diamond-Tread pro- 
duces ’Squeegee-Like’’ action when 
stepped on—actually scrapes dirt 
and moisture from shoes! 








Deeply embossed pattern traps 
more water, snow and dirt! 


@ Lies flat and stays put—embossed 
underside grips carpet; can’t curl! 


@ Resists ripping yet cuts to size with 
scissors! 


SUGGESTED 
RETAIL PRICE 





PER 
5e¢ LINEAL FT. 


NOW! The first real improvement in plastic floor 
runners—and only Arvey has it! Be sure you stock 
it for extra sales and profits this fall! R-V-TEX 
gives real stormy weather protection to rugs, 
carpets and floors. Resists oil, grease and most 
acids—won’t curl, slip, slide or tear. Cleans easily 
by shaking out or vacuuming. 


Order From Your Hardware Wholesaler 





| \N-W] 3 ae @Xe)-1 10): Walel. 


Si 1905 *® (| 
nce Ni 3) 


3500 N. Kimball Ave., Chicago 18, Ill. 
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Automation moves into 
the hardware store field 


numbered pickup windows where 
customers get their merchandise. 

Next to the pickup windows is 
the service counter where items, 
like wire fencing, are cut to order. 

The 6000 sq ft stockroom has 
special binning to handle every 
item sold in both stores. Each bin 
is identified by an IBM number to 
correspond with the cards in the 
display racks. 

All stock boys are on roller 
skates to fill orders fast as they 
arrive by blower from the cashier. 
There are six part-time workers 
on hand at busy times. There is a 
rear platform where bulk items 
are delivered for pickup by cus- 
tomers. 


Trail of a sale to a customer 


Here is the general routine fol- 
lowed by a customer and _ store 
personnel in the course of a sale. 

A rack full of instruction sheets 
for customers is at the entrance of 
the store. 

Customers select items desired 
by looking over samples on dis- 
play. Each department is identified 
by an over head sign. Every 
mounted item has a number tacked 
above it. At the top of the fixture 
are racks of IBM cards with cor- 
responding numbers for every item 
shown. If the item is temporarily 
out of stock a card in the rack in- 
dicates this. 

When an item is selected the cus- 
tomer takes the card needed and 
moves on to the next prospective 
purchase. Two or more of the same 
item requires two or more cards. 

All cards are then carried to 
the cashier. 

The cashier places these cards 
in the billing machine. All in- 
formation including date, taxes, 
and final total charge is printed 
on an invoice. One copy of the in- 
voice is put in a blower that forces 
it through a 10 ft long tube to a 
basket in the stock room for full- 
filment. The cashier retains one 
copy of the invoice for office rec- 
ords. The customer gets a third 
copy. 

The customer pays while waiting 
for merchandise to be brought to 


the pickup window. 

Number of pickup window where 
purchases can be obtained is indi- 
cated on the customer’s invoice 
by a boxed number. 

If the customer has selected a 
bulk item, like sand, he will have 
a yellow card which he took from 
the fixture. The cashier’s billing 
machine automatically prints a 
separate invoice for this item in 
addition to the regular invoice the 
customer receives for other pur- 


chases. The bulk invoice indicates 
to the customer and to the stock 
boys that this item is to be picked 
up at the rear platform. 

If the customer wants a service 
item, like window screening, a card 
near the display sample directs 
him to the service window. At the 
window a stock boy will take the 
desired order. The customer re- 
ceives a card and then proceeds 
with the normal routine. The ser- 
vice item is delivered to a pickup 








” “y 


themselves or having-it-done, they'll be 


delighted with the sparkling beauty of their 


PARKS Koted floors. 


PARKS Kote applies easily, dries fast, leaves 
a glossy, durable surface that resists spotting 


Whether your customers are doing-it- | 





and scratching, never needs wax, lasts for years. “King of Floor Finishes” 


Profitable ‘related sales'’ come easy when 
you stock and suggest PARKS Wood Seal to 
ready the floor for sanding and finishing, 
PARKSOL for thinning PARKS Kote and cleaning 


brushes, rollers, hands. 


You know they're good; they're from the 
makers of famous PARKS Strictly Pure Shellac 
and PARKS best-selling Sealer-Primer. 


profits with low inventory, so why not see your 
jobber about stocking the complete PARKS line? 


@ For catalog sheets and price lists, write 


THE 





(In pints, quarts, gallons, 5-gal. pails) 





Perfect base for 
finish coat 


For thinning and 
cleaning up 


5 VW 
ADVERTISED NATIONALLY ... FREE SALES AIDS 
oY = — 


COMPANY, Fall River, Mass. 


Want more facts? Circle 145, p. 71 
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The Tool EVERYONE Wants! 


es jcion gre ginten® 
aaa ee 


ce Nien 
act ne ome 
— phyists 


They all WANT and NEED 
the NEW No. 1902 


BOLT CUTTER 
& CRIMPING TOOL 


Individually Boxed in 
Special Hang-Up Display 
Carton 


No. 1902 
Crimping Tool 
and 
Bolt Cutter 
in 2-color carton 


Shears 5 sizes of m 


® Cuts and 


® Crimps solderless terminal 


or bolts 


Cash in on the demand for this new 

: . . . . Everything you need... . beautifully 
bolt raens Coren ping tool with packaged, perfectly displayed and 
VACO’S exclusive merchandising pro- pre-priced . . . to help you profit 


. from the ever-growing solderless 
gram for the retail hardware dealer. ios amehek 








V LINE SELF-SERVICE TERMINAL DIS- 

LAY—Steps Up Companion Sales for 
Solderless Terminals! Contains fifty 69¢ 
Paks of the 10 most popular terminal 
numbers plus 3 No. 1902 tools. Only 
$30.90 complete. No charge for display. 


JOBBER INQUIRIES INVITED! 
Write NOW for complete details to: 


VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago 11, lil. 
In Canada: Vaco Lynn Products Ltd., Montreal 1, Que. 


Want more facts? Circle 146, p. 71 
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Automation moves into 
the hardware store field 


window where the customer will 
get it after payment. 


Customers and the store per- 
sonnel benefit from two big assets 
of this system—speed and con- 
venience. 

In all but the busiest hours, a 
customer can expect to leave the 
store with purchases in_ record 
time. For instance, a woman se- 
lects four items. She can leave the 
store within three minutes after 
she hands her cards to the cashier. 
That includes bagging the pur- 
chased items at the pickup coun- 
ter. 

The convenience factor for cus- 
tomers is important. No shopper 
has to carry any package or push 
carts through the store. 

Convenience helps employee mo- 
rale, too. Store personnel does not 
have to arrange stock or do a lot 
of cleaning. There is no stock to 
get out of order on the sales floor. 
Cleaning is simply a matter of 
swishing a broom and a dust cloth 
for a few minutes. 


Because of the new _ system, 
Glenn Throckmorton does 95 per- 
cent of the buying for both stores. 
It used to take three buyers for 
one store. The stock room of the 
Select-A-Card store serves as a 
warehouse for both stores. This 
gives the firm complete stock con- 
trol on everything it buys and sells. 

There are three steps in the sys- 
tem for reordering merchandise. 


(1) Adjust inventory 

Make a new inventory level card 
for items that have been received 
from suppliers, sent to the West 
Carrollton store, or sold to con- 
sumers. This is done by machine 
using the previous week’s inven- 
tory level card. The quantity of 
merchandise received is added, or 
the quantity of merchandise 
shipped is subtracted from the pre- 
vious total. This new inventory 
card also contains a minimum 
quantity and an order quantity. 


(2) Determine items to be ordered 


The new inventory level card is 
processed by an IBM machine that 





Wells has put power 
behind the good old 


hand saw... 


CHECK THESE BIG 
SALES ADVANTAGES 


Cuts on both strokes to provide 
8000 14" cutting strokes per minute 
—no kick, no pull—eliminating 
need for foot or table. 


Entire length of blade is usable to 
give 8” maximum cutting capacity. 


Patented blade design removes 
sawdust from kerf—built-in blower 
keeps work line clear. 


Easy to change disposable blade 
keeps costs down, minimizes down 
time. 


For maximum safety, blade stops 
in less than 1'2 seconds after trig- 
ger is released. 


Quality construction with anti- 
friction ball and needle bearings 
throughout, heat treated helical 
gears, specially designed heavy 
duty AC-DC motor, precision die 
cast housing and double pole 
switch that breaks both lines. 








THE NEW 


WELLS 
MODEL +400 


POWER HAND SAW 7 


A new concept in power saws 
offering big new opportunities 


for sales and profits! 


Here’s the saw carpenters, builders and handymen really take to. It’s 
the modern power version of the craftsman’s old stand-by—the hand 
saw. It offers all the accuracy, versatility and convenience of the hand 
saw plus the speed and efficiency of a power tool. And it’s the safest 
power saw we know of. 

The Wellsaw Model 400 can be important to you. Its high sales ap- 
peal provides you with a fast moving profit builder that creates happy 
customers. Just check the sales advantages listed at the left and com- 
pare them with other types of power saws. We think they’ll help you 
visualize the sales potential. It has already been used and tested ex: 
tensively on-the-job in general carpentry, repair and remodeling, 
pruning of trees, dehorning cattle, and in industry for boxing, crating 
and maintenance. The market is big and broad. 

The Wellsaw Model 400 is made and backed by a company with 
over 30 years’ experience in manufacturing high quality industrial 
saws. We'll be happy to tell you more about ourselves and the Model 
400. Just drop us a line. Or, if you prefer, ask your wholesaler to place 
an order for you. 


SAW SPECIALISTS SINCE 1925 


WELLS MANUFACTURING CORPORATION 
503 Fourth Avenue, Three Rivers, Michigan 


Want more facts? Circle 147, p. 71 
HARDWARE AGE, November 5, 1959 @ 91 





* Automation moves into 
iT S HERE AN OIL the hardware store field 
ae 8 


compares the actual inventory to 
the minimum. If the inventory is 
below minimum, the machine ejects 
an order card for the predeter- 
mined quantity. 








(3) Placing orders 
These order cards are auto- 
matically separated and printed on 
order forms. Orders are approved 
by the buyer and placed with the 
indicated supplier. The order cards 
are retained until the merchandise 
is received. And, then these same 
cards are used as cards for mer- 

909 eee chandise received. 





It takes a little more time to 


SPECIFICALLY DESIGNED O-O keep the self service store up to 


date on the weekly stock check. An 


inventory is pulled every week and 
0 r orders are placed. Stock is taken 
from the racks and IBM ecards 


are punched for inventory pur- 
poses. 


MARVEL 2-4 CYCLE ENG-OIL is an extremely 
high film-strength non-detergent oil espe- Throckmorton’s uses a rule of 
cially developed for use with power mowers. thumb to keep movement of stock 


© Field tested on all popular mowers, ENG-OIL stable. The other store will get 
MARV al positively proved that most of the grief ex- either half the existing stock of 


perienced by power mower owners was caused an item or, the actual amount the 


o/ ryCLe by oils not designed for power mower use. store has ordered. 


TESTS PROVE ENG-OIL IS THE Each [BM card shows a code 
ONLY CORRECT OIL FOR MOWERS number, number of units of mer- 


wt OIL chandise, description of merchan- 
E. Gives higher R.P.M dis . 

dha dise and price. 
— Maintains cleaner engine. 


NON Eliminates fouling of plugs. 


Each department has an as- 
signed number, 10 classifications in 


iS Sa Valve troubles disappear. : 
‘ Less wear on engine all. For instance, garden supplies 
ici | mig ave a CO 2signati 
More efficient operation. mony — “ de ae a 
CARS Permits use of leaded fuels. — a a 
Assures cooler running. section will have a continuation of 


Developed by the makers of world-famous th: ? number, 67-023, 67-024, 67-025 
MARVEL MYSTERY OIL. and so on. 
OTHER FINE PRODUCTS IN THE MARVEL FAMILY. 


To introduce a new item to the 
system 


To introduce a new item to the 
system 


HYDRAULIC VALVE ms (1) Space is found on a display 


TREATMENT : {3} : , 
See panel for the new line or item. 
Usually a slower mover is elimi- 


OUTBOARD ENG-OIL MYSTERY OIL HI-REV LUBRICATING OIL nated to make room. 


Engines run smooth- Prevents formationof Dissolves and re- Best for all power (2) Space is found in the stock 
er, deliver greater power-robbing motor moves all types of tools, fractional 

speed with minimum varnish, sludge and harmful internal horsepower engines room. 

of stress and wear. gum. motor deposits. and lubricating use. 





(3) Master IBM card is made up 
with all information. 


WMT Gt etn | (Gumesmmmiaeee 6 (1) Select-A-Card is made up. 


end 





CONTACT YOUR JOBBER. Write for Catalogs. 
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Makes Any Building Cooler in Summer and Warmer 
in Winter! Here's how to re-roof any home or build 

ing without using new shingles, or a hammer and 
nails. SHEF-KOTE COLORED aluminum roof coating 

iS THE answer! It DECORATES.. . INSULATES . 
AND PROTECTS any roof in handsome colors includ. 
ing brilliant aluminum. It may be brushed on easily 
by anyone... and just a single gallon goes a long, 
long way. SHEF-KOTE is... NOT A PAINT... but 
a special formulation with aluminum flakes that are 
TINTED in a range of beautiful decorator COLORS 
... the newest thing under the sun... and the best 
protection against the sun of summer and the cold 
of winter. 





For further details and descriptive literature, write 
Sheftield BRONZE PAINT CORPORATION 
17814 Waterloo Road «- Cleveland 19, Ohio 
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SHARON Announces: 


A new approach to help the retail hardware dealer 
clean up his fastener department and modernize 
his fastener merchandising methods. 


This idea, already successfully field tested in 
selected areas will now be offered to the trade 
generally. 


i i ee 


oe 


Sharon’s modernization plan now gives the hard- 
ware retailer an opportunity to utilize his own present 
broken package stock in Sharon’s clean, compact, self priced, 
refillable merchandisers. The net effect is dealer profit on 
nickei and dime sales, quicker and more comprehensive 
service to the consumer, an overall saving in space, a 


gradual reduction in investment, and—in general—a cure 
for most of the headaches usual with this department. 


WRITE FOR DETAILS TO © 


SHARON BOLT & SCREW CO., INC., P.O. Box 239, Norwood, Mass. 
Gentlemen: 


Please furnish complete details on your modernization plan. 


Name _ 





Company 





Address 
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Book 


for a dealer's library 





“Financial Security and Inde- 
pendence Through A Small Busi- 
ness Franchise” is a book that em- 
phasizes that small business should 
consider diversification and expan- 
sion. These things are not limited 
to the industrial giants. A wide 
range of franchise opportunities 
affords dealers an ideal route to 
business or investment diversifica- 
tion by permitting combination of 
a consumer product or _ service 
franchise with an existing retail 
operation. This book is a basic 
guide to starting and operating a 
limited-investment, minimum-risk 
business. Available from Pilot In- 
dustries, Inc., 42 West 33 St., New 
York City 1. Price: $2. 


“1960 Outboard Dealer Trade-In 
Guide” is a must for dealers who 
accept trades to improve sales of 
outboard motors. It is also a com- 
prehensive training manual for 
salesmen, for it details all of the 
facts about old and new outboard 
motors made in this country in 
the last 10 years. Book contains 
trade-in tips, labor conversion ta- 
bles, charts, and other data essen- 
tial to marine sales and service. 
With discounts allowed for quan- 
tity purchases, this Blue Book has 
resale possibilities to marine buffs. 
Available from Outdoors, Inc., 
Publishing Div., Columbia, Mo. 
Pages: 208. Price: $2.50, less in 
quantities. 


“Masonry Anchoring Handbook” 
in a revised and enlarged edition 
is offered on request as a training 
aid for dealers’ salesmen. A full 
source of information on masonry 
anchoring, this pocket-size hand- 
book includes tables that show how 
to select the right anchors for any 
situation. Care and use of masonry 
drills is pictured and described. 
Dimensions and specifications are 
given for each type of anchor and 
drill, and new products are amply 
described. Available on request 
from Rawlplug Co., Inc., New 
Rochelle, N. Y. Pages: 48. 





Cc e SWINGLINE helps you sell HERE’S WHAT YOU GET FREE FROM SWINGLINE: 
all the Christmas gift items in your store...with this wonderful . 
holiday promotion package...displays that invite and excite sales 
on your most profitable gift merchandise...including the SWING- gi 17” x 22” 
LINE 101 Hi-compression STAPLE GUN: a complete sell-out last >} 
Christmas at $4.95! 

And...SWINGLINE backs you up with large-space ads—that * window streamers 
pre-sell customers to demand SWINGLINE-—in: Popular Me- 
chanics, Popular Science, Mechanix Illustrated, Saturday Eve- 
ning Post, Farm Journal, Family Handyman, Home Craftsman, 

Don't be disappointed! Be sure you place your order—and get 
your FREE GS4X window streamer packed in each carton of 4 ae, J 
guns. Write SWINGLINE today for complete GS4X kit. ied 


* holiday wrapping *newspaper mat ads 


cand a host of wonderful 
a = ® point-of-purchase materials 


SWINGLINE HI-COMPRESSION 101 STAPLE GUN 


¢ Push-button loading 


poster 


¢ Built-in Extractor 

¢ One-handed handle lock 
* Sturdy chrome-finish base 
* Load indicator 


* Heavy-duty steel construction \/ bs — La 


ap" 

* Open channel takes 2 staple sizes: 1/4°', 5/16" , - Z 
a ae “aA: - 

| SHIPPED IN REMOVABLE XMAS WRAP ha  - Y 

'SWINGLINE, INC., LONG ISLAND CITY 1, NEW YORK weale 

In Canada: Saxon Office Equipment, Ltd., 156 Evans Avenve, Toronto 14, Canada 
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L ottone from Hardware Age readers 








Idea exchange? resulted in an increase in sales. 
D Edit For a number of years I have 
ear Editor: 


been selling a national brand fer- 
I like the idea of pre-cut rope as _tijizer out of the original big bag 
outlined in the Sept. 24 (p. 109) at 10 lb for 59¢. This has been 6¢ 
issue by Gordon Whitney. I also cheaper than the supermarket, 
think it would be a good idea for with a better mark up for the 
your readers to exchange ideas of —_ pardware store. 
plans that they have used which There are no doubt, many ideas 


sensedbanke ee A ee in use by dealers which, if they 
were passed on through your mag- 
azine, would be beneficial to all 
readers. You may be sure that I 
will be watching closely for any 


ideas that may pop up. 
Sincerely yours, 


W. V. Currier 
Currier’s Hardware Store 


OF PROFESSIONAL SOILAX =: 


Editor's note: If you have a pet 




















2 4 | selling idea that works, write us 
New 1-/b. professional size! about it. It might help other deal- 
ers make more money and beat 
competition, 


Post Exchange Sales 
Dear Editor: 

We are taking the long delayed 
step in writing our Congressmen 
and registering much displeasure 
at the way the Post Exchanges 
sell all manner of consumer goods 
at prices which the retailers cannot 
hope to reach. 

This is a grave injustice to a 
dealer who is expected to compete 
| with the government and at the 
| same time keep up the service end 
| 





& WOODWORK 
with 
NON SUDSING 


Soilax 


BEFORL Pang: 



























Soilax 


Soilay g awem. | 


MEUTRALITES 
CEMOvES GPtase 


DUES Raridiy 


WALL WasHinG 


WON. AGDAS'VE "MNT CLEANING 


ACTION 


NOP NSING 


mart NON-SUDSING 


Or SPEED ¢ 
CPCIENCY... 


a Ss WALL WASHING 
PAINT CLEANING 


on all this equipment being sold. 
We believe that the government 
| should either get out of the con- 
| sumer goods business or let the in- 
4%-\b. box and | dependent merchant have a special 
25-lb. pail. Also | concession or tax exemption where- 
available in125-lb. | by he can compete with this unfair 
drums. A size for government monopoly. 
every customer! We certainly appreciate the work 
HARDWARE AGE has done in your 
campaign to get something done in 
Washington to correct this ugly 





Nothing cleans paint like Professional Soilax! 





situation. 
No rinsing! No dry-wiping! No ‘‘scummy” suds! No perfumy odors! Yours very truly, 
Sold exclusively through paint and hardware stores. J. J. Saunders 
Saunders-Stephens Co. 
ECONOMICS LABORATORY, INC., St. Paul, Minnesota Kinston, Ala. 
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cabinet can opener $9.95 


automatic - 


electric can opener and knife sharpener $27.95 
table ice crusher 


from $9.95 


avitomatic-electric con opener $24.95 


automatic can opener 
from $4.98 woll ice crusher 
from $7.95 












There are so many ways to make Christmas MERRY 
.,.and these 7 SWING-A-WAY’S are among 
the best. For the biggest Christmas you've 
ever had, order them now and keep your stocks 


complete all through the season, 


You can sell more, make more with 


- 
~~ ——— 


SWING-A-WAY MANUFACTURING COMPANY « 4100 BECK AVENUE, ST. LOUIS 15, MO. « IN CANADA: FOX AGENCIES: PORT CREDIT, ONTARIO 
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Wholesaler holds dealer show dealers of its new warehouse. 


The problem: how to set up a 
. a ae dealer show without going through 
In tent adjoining warehouse a rearrangement of warehouse 
space, 
The solution: rent a tent for the 
dealer show. 


How a wholesaler combined a show plus grand Space adjoining the side of the 


opening of new warehouse without disturbing 


This is the tent adjoining a whole 
saler's warehouse for its dealer mer- 
chandise show. 


arrangement or operation of warehouse. 


Dealers who attend wholesalers’ 
merchandise shows usually go the 
wholesaler’s warehouse, office, or to 
some public auditorium or building. 
Now comes a Washington, D. C.., 
wholesaler who put on its first 
dealer show in a tent. 

Fries, Beall & Sharp Co. had to 
face up to a special problem early 
this fall. First, it had just moved 
to its new warehouse. This was in 
the Shirley Industria] District, over 
in Virginia, about 10 miles out of 
Washington, on the Shirley High- 
way to Richmond. Second, it was 
putting on a dealer show, to be 
combined with a grand opening to 


GENERAL HUMIDIFIER puts moisture in. 
GENERAL FILTER takes harmfu! dirt oti 


Here’s your 1-2 sales punch for boosting service 
volume and profits. For a very small investment 
your customers can enjoy the twin benefits of in- 
creased home humidity and steady, more economical 
heating. 



























General Humidifier has no float or other trouble- 
some parts—requires no tricky mounting. Fits any 
updraft warm air furnace. Rusteananae is fully 
automatic. 


General Fuel Oil Filters trap both moisture and 
solids which clog burner nozzles and lower heating 
efficiency. Oil filtered through General’s wool felt 
cartridge burns cleaner, hotter and more evenly— 
saves you call-backs! 





General Pe Model 800 
The a“ . saff 
Fuel Oil Filter —~— Moisture-Matic 
; . é. Corrosion-proof molded pan 


Iron and steel construction 
protected with rust-resistant 
plastic coating 


Lifetime neoprene diaphragm 
Chrome plated valve 
Removable nameplate for 
inspection 

Holds up to 15 ‘Porous 
Weave” plates 

e l-year parts gvarantee 


, AN Pee. on eri Tt® 
NDarp MO 
: \A-254 






Wool felt cartridge, cleaned 
and bonded to center core, 
won't flake or crumble. Small 
pieces can’t plug nozzles. 


1A-25A, 2A-700A, 2A-300 


op tt 


Member of the Humidifier Association < CLOG-FREE eee AUTOMATIC! 
GENERAL FILTERS, INC. 


43800 GRAND RIVER AVE., NOVI, MICHIGAN 
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RAP the fast moving money maker for all dealers 


A high quality paint remover that creates repeat 


sales is RAP. Customers buy it again and again RAF. ee 
as a preferred product. Consumer acceptance ee € RAP - A 
across the nation has caused a steady increase Ca | “ys Sf al a| | 
in sales for this heavy consistency paint remov- RAP\| | y9 | _ —— 
er. RAP will stay wet longer, holding the remov- ees 


er to the surface for fast action. The manufactur- oan 
ers of RAP paint remover also make a complete | | 


line of allied products including a brush cleaner - 
and a paint bond. The entire line of products RAP — jo 
is backed by many sales aids to help you fea- eee ae Ae 
ture RAP products, and technical assistance to a 
increase your sales with this excellent line. aAr Ta, 
Visit our Booth #B-104 at the R.P.W.D.A. Show, ae 
November 22-24th in Chicago, Illinois. sso | 

nar my | 








DEALER SALES All 


RAP PRODUCTS, INC. say city, micHican 


Want more facts? Circle 155, p. 71 





HARDWARE ACE, November 5, 1959 © 99 








was tied in with a doorway out of 


Wh | al the warehouse near the loading 
Olesaler holds dealer show dock. This set up the pattern of 
° a traffic flow. Dealers entered through 
in tent adjoining warehouse the main doorway to the offices. 

Then they started a tour of the 
(Continued) The rolled surface made a good warehouse that ended at the load- 
new warehouse, set aside for ex- foundation for the tent. Then a ‘"& dock by the exit doorway lead- 
pansion in the future, was graded _ tent, 40 by 210 feet, was rented. ing to the tent. The warehouse kept 
and covered with stone and gravel. The main entrance to the tent functioning all through the show, 


receiving, storing, picking and ship- 
ping merchandise. The show went 
on daily from 11 a.m to 9 p.m. 


Booths like these were along both sides of the center aisle. 


The tent was set up with a cen- 
ter aisle and manufacturers’ booths 
down the sides. The company sup- 
plied food and refreshments. A 
tent theme for the show was car- 
ried out by providing salesmen 
with straw hats, arm bands, neck- 
ties and canes in bright colors. 

Attendance was built by four 
mailings to dealers, plus personal 
work of salesmen. The show was 
termed a success by Frank Clem- 
ents, of Fries, Beall & Sharp sales 
staff, in attendance and in orders 
written. Many dealers who attended 
the show on the first days sent their 
clerks on the closing days. 


















FREE RACK 
AND TWO WAY 


YOU MAKE MORE PROFIT AND TWO WAY 
WHEN YOU SELL cj" 


PYROIL FIX IT PRODUCTS Yam 


GET THREE-WAY ACTION 


1. Pyroils Biggest Ad program builds customer 
demand. 2. New Bubble Packs stimulate sales 
in the store. 3. Sell the best, get customer satis- 
faction, more repeat business. 





















Dag re Tove ALUMINUE 
SUGH soiip METAL 






MET-L-FIX PLASTIC ALUMINUM Spreads like paste, 
dries tough and durable. Here is the plastic aluminum that can 
form a feathered edge without crumbling. This feature alone, 
sells more for you. Repairs, Solders, Seals, no heat necessary. 
Can be filed, sanded, drilled and threaded. Makes repairs fun 
instead of a chore. Home size tube 59c. New Giant Size Bubble 
Pack $1.00. 





FLEX-O-FIX PLASTIC RUBBER The original, why chase 


customers away with substitutes. Give them Flex-O-Fix and they will 
come back for more. Spreads like paste, dries to tough, elastic, 
waterproof rubber. Forms its own patch. Repairs boots, galoshes, 
Seals windshield leaks, doors, gaskets. Insulates electrical terminals. 
Has long shelf life plus most elasticity. Home size tube 59c. New 
Giant size Bubble Pack $1.00. 


NEW FOR THE SPORTSMAN Here is Tan Flex-O-Fix in a 
special sportsman pack that sells on sight. Blends into tan clothing 
and hunting equipment. Makes the perfect repair on boots, waders, 


tents, etc. Packaged on a colorful Card with Bubble Pack $1.00. Be the 
first to have this in your territory. 
NATIONALLY ADVERTISED In all the Sporting Magazines with a real cam- 
paign to make customers for you. Get your share of Fix It profits. See 
your jobber or write Pyroil Company, Inc., Dept. HA-1, La Crosse, Wisconsin. 


Toronto, Canada 


' — 
#7,™ 


ta Xtd - ° “xX. 


a” 
sa 
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it’s easier 
to stock 

just ONE 
line... 














It’s PROFIT-WiIss 
to stock... 





< 
® 
ie 





You get more than a quality line when you handle Channellock 
| pliers. You get the line with the best seller of them all... the 
| Channellock No. 420. Hundreds of thousands of this one plier 
alone are sold every year by tool suppliers all over America. That's 
why these same suppliers tell us “It’s easier to stock just one line 
of pliers. We find it profit-wise to stock the complete Channellock 
| line’. You will, too. Send for our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 





MEADVILLE, PENNSYLVANIA 





re —_ 





r a ——w 
~ + eee nee nie 
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Convention Calendar 


convention shows conferences 








Convention Check List 























OF) 0) HYDE For complete details about the conventions listed by dates below use 
te \ T TOOLS the alphabetical listing following this quick check list. 
November 2-5 lowa Retail Hardware Assn.., 
2-12 Cotter & Co., Spring Goods Des Moines 
Show, Chicago 5-7 Home Improvement Products 
A line of reliable boat refinishing tools P - san Chiongs . ae 
: : : - tal oarawore 
with FREE nautical display. Saeary ennessee_ Re 
and 3-5 Ace Hardware Corp. Conven- Assn., Nashville 
tion & Exhibit, Chicago 7-9 Oklahoma Hardware & Imple- 
11-13 Minnesota Retail Hardware ment Assn., Oklahoma City 
Assn., Minneapolis 7-9 Our Own Hardware Co. Con- 
11-15 National ausewores Exhibit vention & Merchandise Show 
Chicago Minneapolis 
17-19 Illinois Retail Hardware Assn. 7-9 Virginia Retail Hardware Assn. 
Springfield Virginia Beach 
17-19 Texas Hardware & Implement 7-10 Ohio Hardware Assn., Cleve- 
Assn., Dallas land 
18-20 Western Retail Implement & 10 Connecticut Hardware Assn., 
Hardware Assn., Kansas City Bridegport 
Mo. 9-11 C. Y. Schelly & Bro., Inc., An 
24 Conron, Inc., Danville, Ill. & nual Spring Preview & Mer- 
Davenport, lowa combined chandise Show, Allentown, Pa. 
dealer show 14-15 Arkansas Retail Hardware 
24-26 Albany Hardware & Iron, Co. Assn Little Rock 
Dealer Show, Albany, N. Y. 14-16 California Retail Hardware 
24-26 Hibbard, Spencer, Bartlett & Assn... Western States Hard 
Co. Merchandise Show & Con- ware-Housewares Show, San 
vention Fyanston Hi. Franciscce 
24.26 Intermountain Assn. of Hard- 14-16 Kentucky Retail Hardware Assn. 
ware & Implement Dealers, Salt Louisville 
Lake City 14-16 Nebraska Retail Hardware 
Packaged For Sales 24-26 North Coast Retail Hardware Assn., Lincoln 
To Marine Supply Customers Assn., Portland, Ore. — a hye d ' eand 
25-26 American Hardware Supply Co. 15-17 a. Bh smite “errs ee 
; : Annual erchandise ir P oreria yy wenerrne lantic ea- 
FREE Display with Tools “et nt penis aan board Hardware Assn., Harris 
7 , burgh, Pa - | <0 <a 
Display features 6 ea. of the following SES? inited Me de ~— 16-18 Michiaan Retail Hardware Assn.. 
boat tools: ; ses ardware Distributing Grand Rapids 
Co Annual Convention  & 20-22 New Enaland Hardware Dealers’ 
1. Capt. Hyde No. CC88 Cobra Boat Spring Merchandise Show, Min- Assn., Boston | _ 
Scraper. Narrow, extra sharp blade, 26.27 cies . Rest 21-23 Alabama Retail Hardware Assn. 
long, slim, wood handle. For hulls ee re Hardware Assn. Birmingham 
decks, woodwork and furniture ag a 21-23 Pacific Northwest Hardware & 
' , 26-27 Van Camp Hardware & Iron Implement Assn., Portland, Ore. 
2. Capt. Hyde No. CC8 Heavy Duty om — . a Merchan- 21-23 West Gone Hardware & House- 
136 now . iaqnapoilis wares Ow Los Anaeles 
Bent Scraper. Rugged tool to be used 26-28 Mi: ouri Retail Hardware Assn. 91-23 West Virainia Hordware Assn.. 
with torch, chemicals or HYDElectric St. Louis Parkesburg 
Paint Remover. Scrape scale, etc. 26-28 a eats — — & 23-25 Hardware Assn. of the Caro- 
mplemen ssn., Denver li Hardware & House 
3. Capt. Hyde No. CC2E-1%4” Caulk 30 to Louisiana - Mississippi Retail Show Charlotte N. co. 
Knife. Best quality, flexible, high carbon a een Assn., Baton Rouge, 29 to New York State Retail Hard- 
steel. COST FOR ASSORTMENT—Sales Mar. 2 ware Assn., Syracuse 
sheep Dealer Cost $15.95, Dealer February va 
rofit $10.63. Packed for display in one 1-2 Wisconsin Retail Hardware 22-24 South Dakota Retail Hardware 
corrugated container. Shipping wt. — Assn., Milwaukee Deen ‘Huron 
7¥% ibs. WRITE FOR CATALOG SHEET 
Capt. Hyde No. CCHE-100 HYDElectric 
Paint Remover. Best electric paint re- . , ‘ 
moving tool for hulls, decks and other National Events wares Manufacturers’ Assn., 1130 


Merchandise Mart, Chicago 54; 








painted surfaces. Works fast. Sales List Home Improvement Products Show, ; 
511.95, Dealer Cost $7.17, Dealer Profit Feb. 5-7, Navy Pier, Chicago. Man- Dolph Zapfel, executive secretary. 
$4.78. agement office: 331 Madison Ave., 
New York 17, N. Y. 
a on wees Regional Events 
National Housewares Exhibit, Jan. 11- eg! 

HYDE MANUFACTURING CO. 15, Navy Pier & Drill Hall, Chicago. Ace Hardware Corp., 2355 S. Blue 
SOUTHBRIDGE, MASS. U.S.A. Hotel Headquarters, Palmer House. Island Ave., Chicago 8, 36th An- 

d Sponsored by the National House- nual Convention and Exhibit, Jan. 
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| Christmas Ribbon 
| On each pee 
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hall bearing of wee new 


eas WASHERS 











e stop leaky faucets for good 
e@ buna-n cap 

e stainless steel ball bearings 
@ naval bronze housing 


ARDMORE PRODUCTS CO., CONSHOHOCKEN, PA. 


@®eoeseeoeeecseceeeeeee#ee#ee#e?#?es ee 
Want | more } facts? Circle 159, Pp. n 











Now Being Advertised in 
McCALLS, SUNSET, 
LADIES HOME JOURNAL 


no re-wrapping, sell the case as is, 
complete with Christmas Greeting 






Terrific high-profit gift item! Na- 
tional ads now showing millions 
of homemakers many ways to use 
them. Made of new rigid Polypro- 
pylene, with permanent high 
luster finish. Individual units 
1812” long x 9%” widex 11%” high. 
Be sure you have all the colors, 
Beige, Sea Foam Green, Yellow. 
Packed 2 and 3 Shelves with 
Cover. Order now! 





“IT'S BEEN OVERHEATING EVER SINCE WE STARTED SUGGESTING 


SCOTCH’ BRAND 33 ELECTRICAL TAPE WITH EVERY ELECTRICAL SALE!" 


“SCOTCH” and the ploid design are registered trademarks of 3M Co., St. Paul 6, Minn. a E ° VU a tr i C€ 












Ke 
Minecsore Miiwine ano )/ffanuracturine company Pom MOLDING CORPORATION 
ee ee Se ee Se = | 6465 N. Avondale, Chicago 31, Illinois © 1959 
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/+5 AUTOMATIC 


























and car keys 
AUTOMATICALLY : 


PRESS lever, which automatically 
STARTS machine, which automatically © 
CUTS Key — machine automatically 
STOPS itself. 

NO FUSS—NO BOTHER 


It's a MONEY-MAKER 
for YOU! 


MAIL COUPON TODAY } 


KEIL LOCK CO., INC. 














Charlestown, New Hampshire 


Please send complete information on your 
No. 1 series of Key Duplicating Machines 

















Name | 
PLEASE PRINT | 

Address | 
| 

City Zone State | 
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MAKE 25% PROFIT NOW! 
a —_ $200 to $300 


. f- 


for Customers 


MODERN MIXER 


it's portable 


Yes, thousands of prospects 
right in your own area will 
be enthusiastic buyers of 
the MODERN MIXER. 
This unit does a variety of 
jobs eliminating the need 
for large bulky mixing 
equipment or hand labor in 
small mixing jobs. 


HUGE WAITING MARKET 


Just look at this goldmine of prospects... 
Homeowners, builders, bricklayers, stone- 
masons, gardeners, farmers, painters... 
dozens of other fields. 





The Modern Mixer is the Quality mixer. 
It is made of 100% all welded steel con- 
struction. Chain and sprocket completely 
enclosed for safety .. . Many other out- 
standing features. Write for details. 


Modern Mixer comes complete with agi- 
tator, motor and pail $64.95 FOB Pasa- 


dena, Calif. 


MODERN MFG. CO. 


160 NO. FAIR OAKS AVE. 
Want more facts? Circle 162, p. 
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You Get The 
ADDED 
PROFITS _ 


“EASY-WRAP”’ 
Tf) | et ae 


PACKED: 

In individual 
‘‘Eye-Stopper 
Display Felalels 


@lit-melebs-tamaclalelit: 


Here is the Quality Answer 
to Pipe Sweating and 
Pipe Insulating Problems 


in Master shipper 


Rhopac “‘Easy-Wrap” stops pipe sweat- 
ing, insulates hot water pipes, helps pre- 
vent pipe freezing and greatly improves 
appearance of exposed pipes. It is a 
quality glass fibre insulation and an 


Order outer-wrap of vapor sealing tape de- 

signed for the do-it-yourself home owner. 

from your All you do is put it on your counter and 
jobber replace it as fast as it sells. 





Khopac, Inc. 


3443 Cleveland Street, Skokie, Ilinois 


Want more facts? Circle 163, 


p. 71 





GOOD NEWS LETTER from 





rasa 
Lumen ¢ 


1 PUTTY fon 


Convention Calendar 





NEW LIQUID STEEL IS 
MIXED...READY TO USE 


3-5, Conrad Hilton Hotel, Chicago. | {t's got real STEEL — 
Arthur Krausman, convention man- | — 
ager. 


(Continued ) 


2S at 
| 
| 


. is mixed... ready to use 
right from the 614 oz. tube . . . repairs most anything 
made of metal. LIQUID STEEL is packaged so great | 
won't even let my mother-in-law look at it ‘cause she 
Albany Hardware & Iron Co., Dealer gets too emotional about these things. This is a hot one 


Show, Jan. 24-26, at company ware- ” it's Sho Pak’ed sahaiie ter 2a 
house, Broadway at Arch St., Al- se. $1.00. 


bany 1, N. Y. 


American Hardware Supply Co., An- HOW T0 WIN FRIENDS and Asa tupwnig — 


nual Merchandise Fair & Stock- stata 


holders meeting, Jan. 25-26 at com- ie z INFLUENCE PEOPLE eee te man : 





pany offices, 41 Terminal Way, 
ae. rplete unbi ased opinion is that you 
Pittsburgh. = shoul: stock and sell the entire nationally 
orc mote te he DURO- PLASTIC line, including DURO 
" : . —_ aii PLASTIC ALUMINUM (SPA-I). DURO PLASTIC 
Conron, Inc., Combined dealer show, RUBBER (black PR-I. white WPR-I). tan TPR-I), 
Jan. 24, at Masonic Temple at RUST REMOVER (RR-!) and the great new Peg 

59). 


" . ir erck i< s 
Davenport, Iowa, combined show ag “oard Merchandiser (PBM 


for dealers from Indiana, Illinois Cordiclly, _ ~ 
and Iowa. l/ 


Cotter & Co., Spring Goods Show, Sales Manager and Son-in-Law 
Nov. 2-12, at company warehouse, 


2740 Clybourn Ave., Chicago. Dad has had {CURD is the only mother-in-law approved line. 
back for years ORDER FROM YOUR JOBBER OR WRITE 


Hardware Assn. of the Carolinas 


Hardware & Housewares Show & 

Convention, Feb. 23-25. Hotel head- THE WO ODHILL CHEMICAL CO. 
quarters at Charlotte Hotel, ses- ‘Originators and world’s largest manufacturers of Plastic Aluminum’ 
sions and exhibit at Radio Center 


Auditorium, Charlotte. Martin F. 1390 East 34th Street Cleveland 14, Ohio 
Kaelke, Box 6215, Charlotte 7, N. C. Want more facts? Circle 164, p. ne 








aioe 


SS apy a 
| -—= ms —— 
Hibbard, Spencer, Bartlett & Co. 7th = 
Annual Merchandise Show and Con- THE NAME THAT SELLS 


fa oR ant 
‘ . P >) | . “ > a 7 Way 10 Catcy 
vention, Jan 24-26, at company IN THE PAC THAT ATTRACTS! RSet eee ie. 
. ‘ 3 ‘ > ; 7 


warehouse, 2300 Brummell Place, foal 


Evanston, IIl. 
Intermountain Assn. of Hardware & a 
Implement Dealers Convention, Jan. 
24-26. Hotel headquarters and ses- a 
sions at Hotel Utah Motor Lodge, 
Salt Lake City. Leon L. Weeks, 308 
Bank of Idaho Bldg., Boise, Idaho. TRAPS 
What a trio for profit... Victor traps in eye- 
catching, self-selling visual display pacs! No. M-P Victor 
Twin-Pac 


Mountain States Hardware & Imple- £ 
ment Assn. Convention, Jan. 26-28. i é 
Hotel headquarters and sessions at When you handle Victor Traps, you sell more... 

Cosmopolitan Hotel, Denver. Francis i re ote: A ype gen alia oes bie NEW! No. M-17 

W. Reich, Box 73, Boulder, Colo. 1 profit margin, to back you up. And with Victor pacs, Victor Easy-Set q 

you eliminate “‘one-at-a-time”’ sales and reduce shrink- Metal Mouse Trap 

4 age, too. on new 2-Pac Card | 


Remember, all you have to do is display Victor 
traps in convenient pacs... they sell themselves! 


New England Hardware Dealers’ 
Assn. Convention, Feb. 20-22. Hotel 
headquarters and sessions at Stat- 
ler-Hilton Hotel, exhibit at First , 
Corps of Cadets Armory, Boston. No. M-O Victor oes Ais \ 
Chester C. Putney, 665 Boylston 4-Pac gas WO" : . 


t., Boston 16. 


North Coast Retail Hardware Assn. 
Convention, Jan. 24-26. Hotel head- 
quarters at Heathman Hotel, ses- 
sions and exhibit at Portland Ma- 
sonic Temple, Portland, Ore. Martin 
W. Danko, Route 12, Fife Sa., : | 
Tacoma, Wash. 4 | Order Victor mouse and rat traps 
. : - from your wholesaler. 
Our Own Hardware Co., Annual | i ANIMAL TRAP COMPANY OF AMERICA 
Stockholders’ Meeting and Mer- | LITITZ, PA. « PASCAGOULA, MISS. « BERKELEY, CALIF, « NIAGARA FALLS, CANADA 
Want more facts? Circle 165, p. 71 
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TULL LINE 





. 
» 





keeps chain sales coming your way! 


You'll satisfy every customer's needs—get the biggest share of the 
chain business in your area with Taylor’s complete line. National 
advertising ... effective sales helps ... up-to-the-minute packaging 
make this profitable business come easier. And Taylor's 86-year-old 
reputation for top, uniform quality assures complete customer satis- 
faction—strong repeat sales for you/ 














FREE! CHAIN 
SAMPLE BOOK. 
Bulletin 59 contains 
actual-size reproduc- 
tions of all types and 
sizes of welded and 
weldiess chain. 





ade 


since S.G. TAYLOR CHAIN CO., INC. 


CHAI 1873 Hammond, Indiana 


Want more facts? Circle 166, p. 71 A 
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Convention Calendar 


- (Continued) 





chandise Show, Feb 7-9, at general 
offices, 618 N. Third St., Minne- 
apolis. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Feb 21- 
23. Hotel headquarters and _ ses- 
sions at Benson Hotel, Portland, 
Ore. J. Malcolm Smith, 303 Empire 
State Bldg., Spokane, Wash. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
15-17. Hotel headquarters at Penn 
Harris Hotel, sessions and exhibit 
at State Farm Show Bldg., Harris- 
burg. J. Wayne Tisdale, 123 S. 
Third St., Harrisburg, Pa. 


C. Y. Schelly & Bro., Inc., 448 N. 16th 
St., Allentown, Pa., 7th Annual 
Spring Preview and Merchandise 
Show, Feb. 9-11, at Agricultural 
Exhibition Hall, Fair Grounds, Al- 
lentown, Pa. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 14-16. Hotel 
headquarters, sessions and exhibit 
at Hotel Herring, Amarillo, Tex. 
R. B. Allen, 1409 Fourth Ave., Can- 
yon, Tex. 


United Hardware Distributing Co., 
Annual Convention & Spring Mer- 
chandise Show, Jan. 25-27 at Minne- 
apolis Auditorium. N. W. Diehl, 
General Manager. 


Van Camp Hardware & Iron Co., 401 
W. Maryland St., P. O. Box 1094, 
Indianapolis, Spring & Summer 
Merchandise Show, Jan. 26-27, at 
Indiana Theatre Exhibit Hall, In- 
dianapolis. 


West Coast Hardware & Housewares 
Show of the Pacific Southwest 
Hardware Assn., Feb. 21-23, at 
Great Western Exhibit Center, Los 
Angeles. Otto H. Grigg, 1519 S. 
Garfield, Los Angeles 22, managing 
director. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 18-20. 
Hotel headquarters at Hotel Presi- 
dent, sessions and exhibit at Mu- 
nicipal Auditorium, Kansas City, 
Mo. J. Keith Melvin, 638 W. 39th 
St., Kansas City 11, Mo. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb 21-23. Hotel head- 
quarters at Tutwiler Hotel, ses- 

(Continued on page 112) 
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“Is year’s biggest tackle news! 


“SALES OF ‘STREWN’ ARE AMAZING,” 
reports dealer-fisherman Bill Rothert 


‘| had a chance to test STREN long and hard before it 
came on the market. I’m convinced it’s the finest monofila- 
ment I’ve ever fished with. My customers think so, too, 
because sales have been truly amazing. And repeat business 


has been very good. It’s obvious that fishermen are willing 
} 


A 7 
LM 4A lott%ler 


Sportsman's Shop, Inc., Richmond, Va 


to pay a little more for the best.”’ 


THIS SUCCESS /S EASY TO EXPLAIN... 








pe 
id 
] 


? 


Because strong, limp ot 
is outperforming them all 





Sree 





THE BIG PLUS. Tell your customers they don’t have 
to change their rigs or be champions to get those 
extra-long casts they’ ve always wanted. Fishermen 


from all parts of the country report that they are 
getting added distance on every cast since switching 
to STREN. 


Diameter for diameter, STREN is stronger 
than standard monofilaments—as much as 20% stronger 


Or put it to your customers this way 
STREN has a smaller diameter per pound 
test than standard monofilaments. This 
means STREN has superior limpness 
guards against kinking, looping and “‘sets’’on 
the spool. At last, fishermen can have those 
extra-long they’ve always wanted, 
without sacrificing line strength to get them. 
And they can get more STREN on their 
reels, giving greater security when a big one 
takes a long run. 

But those aren’t your only selling points. 
Stretch in STREN has been reduced by as 
much as one-third over standard monofila- 
ments, with just enough left in to absorb the 
shock of a heavy strike. And the gunmetal- 
grey color of STREN is built into the line 
for better visibility. 


casts 








STREN has advantages for every fisherman 
There hasn’t been anything like STREN 
since spin fishing began. It’s the one spin- 
ning line with everything customers want. 


For fresh-water spinning... 
In any given pound test, 
STREN has thediameterand 

limpness of standard mono- 
filaments of lighter pound 

tests. Fishermen get a 

yardage bonus withevery 
cast. From shore they 
reach deeper water and 
bigger fish ... from a 
boat or inariver, they 

is save time and fish 
more water. 


STREN couldn’t be put on the 
market until it had passed a series 
of tests in the laboratory. We gave 
it every test a spinning line would 
possibly meet under actual fishing 
conditions, and STREN passed 
with flying colors. In strength, 
limpness and uniformity, STREN 
“‘outfished’”’ every one of its com- 
petitors before a single yard was 
spooled. 


For surf spinning .. . 

In the heavier pound 

tests needed in surf, 

the thinner diameter 

of STREN is even more 
dramatic. Now your surf- 
spinning customers can 
cast out where the big ones 
are. And they'll have all the 
line strength they'll need! 


+s 





For trolling and bottom fishing ... 

The extra-thin diameter of STREN offers 

less resistance to the 

water when fisher- 

men are trolling or 

bottom fishing. Be- 
cause the diameter 7 

of line is smaller, 

lighter sinkers 

can be used. 


am | 


STREN increases chances 
of light-line records 


Your customers will be surprised at how 
much STREN they can put ona spool. The 
reason for this increased capacity, of course, 
is its thinner diameter for any given pound 
test. When they tie into big fish, they have 
greater security on long runs, increasing 
their chances of light-line records. 








The greatest advance in spinning line since spin fishing began... 





Brora 





tren’ is outselling them all 


FISHING AUTHORITIES EVERYWHERE ARE “SOLD” ON STREN 





‘“*In one short word, I think STREN is 

‘terrific.’ It casts like a dream and was 
made for the bonefish flats.”’ 

Jim Martenhoff, President, 

Florida Outdoor Writers Assoc.., 

Homestead, Florida 





MOST HEAVILY ADVERTISED MONOFILAMENT 
consumer advertising for STREN begins in Febru- 
ary. Beautiful four-color spreads, bursting with in- 
formation, will run in these five magazines through 
the heavy fishing months. Some 3,900,000 fisher- 
men will read about this amazing line each month, 
so you'll want to be prepared. Call your jobber to- 
day, or check the list of authorized agents on the 


next page for the one nearest you. 


STREWN can be an increasing source 


‘*Folks up here on ‘the Cape’ are crazy about 
new STREN. I sell plenty of it in my store. 
And I see a lot used on my sports fishing 
boat.”’ Clayt Hoyle, 
Sport Fishing Boat Captain, 

Clayt Hoyle’s Tackle Shop, 

Oak Bluffs, Massachusetts 


“| have fewer returns on STREN than on 

any spinning line I’ve ever carried. Fisher- 

men here in the Adirondacks really like 
the fishability of STREN.”’ 

Ralph Cheeseman, 

Cheeseman’s Sport Shop, 

Saranac Lake, New York 


“STREN is wonderful. It certainly can 

stand a strain, even though it’s thinner and 

lighter, pound for pound, than any mono 
I’ve ever seen.”’ 

Vern Sanford, General Manager, 

Texas Press Assoc., 

Austin, Texas 


“STREN is the best thing I’ve ever wound 

on a spinning reel. It flies through the air 

with the greatest of ease and shows less 
wind belly on long casts.”’ 

Wynn Davis, 

Free Lance Outdoor Writer, 

Wilmington, New York 


“T used to think that monos stretched and 

weakened after a couple of heavy strikes. 

STREN has made me a believer in mono- 

filaments. I couldn't be more pleased with 
its performance.” 

Tommy Seward, Outdoor Editor, 

Daily Press, 

Newport News, Va. 


1960 


“STREN has everything any spin fisher- 

man could want. It casts beautifully and has 

remarkable strength. It’s limper and less 
‘stretchy’ than the others.”’ 

Ray Heady, Outdoor Editor, 

Kansas City, Missouri 


“I’m amazed at its strength. Don’t try to 
break STREN with your hands.”’ 

Walt Webe 

Wildlife Artist, 

Washington, D. C. 





“STREN is the best monofilament I've 

ever used. I’m sure its smaller diameter and 

pliability are the reasons my reels handle 
better than ever before.”’ 

Joe Mears. Outdoor Editor. 

Pasadena Independent & Star News, 

Pasadena, California 





of profit for you » 





NOW-a family of STREN products 


STREN knotless STREN level 
tapered leader leader pack 


These two new leaders have been carefully 
developed by Du Pont research to meet the 
exacting demands of the expert sports fisher 
man. Thecontinuously uniform tapered leader 
retains its stiffness even after prolonged ex 
posure in water. Its surface is smooth and 
unmarred. Level tip and butt ends mean no 
contour loss from tying knots, and the butt 
end has a line loop. The tapered leader comes 
in a range of sizes, in nine and seven and one 
half foot lengths. STREN level leader has the 
strength and limpness of STREN spinning 
line, is available in pound tests from 2 to 30, 
and in lengths from eight to twenty yards 
Both leaders have the gunmetal-grey color 


Easiest story to tell... easiest line to sell: Most profitable spinning line you can handle: 
Fishermen who have tried new STREN don’t Fishermen have proved they will pay more for 
ask, ‘““Which spinning line is best?’? They just the best. And you’ll be happier to be handling 
ask for more! And to make your selling even STREN, the most profitable spinning line of 
easier, the ones who haven’t tried STREN will | them all. 

read about it (and the new leaders) during STREN spinning line is available in the following 
Du Pont’s big advertising campaign. They will pound tests: 2, 4, 6, 8, 10, 12, 14, 17, 20, 25 and 
know, too, that STREN monofilament and the 

new STREN leaders offer everything fishermen 
want. So be ready for the spring rush! 


30. Better lay in a full stock of line and leaders 
Get in touch with your jobber today or your 
nearest authorized agent listed below. 


STREN is handled by these authorized agents... 


Ashaway Line & Twine Mfg. Co. 
Ashaway, Rhode Island P.O. Box 691 83 Canal Street 

Cortland Line Company, Inc. Caldwell, Idaho Putnam, Connecticut 
6/7 East Court Street 
Cortland, New York 


Glen L. Evans, Inc. The Woodstock Line Company 


Les Davis Fishing Tackle Co. Mason Tackle Company 
1565 Center Street Route M-15 
Sunset Line & Twine Company Tacoma 2, Washington Otisville, Michigan 


Petaluma, California & Florence, Alabama Newton Line Company Wright & McGill Company 


The Weber Tackle Company South Main Street 1400 Yosemite Street 


113 West Ellis Street Homer. New York Denver 8, Colorado 
Stevens Point, Wisconsin 


t HIN FOR BETTER UVING . . THROUGH CHEMISTRY 
SPINNING LINE & LEADERS 








new competitive test assures 


increased LAWN-BOY sales 


Now, for the first time, a leading mower manufacturer dares to invite competitive comparison on the dealer’s 
floor! This bold new 6-step test was developed by LAWN-BOY—for LAWN-BOY dealers. Use it for the con- 
sumer as a standard to judge power mowers by—before he buys. Only LAWN-BOY, the quality-built mower, 
could dare invite such engine-deep, point-by-point comparison. Who will profit from this new 6-step test? 
LAWN-BOY dealers—through satisfied customers! It is time you signed up! Send the coupon below and get 
the facts on LAWN-BOY—top profit line in the industry. 








LAWN-BOY sei/s with this new 6-step test of a modern power mower 


TiF® the mower, as you would to clean it 

or to mow along a hillside. Oil should not 
leak out or spill. A drip-free LAWN-BOY mower 
keeps oil where it belongs—in the engine, for 
full-time lubrication. 


4 LUFT the mower. It should be light, 
easy to push or turn. Not too big, not too 

heavy. LAWN-BOY is aluminum-light, nimble and 

easy to use. Even the handle fits you better. 


Add this Selling Feature to a year-round line... 
Mowers, Tillers, Edger-Trimmers and Snow-Removers .. . 
on a franchise basis at new competitive prices! 

CLIP AND MAIL COUPON TODAY 

FOR THE STORY ON LAWN-BOY 1960... 

NEW MODELS + NEW SELLING HELPS + NEW PROFITS 


LAWN-BOY 


Lamar, Missouri. Division of Outboard Marine Corporation. Makers of 
Johnson, Evinrude, and Gale Outboard Motors. 
In Canada: LAWN-BOY, Peterborough, Ontario 


< Want more facts? Circle 167, p. 71 


FLEX the blade. It should be pre- 

stressed, under tension. A long, whippy 
blade delivers a ragged cut, can cause crank- 
shaft damage. LAWN-BOY uses a short, hard 
shaft with bronze main bearings. 


START the engine. Several times. 
Starting should be easy, fast, sure. LAWN- 
BOY is famous for easy starting. Hottest spark on 
any mower delivers years of one-pull starting. 


TAP biade housing. It should be solid 

aos a rock... yet lightweight. Thin steel 
stamped housings will vibrate, can spring out of 
shape. LAWN-BOY light, strong, durable aluminum 
housings never do. 


LISTEN to it. Does it roar? Or spit 
furnes a step ahead of you? It shouldn't. 
LAWN-BOY has the biggest mufflers of any power 
mower. And exhaust is underneath the mower. 





Name 





LAWN-BOY, Dept. HA-11, Lamar, Missouri 
CHECK ONE SQUARE 
(1) Send me full details on the new 1960 LAWN-BOy line 


1 Tell me how I can become a LAWN-BOY dealer 


Address 


City & Zone 
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NEW! DALTON [fz] POWER TOOLS 


* H t -Made. Pienty 
eee Convention Calendar 


* Lustrous Mirror Finish ———— 
* Sturdy Display Boxes : (Continued from page 106) 


* U. L. Appreved—Fully Guar- 
anteed 


* Priced Low for Fast Turnover 
—Full Profit Margins 








Write for 
Catalog Sheet 
Showing 
Complete Line 


Mover No. D380 sions and exhibit at Municipal Au- 
Sa “< ditorium, Birmingham. A. B. Hill, 


Perfect for the professional ’ : “ 
Your Jobber ser. Powerful 115 volt 2201 Highland Ave. South, Birming- 
MODEL No. D88 Stocks or Can | AC-DC , Looe ham 5. 


ve . speed 6 .m. Jacobs geared 
7'* POWER SAW Get for You! chuck and key D. multiple thrust 
ball bearing. 3-wire cord and adapter 
Automatic trigger switch. List.. 9 














Powerful 1% H.P. motor, 110-120 volts, TON Arkansas Retail Hardware Assn. Con- 
i ‘uts up to 2-7 . ) ; , ; \ 

i "s oO mA... bie le. 4 al g ul 1 ot oa 7 , nee ° “ . h V ention, k eb. 14-15. Hotel head- 
List $48.95 RES u echanica eaiatia. <a a MO as 
Model No. D7B—7” Power Saw. Ball bearing : SAWHORSE LEGS quarters at Hotel Marion, Sessions 
List . $58.95 Ee. and exhibit at Robinson Audito- 


mopal DALTON ae | — - rium, Little Rock. Tom R. Pinck- 


JIG SAW $29.95 silos i an ofc ney 1014% Main, Little Rock. 


Now at Malek am. teed Allen : aie California Retail Hardware Assn., 
li owe | eee eee Western States Hardware-House- 

prevent sep é on ( ‘ . —— ’ 7 , 

bracket from rail - . wares Show, Feb. 14-16. Hotel 


improved headquarters and sessions at Hotel 
SAWOR Whitcomb, exhibit at Brooks Ex 
SAWHORSE rn itcomb, exh it at Brooks Ex- 
BRACKETS and 30” height hibit Hall & Civic Center, San 
Exclus Tae es ar aa —_ . Sturd all-s “Sa _ io . ; 
Nail Holes fo Shaft aS ae Wide saddles hold Francisco. en B. Jacobsen, 


Quick, Easy Dis tributed evenly over two ie securely 122 Ninth St., San F rancisco Be 
asse surfaces of shaft as saw ” ( 
cuts into material pre any 2° lumber in ar) y 
venting blade from twist Gray enamel finish. Safely with: 


ing—giving a clean, true stands load of 1500 Ibs Connecticut Hardware Assn. Conven- 
vul 94a” 7 sd , | . 

© Grip-Switch Handle pr he 4 lg 5 tion, Feb. 10. Hotel Headquarters 
vides COOLER handling 


o tea Ee ee $4.90 $5.80 and sessions, Stratfield Hotel, (Rose 
stub from shaft and put Room) Bridgeport. 

















: Display Package | 
Vk 1 Pair $1 79 | 
| 7 os. 30 S. CENTRAL. | —— % , acai a . 
ming A Slightly higher DALTON MFG. CO. ST. LOUIS 5, MO. | Illinois Retail Hardware Assn. Con- 
| | vention, Jan. 17-19. Hotel head- 


Want more facts? Circle 169, p. 71 | quarters and sessions at Leland 
Hotel, Springfield. William  F. 


CAM Ewart, 1451 Merchandise Mart 
Yau always hell M oO R E of the BEST Plaza, Chicago 54. 


good plece back in saw Slightly higher on West Coast 


oa 











: _ Indiana Retail Hardware Assn. Con- 

...the ever-increasing demand for these | vention, Jan. 26-27. Hotel head- 

uarters and sessions at Sheraton- 

two UNION Sales-leaders proves it! | yee Hotel, exhibit at Indiana 

Theatre Ballroom, Indianapolis. W. 

J. Sheely, 4120 N. Keystone, In- 
SUPER STEEt dianapolis. 

MECHANICS’ TOOL BOX 


Iowa Retail Hardware Assn. Conven- 


a big (19”), rugged tool box built of heavy, 
first grade steel. Double-lock seamed con- 
Struction with reinforced bottom corner irons. 


Heavy-duty, precision-action hardware fittings | HARDWARE HUMOR 


are machine-riveted. Durable Silver Dentone 


outside finish; blue baked enamel inside. | GARDEN 


SIPPUES 








THE STACKMASTER 


The practical utility cabinet for small parts 
Storage in offices, factories, home workshops, 
garages, etc. Exclusive Lok-Tab permits units 
to be stacked and permanently locked to- 
gether in any desired number of tiers. Three - 
sizes to meet every customer requirement © Neavy gouge 


welded steel frame 
12, 18 and 24 drawer units @ Silver Dentone baked-on finish 


W. . @ Safety Stops in all drawers 
JOBBERS we @ Clear-Vu transparent plastic drawers; built-in 
DEALERS and prices covering these end index card-holder; removable partitions. 

) other items in the Union line. 


Cae STEEL CHEST CORP. 
ie UNION Ce =uNIO LE ROY, NEW YORK 


Want more facts? Circle 170, p. 71 
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“When you mulch, cut your leaves 
up in little pieces, like this ! 





got if... has 


5 JIFFY PLANTER 


WITH INSTANT VIGORO 


THE PROVEN* PRE-SEEDED ROLL-OUT GARDEN GOES COAST-TO- 
COAST ON NBC-TV THROUGHOUT YOUR SELLING SEASON 


Across the land, NBC-TV’s Garroway and Paar will be teamed with major 


2 PAAR 


magazines and dealer aids to spark powerful buying action among 81 
million Americans for JIFFY PLANTER . . . the top-profit roll-out garden 


that’s guaranteed to grow. 


JIFFY PLANTER PLANTS A GARDEN OF OVER 1,000 PREMIUM 
ANNUAL SEEDS — AS EASY AS THIS! 


1. Loosen top soil. 2. Roll out Jiffy Planter. 3. Keep well watered. 


ORDER NOW — BEFORE THE PROMOTION BREAKS! Cut it, shape it, plant it on slopes. Cellulose mat protects seeds from rain 
See your wholesaler, jobber or write direct and birds, discourages weeds . . . makes gardening a breeze for all ages! 


UNION WADDING COMPANY 


PAWTUCKET, LJ RHODE ISLAND 
SINCE 1836 *Over a million satisfied growers in 1959 
Want more facts? Circle 171, p. 71 
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PESKY PIPES? 
A jog in the wall? 


Get Flexible-View Displays by HELLER 
-. . Custom-Fitted Right Down to the 
Last Quarter-Inch! 


Why let obstructions rob you of full use of your valuable display space? With 
Flexible-View Display Fixtures, you're not limited to standard size units. When 
your store layout calls for special fitting, HELLER pre-fits Flexible-View Display 
Fixtures to meet your space needs right down to the last quarter inch! 

@ Low in Cost—actually more economical than those built by 

local carpenters. 
® Easy, instant shelf adjustment. 
® Maximum display from every foot of fixture. 


@ Strong wood construction—heavy load carrying capacity —yet 
light in weight. 


@ Wall and Floor Units to meet all your needs. 
@ Installation takes 3 to 5 days less than competitive fixtures. 


Why settle for display fixtures that “almost” fit? Your HELLER representative 
provides in-store assistance — including store engineering — assuring modern, traf- 
fic-building display: a low-cost investment that pays off for you year after year. 


“== GEE eo 
ee es 


_ __—* USE THIS COUPON TODAY 


“= ce —_—— 
— ee ee a 


— ——_ 
—— 
—_— — 


W. C. HELLER & COMPANY © MONTPELIER, OHIO 
Gentlemen: 


| am interested in low-cost modernization with Flexible-View Display Fixtures by HELLER. 
Please send complete details. 


NAME 





STORE NAME 





ADDRESS 





CITY ZONE STATE 


&@ COMPANY 





MONTPELIER, OHIO 
Want more facts? Circle 172, p. 71 
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Convention Calendar 





(Continued) 


tion, Feb. 2-5. Hotel headquarters 
at Savery Hotel, sessions and ex- 
hibit at Veterans Memorial Audi- 
torium, Des Moines. Philip R. 
Jacobson, 520 W. 35th St., Des 
Moines 12. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 14-16. Hotel head- 
quarters, sessions and exhibit at 
Kentucky Hotel, Louisville. Ed- 
ward Keiley, 501 Republic Bldg., 
Louisville 2. 


Louisiana-Mississippi Retail Hard- 
ware Assn. Convention, Jan. 30- 
Feb. 2. Hotel headquarters, ses- 
sions, and exhibit at Capitol House, 
Baton Rouge, La. David O. Mans- 
field, Box 1696, Jackson, Miss. 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 16-18. Hotel head- 
quarters and sessions at Hotel 
Pantlind, exhibit at Civic Audito- 
rium, Grand Rapids. Harold W. 
Schumacher, 1916 Michigan Na- 
tional Tower, Lansing 8. 


Minnesota Retail Hardware Assn. 
Convention, Jan. 11-13. Hotel head- 
quarters, sessions, and exhibit at 
Leamington Hotel, Minneapolis. C. 
J. Christopher, 3033 Excelsior Blvd., 
Minneapolis 16. 


Missouri Retail Hardware Assn. Con- 
vention, Jan. 26-28. Hotel head- 
quarters, sessions, and exhibit at 
Chase Hotel, St. Louis. Art Ray- 
mond, 2311 Hampton Ave., St. 
Louis 10. 


Nebraska Retail Hardware Assn. Con- 
vention, Feb. 14-16. Hotel head- 
quarters and sessions at Hotel 
Cornhusker, exhibit at Pershing 
Municipal Auditorium, Lincoln. 
Frank Capalino, 325 Insurance 
Bldg., Lincoln 8. 


New York State Retail Hardware 
Assn. Convention, Feb. 29-Mar. 2. 
Hotel headquarters and sessions at 
Hotel Syracuse, exhibit at Onan- 
daga County War Memorial, Syra- 
cuse. Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


Ohio Hardware Assn _ Convention, 
Feb. 7-10. Hotel headquarters and 
sessions at Sheraton-Cleveland Ho- 
tel, exhibit at Cleveland Public Au- 
ditorium. John B. Conklin, 1540 W. 
Fifth Ave., Columbus. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb 7-9. Hotel 
headquarters and sessions at Okla- 

(Continued on page 118) 
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Wire baskets and shelves for one 3’ section and 
one 2’ section for incandescent lamps, and a 1’ 
section for fluorescent lamps provide all the display 
space you need for effective stocking and selling. 
These units of the Store Modernizer can be adapted 
to fit any length fixture. 


‘Cheb LP Le 


eee Ste eas, 


Le +44 1% 


. | 
**eesa ds 
. : 
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Sylvania’s new Store Modernizer! 


Are you selling lamps twice as 
fast as your average stock? You 
should be! 

And you can with Sylvania’s 
new Store Modernizer. It estab- 
lishes your store as a complete 
lamp headquarters. Stocked with 
our lamp assortment, based on 
continuing marketing surveys, 
this display will give you up to 4 
to 5 times turnover annually. 


Ask your Sylvania representative 
about this new Store Modernizer. 
Also ask him about the new Hard- 
ware Store contract. It will help 
you earn substantial new dis- 
counts if you buy more than $500 
in lamps annually. 

Call your Sylvania supplier to- 
day for full details or write: 


SYLVANIA LIGHTING PRODUCTS 
Dept. 9L3312, 60 Boston St., Salem, Mass. 


¥ SYLVANIAS 


iDsid ry if 


GENERAL TELEPHONE & ELECTRONICS 
Want more facts? Circle 173, p. 71 
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JUST FOLLOW THESE 


_.. Make the biggest ad campaign 
in SKIL history pay off for you! 


1 SET-UP THESE COLORFUL SELF-DEMONSTRATING MERCHANDISERS! 


. in store windows and on counters! Remind prospects—right at the point-of-purchase to 
buy what they’ve seen in Skil’s biggest-ever ad program. 


GIFT PACK DISPLAY FOR MERCHANDISER FOR SKIL SNAP/LOCK GIFT PACK DISPLAY FOR 
SKILSAW 6%" MODEL 536. TOOLS. This powerful, customer-stopping display is SKIL MODEL 514 JIG SAW. 
Selis prospects on extra blade included in Snap/Lock No. 22510 Master Pack. Also Calls attention to outstanding 
and rip guide Free offer. Comes serves as 3 Wall Holders for customer Free give-away. FREE Blade Kit offer. Comes right 
packed in carton with Saw. Other display materials and stuffers included too. in Jig Saw Gift Pack carton. 


PUT THESE SALES-MAKING SKIL MERCHANDISING AIDS TO WORK! 


Use the handy, postage-paid business reply cards included with each of the above merchan- 
disers to order these FREE tie-in materials. 


new a. ae ” 
Bree - —~ ail | 
| 
} 
} 
i 




















545 value! - rip guide 
SE | oT 2 and extra blade 
Sees Fk ®™ > * 6S SKILSAW = 


| SPOT RADIO ENVELOPE 
AD MATS 
SCRIPTS STREAMERS STUFFERS 


Tie-in with this tremendous SKIL promotion for 
more turnover, more profit-making sales! These 
s 3special offers expire Dec. 31, 1959. 


SKIL Corporation, 5033 Elston Ave., Chicago, Illinois 
Want more facts? Circle 174, p. 71 
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Snap on-off y,” drills in 3 Séconds— 
oO complicated assembly necessary. 
lumsy attachments NOW obsolete ! 


Now there’s no need 
attaching a S8aW, sande 
4” drills W volutionary new Skil 
Snap /I ; re’s nothing to as. 
semble. Sj ¥ snap them on or off 
Skil ack & Decker 4” drills. 
wrenches. bolts, 
8 needed 


— 
Naame 
ane 

eo 

a 

A 


to Waste time 
r, Or jig Saw to 


e 


oO Screwdrivers. 
Clamps or small part 


This remarkable new Skil develop. 
ment lets you give your favorite do-it- 
the tools he’s always wanted 
at a price you Can afford only $16.95 
each (plug 1° drill Give him the 
complete m ‘d set of © or start 
With one an : ers later Ask 
your hardw; 


er for a 3-second 
demonstration today 


FREE! $2.95 Waly Hol 
Snap Lock too! 
Shown) to Store t 


der—with each 
Use singly or together (as 
Ools neatly, Safely 


SKIL %” Orit (at left), Fun 2.5 8a™Pp. motor 
Nas extra Power to drive all Snap Lock tools, 
nandle toughest Grilling jobs Only 3% ibn 
@asy to handle, Control} Only 316.95 
SKIL SNAP/LOCK JIG SAW — SKIL SNAP/LOCK SANDER_ SKIL SNAP/LOCK 3” SAW—Cuts 
( itsa vith yfr | imMbDer + fee Cuts IOS fron NOurs to mi, ites—fy| 7 7 at 90 Easy to- 
NY Shape fron ght sf ‘cle 2§ sand ist ‘fh, Devel ¢ ONtrols for aCcu- 
Starts Ow NOle for por t ; Pern ingste 'Dide san ne 4l@ Cuttir lumber PlYWOod, com. 
WS Sawdust of © of cut th he ' USES Sandy pe I Handy MDP guide inc! 
FREE $2 Io Wa Molde af ] . 


FREE 2.8 Whi he ld deluxe too} Lifts 
for the home 
Craftsman 


SKILS AW 6y~ POWER SAW 
1l+h P. Motor for @xtra 

Curac y! 

Controls 


‘UMDer at 45 
Jj Dad Has lon ite 
} fea 


to 
$5.45 value extra Dlade. rip 
5 Model—ajj for Only $49.95 


SKIL Deluxe ace ORILL—+,,)) 3 amp 

Motor Provides Plenty of Power for fast 

’ drilling in wood Masonry or Metal, and for 

Deluxe “4” Orin driving Snap/Loct Tools This Grill has 
everything Ore POwer Greater Drilling 

mraueandilightweight design ess” al 95 


SKIL JIG SAW Cuts 


Guide with thi 


7 on 
MP FULL PAGE AD hits in LOOK Nov 14. 


‘we THIS WEEK Nov. 29! 


azine 

it in the December 8th in Pees 

Gazal. ath) and on Nov. 29th in vienna 

este nas nt Sunday Newspaper pean eka 

oo rei ee F-lideelaelele- lis mme) full pag Ray 

: "ea Rel ” and Popular Mechanics ’ ae 
ngage seit Weekly and every issue o 

ads in Ame 


since Oct. 13. 
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HAE-EH 9238/1059 


EARLE 
& LOCKS 


BUILT-IN QUALITY MAKES EARLE LOCKS TRUE BARGAINS 
Dollar for dollar, there’s nothng like them for mechanical craftsmanship, appearance, finish. 
Earle’s 45 years of specialization plus a completely modernized plant assures products that 
consistently pass the most stringent mechanical and visual inspections. NEW sales-making 
packaging; NEW aggressive merchandising cooperation, enables you to make friends as well 
as profits with EARLE LOCKS. Write for catalog—now. 





No. 200 S-J (left) HORIZONTAL 
RiM LOCK SET, wrought steel 








wrought steel with 2'4” knobs. « 
No. 600 S-J (not wean) precision 
cast. Packing, | set to box, 30 to 

carton. Weights: No. {00 $-J 42 
ibs.; No. 600 S-J 47 Ibs. 





Nos. 3525 and OB 3545 (above) 


“O: “4 PASSAGE DOOR SETS with 214” 


knobs. ®© No. OB 3525 set with 2 pr. 
knobs; No. OB 3545 set with 1 pr. 
knobs. Finishes; U.S. 4, U.S. 14, U.S. 15. 
Packed | set to box, 30 to carton. Weight 


52 ibs. © EARLE LOCKS ore master keyable. 
Instruction templates included. 


EARLE HARDWARE MANUFACTURING CO., PITTSTON, PENNA. 
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Dhaai 
STEEL BLUE'< 









= x >: | America’s Fastest Selling, 
= hepa OVE CH Most Advertised Line of 

= Jompletan FEL BLU Rat and Mouse Killers— 

—— — Outsells All Others 


Combined! 


Pre-Sold To Your Customers 
Through Powerful Radio, Maga- 
zine, Farm Journal, Local News- 
paper Advertising! 

GET TOP TURNOVER— 
BIG PROFITS with d-CON 












“_— package 8-oz. can fitted with 
Bobelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
ss scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
— Established 1920 
=== 2305B North 11thSt. «© St. Lovis 6, Mo. 











Hitt 


THE d-CON COMPANY, INC. 


1450 Broadway, New York 18. N. Y. 
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homa Biltmore, exhibit at State 
Fairgrounds, Oklahoma City. Wil- 
liam B. Ruxlow, 607 N. Dewey 
Ave., Oklahoma City. 


South Dakota Retail Hardware Assn. 
Convention, Mar. 22-24. Hotel head- 
quarters and sessions at Marvin 
Hughit Hotel, exhibit at Huron 
Arena, Huron. Harris T. Benson, 
2108 S. Western Ave., Sioux Falls. 


Tennessee Retail Hardware Assn. 
Convention, Feb. 6-8. Hotel head- 
quarters, sessions, and exhibit at 
Andrew Jackson Hotel and Hermit- 
age, Nashville. R. J. Parish, Box 
784, Nashville. 


Texas Hardware and Implement Assn. 
Convention, Jan. 17-19. Hotel head- 
quarters and sessions at Statler 
Hilton Hotel, exhibit at Dallas Me- 
morial Auditorium, Dallas. R. M. 
Souder, 1108 Gibralter Life Bldg., 
Dallas 1. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 7-9. Hotel headquar- 
ters, sessions, and exhibit at Cava- 
lier Hotel, Virginia Beach. G. T. 
Omohundro, Jr., Scottsville. 


West Virginia Hardware Assn. Con- 
vention, Feb. 21-23, Hotel head- 
quarters, sessions, and exhibit at 
Chancellor Hotel, Parkersburg. 
James C. Fielding, 1628 McClung 
St., Charleston. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 1-2. Hotel head- 
quarters and sessions at Hotel 
Pfister, Milwaukee. H. A. Lewis, 
Stevens Point. 





HARDWARE HUMOR 
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LAWN 
TOOLS 








“He doesn't want to buy | Q gas 
meter, he reads them... 
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A L-O-N-G 
PROFIT MARGIN 


by ordering only 6 models .- - - 
i] assure you of a successful, 
ower operation. If you 


all year long 
the margin gets even 


the kind that wi 
money-making power m 
buy in larger quantities 


|-o-n-g-e-r! 





BIG EARLY 
DISCOUNT PLAN 


° an extra 3° I 
ae onus f . 
early — bef , s for placing y 
. ( > 1 F 
wre December 31 a order 
, a/t a/. fe nother 





SALES ASSURANCE 
PROGRAM 


. . unique plan that expresses Moto-Mower § 
confidence in your ability to sell quality. On all 
orders of 6 to 24, Moto-Mower assures that you 
will sell 50°, of your ‘nitial order by July 1, 1960! 


TIS! 
TO nee MERCH 


° N 
Pe a -ADY 
Prospects -°<ted — SIN 

Ss, . rear 
advertising” |S generou, h 8 
° S co 


e THE 
SAL 
impresejy OO — you need 
Practica] eC packa outdoor ++. attent; 
“i Merch be of ¢ dis >] 1on- 
andising he) wet Pays, an 
e Ds. | Crature 


ONWI 












ee & ® 6 PERFORMANCE-PROVEN 


ROTARY MOWERS 


Transmission-propelled and push types 
with brilliant extra value features, in a 
wide price range. Each one is Moto 
Mower quality every inch 


a complete quality — 
line you can sell 

with confidence... 

at a worthwhile profit! 


In 1960 more power mowers will be sold for replacement 

than to first-time buyers. Remember that fact . . . for it is most 
important to your power mower sales picture. People who 

have already owned a power mower—many of whom bought 
‘bargain’? mowers—will be ready and willing to pay for quality. 





Moto-Mower gives you unexcelled quality —in design, 
engineering, construction and preferred features! 















Moto-Mower gives you a complete line with a wide range of 
models and prices so you can meet every customer’s requirements! 


Moto-Mower gives you the help you need to make sales! 7 
Moto-Mower gives you the opportunity to make a solid profit! Sua » 
‘ ” 


Add it all up, and you can’t afford not to be a 
Moto-Mower Preferred Dealer! 


ha 


3 OUTSTANDING REEL MOWERS 
Micro-precision 22 Trimmer 
signed to cut ali types o 
professional resuits. Als 
‘fine quality 2 








SNOW THROWER — with reversible ejection EDGER TRIMMER — precision built to give a DELUXE ROTARY TILLER —rugged, sturdy. 

chute. Eliminates strenuous shoveling, handles clean, close trim to lawn edges and borders. Workhorse of all tillers. Also available in 

heavy packed snow with ease. Many convenience and safety features. Super model. Every garden plot owner a 
prospect. 





DESIGNED AND ENGINEERED BY 
AUTOMOTIVE SPECIALISTS... 
BUILT TO RIGID AUTOMOTIVE 
QUALITY STANDARDS 
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Compare your 
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a 
MOTO-MOWER 
with 
OTHER BRANDS! 
| 
| 
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CHRISTMAS SPECIAL! 


FREE 
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= GIFT 
WRAP 


s y ama Ne 
ar _ a | ol : ° 
| ? MARKII, 
; perlite - 1) AZ EY 
; ys No. SP-102WM 
>) + 

The World’s Finest Can Opener 

Display this sales-building, eye-catching package in your store! 

All this for the price of 4 Canaramics alone: 


1. 4 Dazey Canaramics—Model 102WM—White 


2. 4 Christmas wrapping papers, 4 luxurious Satintone bows, 
4 Matching Rapid-Ribbons—(40¢ value each) 
3. Powerful self-merchandising carton 
? 4. Fully gift-wrapped dummy package for display 
And remember—the Dazey Canaramic is advertised in LIFE. 
Features smooth, one-handle operation and exclusive self-sharpen- 
ing cutting wheel. 
Retail $6.95 each, including free gift wrap 
“! Ih = The World’s Finest 
) Meee «= Automatic Electric 
with the ota 
cord. Beautiful styling in chrome, 
off-white and gold. Retail $27.95 


Push button operation opens cans 
of all sizes and shapes. Automatically 

The World’s Finest iit ICE-CUP-AID SET 

Ki te hen y de ! a for gracious giving 
















sealed cutting wheel is self-sharpen- 
ing... never leaves a ragged edge. 
Magnetic lid lifter. Self-storing 








punctures lid... shuts off. Com- 
pletely removable cutting mecha- 
nism for cleaning. Exclusive grease- 

Combination portable or wall 
mounted ice crusher for coarse or 
fine ice. 


Complete with matching ice 
bucket. Yellow, turquoise, or pink 
with warm, glowing Colonial copper 
trim. Retail $16.95 





2 Order now from your jobber, Dazey 
representative or write us direct. 





o, 


As Advertised in 
to 18,000,000 households : Bo nie 


STOCK AVAILABLE NOW! No. 173 > 





| THE DAZEY CORPORATION, ST. LOUIS 7, MO. 
Want more facts? Circle 179, p. 71 A 
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How’s the Hardware Business? 





Salt Lake Hardware study shows average dealer 
order value climbing toward the $6000 level 


The price tendency of hardware 
dealer orders was higher again this 
past year by 1.18 percent in April 
and .59 percent on Sept. 14. At the 
present rate of increase, the aver- 
age dealer order index will top 
$6000 in 1962, the latest survey 
by The Salt Lake Hardware Co. 
shows. 


This is the survey conducted 
semi-annually since 1942 by The 


Salt Lake Hardware Co., wholesaler 
at Salt Lake City, Utah. 

The average dealer order is cur- 
rently almost twice the amount it 
was In 1942, 

The survey is based on the pric- 
ing of 420 basic staples considered 
to be typical of a dealer’s order 
covering 15 different categories of 
merchandise, 

The latest price study covers the 
period April 13, 1959, through Sept. 


14, 1959. The value of this order 
of 420 items on Sept. 14 was 
$5,718.20. This is a .59 percent 


increase over the value of the order 
of April 13, 1959, but it is 1.77 
percent higher than in September, 
1958. 








Comparative Costs 


of Test Order 


Date of 
Test Order 


March |, 1942 


Sept. 
Nov. 
Nov. 
Jan. 

June 
Nov. 
April 
Aug. 
April 
Sept. 
Jan. 

April 
Oct. 

April 
Sept. 
April 
Sept. 
April 
Sept. 
April 
Sept. 
April 
Sept. 
April 
Sept. 
April 
Sept. 
April 
Sept. 


Percentage of increase March |, 


ANP AS S-=- 


1945 
1946 
1947 
1948 
1948 
1948 
1949 
1949 


, 1950 
, 1950 
1951 


1951 


1, 1951 
1, 1952 


15, 
13, 
14, 


1952 
1953 
1953 
1954 
1954 
1955 
1955 
1956 
1956 
1957 
1957 
1958 
1958 
1959 
1959 


Value 


of Order 


$2872.89 
3039.60 
3417.87 
3692.83 
3753.60 
3913.99 
4110.36 
4154.07 
4075.67 
4112.91 
4308.40 
4705.09 
4755.45 
4703.04 
4690.61 
4697.46 
4746.16 
4787.85 
4788.82 
4815.42 
4909.84 
5060.14 
5229.34 
5307.38 
5477.18 
5522.05 
5612.38 
5618.67 
5684.9 | 
5718.20 


1942 compared to Sept. 
+ 99.04 percent. 


Percentage 

of Change 

from Previ- 
ous Test 


t++++4++ | 1 ++4+4+144++4+44 
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- 
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14, 


1958, 

















In terms of dollars, the ful 
(Continued on page 126) 
$6,000 
HARDWARE PRICE TRENDS 
Value of Dealer Test Order 
Source: The Salt Lake Hordwore Co. 
$5,000 
$4.000 
$3000 
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Layaway—a natural 
for the next 8 weeks 

Dealers who use layaway as a 
basic selling tool during the next 
eight weeks will make more sales 
than those who do, not. 

The power of layaway is being 
dramatically emphasized in_ the 
dealer mail response to Hardware 
Age in recent weeks for a Lay-A- 
Way kit designed as a service to 
dealers. 

This mail response is a reaction 
to an article on layaway in the HA 
Christmas Sales Planning Guide 
issue (see p. 84, Oct. 8). The mail 
has been so heavy that several 
items in the popular 113 piece HA 
Lay-A-Way Kit have been ex- 
hausted. Reorders have been placed 
to ensure that all dealer kit orders, 
present and still arriving, will be 
filled in the next few days. 

The 113 piece HA Lay-A-Way 
Kit costs $2.50, postpaid. It con- 
tains 100 3-part layaway tags; 3 
large (18 in.) window pennants in 
bright color; 5 posters, 84x11 in., 
that explain layaways; and 5 
round, colorful spinners to attract 
attention. 

You can still get your Lay-A- 
Way Kit in time for the meatiest 
part of the holiday season by send- 
ing cash or money order to: Hard- 
ware Age Reader Service Dept., 
Chestnut & 56th Sts., Philadelphia 
39, Pa. 
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ALCOAY ALUMINUM PRODUCTS 


age 


specs 1S 


13%" x9%” size; $2.45 Value 


1514” x 1034”; $3.45 Value, Only $2.99 
1714” x 1134”; $3.75 Value, Only $3.49 


(West slightly higher) 


Also, : Improved Wear-Ever open roast pans—at spe- 
famous Wear-Ever 


cial prices to help you build extra sales. New 
closed roasters . P Pp: a th 
° . , Ts 1c y ™ lA C . » 
in three sizes: ‘eatures are strong, one pie ce construction wi 
integral handles and sanitary open bead. Top- 
quality, long-wearing aluminum. 





1414” x934"”x714"; 16”"x1114" x83”; 
1714” x 1214” x91,” 


Tr 


a) ALL-NEW 
co, Se, WEAR-EVER 


Now shipping the complete line of the new 
popular-priced Wear-Ever with the luxury of 
cool Bakelite handles. The line you can sell with 
confidence, backed by a famous brand name. 


-~ 
ce 











$2 OFF on all sizes of top- 


quality, nationally advertised Wear-Ever Hal- 
lite sauce pans and fry pans. Choice of copper 
or turquoise-colored covers. 


WEAR-EVER ALUMINUM, INC., NEW KENSINGTON, PA. 


Want more facts? Circle 180, p. 71 
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You make more 
money in 
“Housewares” | 

with 
_ Bassick Casters 
on display 


ae 


itn ses 








a 


Store displays or Bassick counter 
displays (ask your jobber for 
HD-10) urge customers to try, and 
to buy casters and glides. Broad line, 
Bassick quality assures satisfied 
customers. THE BASSICK COMPANY, 
Bridgeport 5, Conn. In Canada: 
Belleville, Ont. 9.4 














A Bivision or 


Excellence} 


STEWART- WARNER CORPORATION | 


Want more facts? Circle 181, p. 71 
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Salt Lake survey shows 
trend in dealer prices 
(Continued from page 124) 


year’s average order increase was 
nearly $100. 

A full report of the Salt Lake 
Hardware survey is found in the 
charts which = accompany _ this 
article. 

The Salt Lake Hardware survey 
is conducted so that the whole- 
saler might determine as nearly as 
possible the effect increased prices 
have had upon its total volume of 
business. 

There are 15 categories from 
which 420 basic items are selected. 
They are: small tools, contractors’ 
supplies, agricultural implements, 
steel and heavy hardware, plumb- 
ing, electrical wiring supplies, ma- 


chinery, automotive accessories, 


paints (oil and glass), builders’ 
hardware, housewares, cutlery, 
guns and ammunition, athletic 


equipment, bicycles and supplies, 
and fishing tackle. 

Quantities of the individual items 
specified on the typical dealer’s 
order are as nearly average as can 
be determined, the wholesaler says. 

Identical quantities have been 
used in all Salt Lake Hardware 
surveys. 

After seven years of price in- 
crease in the value of orders, the 
first downward trend was noted in 
August, 1949, when the order’s 
value dropped some 1.88 percent 
in six months. An upward move- 
ment began again and continued 
somewhat heavily until the summer 
of 1951, when a decline occurred. 

The winter of 1951-52 brought 
another slight decline. Ever since 
that time there has been a steady 
but irregular rise in the order’s 
value. 


Percentage of Price Changes by Lines 


TOTAL TEST ORDER 
DEPT. A 


Small tools. 107 items 


Percentage of change 
Sept. 14, 1959 
compared to 


Contractors’ supplies and agricultural implements, 48 items 


Steel and heavy 


DEPT. B. 


Builders’ 


DEPT. C 


Housewores, 75 items 


DEPT. D 


hardware, 16 items 


hardware, 39 ite 


DEPT. E ... 
Machinery, 


DEPT. F 


7 items 


Cutlery ieaclulloas-a poc ket kni ves), 9 items 


Guns, ammunition, accessories, 10 
Athletic equipment, 6 items 


Bicycles and supplies, 8 items 
Fishing tackle, 13 items 


DEPT. G 


Automotive accessories and supplies, 


DEPT. H. 


Plumbing items (not including enamelware), 20 items 


DEPT. P. 


Paints, oil and glass, 18 items 


- 
pplies, 25 items 


xe 2.8 7 2 @ FS OO 8 4 62.8.0 2 ' 2 62 0.8 Oa ee 


eS «4. eet SS lS OS OR ae Ak Oe oS 2 A ee oe 7k ie os ef 


19 items 


Sept. 15, March I, 
1958 1942 
_+-1.77 +. 99.04 
+1.93 +121.10 
+.3.54 +.110.22 
+.1.00 + 86.46 
ee + §7 + 60.09 
+.7.58 +. 74.04 
Sad an Dune + 1.86 + 95.36 
wa ieee a ne ke wile —4.60 + 60.95 
+2.46 + 99.68 
sn sd bok e eee eel +. .77 + 92.05 
























“Bells of St. Mary's” wows America! (ocroBeR 27 cBS-TV) Now... 


WESTCLOX SHOOTS the WORKS for CHRISTMAS! 





mir 
ma sovumem | DIVE TV SERIES —> commen manent 


EXTRAVAGANZA! 





SPECTACULAR! Featuring aust Philadel hia 
é¢ © : , P 
Miracle on Lovely story” 
3 meh Street _ WITH 












“Se | BY 
wy NN PALMER 


.. 4 Your Westclox 


TOP Std STARS 


OUTSTANDING CAST Zi 
[O BE. ANNOUNCED «74 




















Over the full NBC-TV Network 














Over the full A wenaee Network, c; ve wate Monday, December 7, 9:30-11 
Friday, November 27, 8:30-9:30 , 
p.m., Eastern Standard Time. Demand! p.m., Eastern Standard Time. 








A TREMENDOUS PRINT ADVERTISING CAMPAIGN! : 
Ale This... CHOICE BACK COVER POSITIONS—FULL COLOR—FULL PAGE ADS 


Look at this Sensational Schedule, running every week 'til Christmas! 
3 —in TV Guide and the best read magazine sections of top circulation newspapers 
P | | | S TV Guide, Dec. 5 Chicago Tribune, New York News, Dec. 20 
This Week, Dec. 6 Dec. 13 Philadelphia Inquirer, 


American Weekly, Dec. 13 Parade, Dec. 20 Dec. 20 





— 


Ns 






Plus full color, full page ads in the magazine sections of many other Sunday newspapers throughout the country! 





* 


a 
~ 


{ oy how) T ’ A COLOSSAL SERIES OF TV SPECIALS, FOLLOWING ONE 
AFTER ANOTHER—BACKED UP WITH FULL COLOR PRINT 
T i M Ee ; ADS EVERY WEEK ’TIL CHRISTMAS!—A GIGANTIC DOUBLE- 
BARRELED PROMOTION, AIMED RIGHT AT YOUR CUSTOMERS 
E V _ 2! | —~TO HELP YOU SELL MORE WESTCLOX WATCHES AND 

yt CLOCKS DURING THIS BIG GIFT-BUYING SEASON! 
"HERE ARE THE REAL STARS—IN THE ADS-—IN THE SHOWS: 
cai Self-Winding, Waterproof Watches for Men! * Westclox Ballet and Coquette Watches re 
Women! ® Westclox Keywound Clocks! © Electric clocks! © And decorative Electric Wall clocks! 


Order Your Special “TV Tie-In” Assortments Now! Stock Up! 
See Your Wholesaler Today! Don’t Miss A Single Sale! 


IT’S A WONDERFUL TIME TO SELL! 


WESTCLOX kX 


MAKERS OF BIG BEN - A DIVISION OF GENERAL TIME CORPORATION - LA SALLE-PERU, ILLINOIS 


Want more facts? Circle 182, p. 71 
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-WOODPECKER~ 


\ 


Ss WO 0 DWARE - 











PROVEN waits 
| $125 Retailers for 
VOLUME & PROFIT 


From Our Popular, Fast-Selling Provincial 


HAND-PAINTED ROOSTER LINE 
in Mist-Finished Fruitwood! 





No. 418 PROVINCIAL 
KNIFE HOLDER 


For Drawer or Wall, 
8%” x 54%” x 3” 


Eee ey, owe Gye ee eee eee 


No. 414 PROVINCIAL 
CUTTING BOARD 


Rectangular Shape, 7” x 13%” 


— 


SS OOOO 








No. 419 | 
PROVINCIAL 
HAMBURGER PRESS 


Everybody Wants One! 





ALL IN THE STYLE-STRIPE GIFT BOX! 


Now 2 
NE. POINTS 


EAST & WEST 
¢ BALTIMORE 
¢ LOS ANGELES 


FOR BETTER SERVICE 


AND DELIVERY! NN 
WOODPECKER 







—[ee ee gy ey eee age a eee 






WOODWARE ff 


Co., 
motion campaign featuring port- | 
_able_ electric 
| Christmas gifts for men. | 
The promotion is keyed to the | | 







6606 TENTH AVE., LOS ANGELES 43, CALIFORNIA 

Showrooms Also in: New York, Baltimore, 
Dalias and Seattle 

xX Canadian Distributors: DiWalt Sales, Ltd. 


Want more facts? Circle 183, p. 71 
128 © HARDWARE AGE, November 5, 1959 











Promotions 


Manufacturers New 
Merchandising Plans 








Toastmaster co-sponsors 
six top ABC-TV shows 


Toastmaster Div., McGraw-Edi- 
son Co., will co-sponsor six top 
ABC television shows appearing 


coast to coast starting November 
30 and ending December 18. 

The TV shows include Restless 
Gun, Bob Cummings Show, Music 
Bingo, Day in Court, Beat The 
Clock, and Who Do You Trust, 
will be on the air every week day 
in 90 to 110 key markets. 

The TV spots are arranged to 
reach the consumer in the season 
when 30 percent of the year’s elec- 
tric housewares sales will be made. 

These programs will augment 
ads appearing in women’s maga- 
zines since September, and ads 
scheduled to appear in early Decem- 
ber in the Saturday Evening Post 


and Life. 


Thermos holds special 
fall sports promotion 

There is a chance for extra fall 
profits in vacuum ware with the 
special fall sports promotion being 
put on by American Thermos Prod- 
ucts Co., Norwich, Conn. 

The usefulness of Thermos prod- 
ucts for hunters, campers, and 
football spectators is focused in 
the October and November adver- 
tising program. 

Advertisements are appearing in 


Field & Stream, Outdoor Life, 
Sports Afield and Sports Illus- 
trated. 

Colorful window streamers 


provided by Thermos 
vacuum bottles, 
fire lighters, 


featuring 
outing kits, jugs, 
ice chests and coolers. 


poaeney prammanes tools | b 4 catalogue sheets on GRC's full . KA money -mok. 
[ERY RINGS, 


for Christmas giving 


, Thor Power Tool 
is conducting a Christmas pro- 


Speedway Div. 


tools as the ideal | 








and | 


are | 


DEALERS: 


“GRIES REPRODUCER CORP. 





i es 
K Fe Rs 





AA we 


: EASY-TO-SELL 


PROFITS 


ez WINGED 
‘SHOULDER HOOKS 


Self-screw one-piece hook 
for draperies and cur- 
tains in nickel or brass 
finish. Integral wings for 
easy hand installation. 5 

sizes ('/."' to I'/"'). 

Packed 100 to a box. 


CUP HOOKS 


One-Piece Durable 
5 sizes ('/."' to 4") In Nickel and 
: Brass, each ne 48 
packed 100 to 
a box, %"" size RUST <P m 
carded in 7 a. Pat x 
popular colors B 
— Nickel and 


PS UTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 2-to-a-card or 
dm, i boxes of 50. 





GRIES 
E-Z 










iy Poe ee 


@ HOOKS 









GRIES 3" 


COAT HOOKS: 


Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


GRIES 


WING & CAP NUTS 


Bright rustproof finish . 
lor sizes of each. Each type 
boxed in attractive, self-selling 
counter display assortments. 

Also available in bulk or 
packaged !00 
to a box in 
a@ complete 
range of 
thread sizes. 


4 popu- 







JOBBERS: Write now for prices and 


hardware items, including 

SCREEN & nn " MARDWARE, 

DRAIN COCK KEYS. 

See your jobber 
salesman for immediate de- 

= livery on these and other 

GRC hardwere items. 


World's foremost producer of small die ome 
161 Beechwood Avenue, New Rochelle, N. 


NEw Rochelle 3-8600 


Want more facts? Circle 184, p. 71 





WHY IS IT IMPORTANT TO YOU THAT 
QUESTION: PROCTOR IS THE RECOGNIZED 
for smaller “SPECIALIST” IN TOP QUALITY 
dealers IRONS AND TOASTERS? 


PROCTOR 


for smaller 
dealers SMEGF MS HCC Mea El MCMC TICE 


and facilities for low cost production— 


[5 THE ONLY FAMOUS BRAND 


WITH A REAL PROFIT PROGRAM 
EXCLUSIVELY FOR SMALLER DEALERS 


Proctor keeps smaller dealers ““competitive’’ even at today’s discount prices! 


More small dealers, more large dealers, 

more distributors, in every class of trade, are 

buying and selling more Proctor products 

then ever before... with profit! Remember, too, 

that Proctor Irons and Toasters are the best 
advertised in America. So — now’s the time to get your share of 


Proctor profits... buy now for the peak selling season just ahead. 


>= Call, write or wire collect to your PROCTOR distributor .. . or 
Proctor Electric Co., 700 W. Tabor Rd., Phila. 20, Pa. «© GL 5-8500 


Want more facts? Circle 185, p. 71 
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Danny Distributor is a smart guy. 
He stocks many products, all 
contractors buy 
At a price that's so nice 
No one thinks of it twice 
And all of them come from one source 
of supply.* 


“OLOGIESS, oF course 


“Showcase of Tomorrow” 


cre yourself in the million-dollar | 
at pl t-fixture business with the 
DR-48-F Display, complete with 36 
assorted Progress fixtures. All units 
\_are completely pre-wired, includ- 
ing switches. Don't miss a sale! 


~ 





— 


PROGRESS MANUFACTURING CO., INC. 
Dept. HA-11 Phila. 34, Pa. 

Please send me 

[] complete information on DR-48-F 
[-] name of local distributor 


NAME 
COMPANY 


ADDRESS 


Want more facts? Circle 186, p. 71 
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: 


the housewares, 
_hardware and electrical 


| customer traffic. 


Manufacturers’ Promotions 





(Continued ) 


slogan “Give him a 
power.” 
More 100 ads 


than are 


Wall Street Journal, 
Esquire, U. S. News and World 
Report and Suburbia Today. 

An extensive direct-mail pro- 
gram and colorful packaging of the 
Thor and Speedway power tools 
are also included in the campaign. 


Consumer Mailers | 


New Wholesalers’ Aids 


for Dealers’ Use 











Moore-Handley circular 


| features “Lucky 7 Sale” 


Special values highlight the 8- 
page, 2-color fall consumer circular 
offered by Moore-Handley Hard- 
ware Co., Birmingham wholesaler. 

About 60 traffic building items 
are featured. Included are items in 





sporting goods, 
supplies 
departments. 

All items are priced to attract 
Only a few are 


| priced above the $5 level. 


| able. 


A complete merchandising and 


page for the dealer imprint. 


fistful of | 


being | 
'placed in leading consumer maga- | 
zines and newspapers, including the | 
Sunset, | 





YOU GET 


GREATER PROFITS, 


FASTER TURNOVER 
with GENERAL! 


CLEAN-OUT AUGERS 
WORK WHERE CHEMICALS FAIL 
For clogged drains and closets; equipped with 


adjustable rotary handle; individually packaged 
in attractive counter display carton. 


STEEL TUBE CLOSET AUGER 


_ 


The most practical and sanitary device for 
removing obstructions from closets. Ideal for 
home use. 


ALL-NEW SPIN-A-ROD 
DRAIN CLEANER 


LOW COST 
COMPACT 
WORK FAST 
EFFICIENT 


SANITARY PREVENTS 


MESSY FLOORS 


For most home waste 
lines; easy to use. Bulb 
shape Boring Gimlet; with 15’ or 25’ of \”’ 


FLAT STEEL 
SEWER 
RODS 


A sturdy tool for 

cleaning waste 

pipe and sewers. 

Equipped with 
combined roller ball spear head and adjustable 
metal grip handle. 


~ 


Send for complete information. Distributors 


sales promotion kit is also avail- | throughout the United States and Canada. 


It contains window banners, | 
| pennants and imprinted price cards. | 
The circular has space on the front 


GENERAL WIRE SPRING 


COMPANY 
Ey... Sarah Street, Pittsburgh 3, Pa. 


Want more facts? Circle 187, p. 71 





READY FOR THE CHRISTMAS RUSH? 
Alcoa Tells America...Give 


“STAR LIGHT, STAR BRIGHT — 
IFTS OF ALCOA ALUMINUM!" 


*Another Alcoa ‘‘Market-Maker’’ Promotion — December 


Millions will see it . . . millions more will hear it... 
Alcoa’s message to America: “‘Give ‘Star Light, Star 
Bright Gifts of Alcoa Aluminum!’”’ 


On Alcoa Theatre (NBC-TV Network, alternate Mon- 
days, 9:30 p.m. EST) . . . two hard-hitting commercials, 
going home to over 25,000,000 viewers with aluminum’s 
bright, inviting story. 


On Alcoa Presents (ABC-TV Network, every Tuesday, 
10:00 p.m. EST) . . . four more commercials, presented 
on one of the nation’s most dramatic television series 
to a skyrocketing audience of more than 20,000,000. 


On Network Radio . . . reaching an estimated 3,000,000 
listeners with multiple sales messages on aluminum 
gift items. 


Make it pay . . . send for free display! 





*“MARKET-MAKER” sym- 
bolizes Aluminum Company of 
America’s year-round sales- 
stimulating programs for manu- 
facturers and retailers of alu- 
minum products. Watch for 
other ‘‘Market-Maker’”’ promo- 
tions of FURNITURE e 
HARDWARE e COOKWARE 
e BOATS, MOTORS AND 
ACCESSORIES e SPORTING 
GOODS e MAJOR APPLI- 
ANCES e RESIDENTIAL 
BUILDING PRODUCTS 


Tie in with Alcoa’s sales-making theme, “STAR LIGHT, 
STAR BRIGHT GIFTS OF ALUMINUM” .. . fea- 
ture it in your own advertising and promotions... 
and send for your free display kit today! 


If you are a retailer, ask your suppliers of aluminum gift- 
wares to affix Alcoa labels to their merchandise at the 
factory. 


If you are a manufacturer, write us or contact your nearest 
Alcoa sales office for details on the simple agreement that 
entitles you to full labeling privileges. 


8 OUT OF 10 BUYERS | } Your 
Guide 

KNOW THIS LABEL... ar 

IT’S THE BRAND BEHIND Best in 


THE BRANDS THEY BUY Aluminum 


Va/ue 


Aluminum Company of America 
1613-L. Alcoa Building 
Pittsburgh 19, Pa. 


Send me your Free Kit of Display Material, featuring gifts made 
aluminum for use in my store during December. 


Store Name_ 
Address 


City 


-~-—-—-------- 


Ordered by___ 


Want more facts? Circle 188, p. 71 
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ELECTRIC 
GENERATING 
PLANTS 


a3 ohalelars 


GASOLINE 
ENGINES 
sg 





ELECTRIC 
PORTABLE 
c}- F 


S Ave.., Chicago . 


ean @ len .aste 





841 WwW: 


made by PIONEER GEN-E-MOTOR CORPORATION 
lilino 


— 


Z 
- 
2 
ad 
& 
) 
e 
“ 
” 
0 
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=) 
0 
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Berkshire 7-4100 











New Wholesalers’ Aids 





(Continued) 


Supplee-Biddle-Steltz 
offers gift circular 


An “Under $5 Gift Circular” 


featuring 73 gift suggestion items 
_is available to dealers by Supplee- 


wees te 


toy, 
(, J 6 
: . vee “in “as 
\ My. “ 7a 8 
. ’ Z o 
RMN ~~ ry A 
Sse ' ” Z 
x La ~S " «6 
WO YS S . 4 % “0s 
408 *, A y 
‘SS 4 a /’ 
SOS Yi, 
» 


NSS N 
Bee. BRARAANAQS WYO 
SSNS 


Biddle-Steltz  Co., 


| wholesaler. 


The four-page broadside printed 


'in Christmas red and black features 


13 gift specials to increase cus- 


| tomer traffic. 


The mailer comes complete with 
a display kit, including pennants, 


window streamers and banners. 


Hibbard's circular has 
2.6 million circulation 


Some 650 dealers have distrib- 
uted more than 2.6 million Fall 


True Value circulars of Hibbard, | 
Spencer, Bartlett and Co., whole- | 


saler at Evanston, III. 
The eight-page tabloid featured 


seasonal and staple lines at com- | 


petitive prices. The mailer 
backed by a 500-piece display kit 
which each of the dealers used for 
tie-in purposes. 


Wm. L. Blumberg issues 
Jamboree Sale circular 


Wm. L. Blumberg Co., Brook- 
lyn, N. Y., wholesaler, is furnishing 
material for it’s dealers to run a 





Philadelphia | 


Was | 














ONLY YOU CAN 
PREVENT IT 


When a customer leaves a store 
without having been able to pur- 
chase the advertised name-brand 
article he requested, he sometimes 
leaves for good. 


Since most name-brand products 
are readily available to you, the 
loss of such sales and customers 
can easily be prevented. 


GET THE 
GENUINE 


WATER 
MASTER 


The Hardware Man’s 


TOILET TANK BALL 


America’s Largest Seller 


Want more facts? Circle 190, p. 71 


This handy metal drawer contains 
128 springs —the 40 most popular 
sizes in coded compartments. The 
springs are precision made and 
plated. Boxed refills are available 
from stock. Also larger assortments 
in convenient two- and four-drawer 
cabinets. 


Order from Your Jobber or Write Us. 


Also Weatherstrips 
Clean-out Augers 
Pole Sockets 


ARDNER WIRE CO. 


1329 So. Cicero Ave., Chicago 50, Ill. 
Want more facts? Circle 191, p. 71 





Z 


SEO cs SR ae | WORLD'S FASTEST SELLING 
priconin' i oy a; SCISSOR MERCHANDISERS 


profit’’ »& 


ail Las at 
with... @ 202: / DEALER 
ier eT 0 PROFIT! 

PRN ic INA A UNE 


GALVANIZED > FLOWER ENCE It's a proven fact— these two are the best of them all, featuring 


only the most popular sizes and styles at prices everyone can 
Here’s a brand new idea in garden afford! Colorful, self-selling KLEENCUT Merchandisers are proven 
protection—a sure-fire opportunity for more “bloomin’ Shopper stoppers. So cash in on these sure-fire money-makers - 
profit’ next spring and summer. Modern WRIGHT sell more scissors at bigger profits 
Flower Fence, with wide “see through” openings, KLEENCUT Merchandisers 

easily adjusts to up-and-down-hill garden levels and 
irregular garden shapes. Can be used also for shrub 
supports, arbors and trellises — easy to install and 


remove. Comes in 50 ft. rolls with eye-appealing | faa 
“self-seller’ labels — 19” high with 4” built-in stakes. | ~ a BS 
Welded construction. | - : 

G. F. WRIGHT STEEL & WIRE CO. | ia — Shai 


WORCESTER 3, MASSACHUSETTS | rr Nic ee Mens 
Your most dependable source of supply for | -_ 2 fi 





Display eye-catching 





(They're selling like crazy 
are you getting your share?) 


Industrial Wire Cloth ¢ Woven Wire Lath © Hardware Cloth 
Welded Wire Fabric © Wire Strand © Hexagonal Netting 


- 


Gutter Guard © Packaged Galvanized Wire 


bt: 
Want more facts? Circle 192, p. 71 3 UC ME ® tis ‘ q 
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MINE CUTTING QUALITY * OURASLE © ALi PURPOSE SHEARS 
Mu 
No. 101] 


The World's Fastest Selling Shear Merchan 
diser' One dozen All-Purpose household shears 
Soluble aes mounted on striking red, whi te, and black card 

for counter or wall. 2 pa 6”; 6 irs 7” 
FAST SELLING, NATIONALLY ADVERTISED o~y o 


4 pairs 8”. Gleaming nickel nlated blades with 
Now demanded by millions for houseplants, flowers, vegetables, |4WMS fetuses black enameled handles Retail 
gardens. Produces vigorous, beautiful growth in all plants quickly. Pays 
dealer 33! 4%, profit. Attractively packaged for display. Does not deter- 


iorate. 1s clean, odorless and SAFE. Dissolves instantly in water for use oy 
l-or. makes 6 gallons liquid plant food. 
Retail Price Dealer & Grower Cost | ~ > ==: 

¥% oz. pht. 15¢ 48 to case — wit. 3 Ibs $4 80 case 

2 0z. can 29¢......36 to case. — wt. 7 Ibs case 

Soz. can  59¢ 24 to case. — wt. 11 Ibs case Omer 

10 oz. can $1.00 12 to case. — wt. 12 Ibs oo awe 

2 Ibs. can $2.45 — wt. 15 Ibs 10% Sane o8 seins 


6 to case eve 
5 ibs. can $4.95 4 to case. — wt. 24 Ibs 


Larger Sizes Available. If Jobber Can't Poe dy “Order Direct. 
Write for list of other ONeX home and garden products. 


HYDROPONIC CHEM. CO., Copley 21, Ohio, U.S.A. 


Want more facts? Circle 193, p. 71 


SETTE / Yq" 1.P.T. 


wre $60 
No. 6-261 " 


SELF-CLOSING \< ©, rf pinmin me e QO tT 
STEEL DRUM { - 4 


and paRREL =| \P om ll = 


No 240] 


One dozen on a new, smartly redesigned mer 
bah | chandiser consisting of 9 pairs of 5” and 3 
; f 6”. Heavy gauge forged steel, beaut: 
/ “The World's most used Steel pails 0 
FA 1 C E T : Drum and Barre! Faucet’’ fully finished, nickel plated. Ideal for school, 


home, office or workshop. Every pair hand 
; 
Over 10 million are now in use ground, inspected and guaranteed 














Retail 
SETTE PRODUCTS COMPANY 


Order from your Jobber or write THE ACME SHEAR CO., Bridgeport 1, Conn 
i ee ne a a ee | 


World's Largest Manufacturer of Scissors & Shears 





Want more facts? Circle 194, p. 71 Want more facts? Circle 195, p. 71 
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AMERICAN MADE 
TO 
AMERICAN 
STANDARDS! 


JEFFERSON 


Stocks the World’s 
Largest Supply of 


SOCKET SCREW 
PRODUCTS 











Fetes 


Immediate Shipment! 
DISTRIBUTOR’S DISCOUNT 
Without Minimum 
Stock Requirement! 





SOCKET HEAD 
CAP SCREWS 
{ALLOY AND 

STAINLESS STEEL) 





SOCKET SET SCREWS 
(ALLOY AND 
STAINLESS STEEL) 


Vig 
= _ @ 


SHOULDER SCREWS 


HEXAGON KEYS 
AND KITS 




















= 


a 


SOCKET 
PIPE 


FLAT HEAD PLUGS 


SOCKET CAP SCREWS 








BUTTON HEAD 
SOCKET CAP 





Write for 
64-page Catalog today. 
Try us on your next rush order! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N. Y. 
$Pring 7-8400 











Want more facts? Circle 196, p. 71 
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SNOW PLOW ON WHEELS 
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NOW! ot your Comnumity Gardware Store 


“Jamboree Sale” in their trade 
areas. 

A circular featuring 16 seasonal 
and attractively priced items will 
be available for distribution about 
a week prior to Thanksgiving. 

Window streamers and sales aids 
will be furnished free to participat- 
ing dealers. 





Price on Model 55 rifle 
reduced by Winchester 

Winchester-Western Div., Olin 
Mathieson Chemical Corp., has an- 
nounced the reduction in retail 
price of the Winchester model 55 
single shot rifle. 

The rifle which previously re- 
tailed at $23.95, now has a sug- 
gested retail price of $19.85. 


Business failures drop 


Business failures for the week 
ended Oct. 15 were 252 or 22 less 
than the 274 recorded for the 
previous week, and also 36 less 
than the same week a year ago. 
Business failures to date in 1959 
are 11,599, down 952 from the 
same period last year. 











Complete line of sprayers and dusters. 
First choice for Quality since 1888. 
any styles and sizes. 

Inexpensive. All are 

fast sellers, 


SEND FOR 
CATALOG! 


_ 
< 


>.< 
se i 
We are the T] 
Originators of —7) 
sprayers. Every 
SMITH product is 
superior in workmanship, 
design and performance. 
There is a model for every 
spraying need. 


D. B. SMITH & CO. 


426 Main St., Utica 2, N. Y. for 
<Originetors of Sprayers” | Cotolog 
Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 
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Troubled with 


INVENTORY -ITIS? 


Did you ever think that on a 
30% profit basis you have to 
sell the first 9 pieces out of 
each dozen planters. just to 
cover your purchase cost? So 
the last three remaining 
pieces represent your other 
costs — and PROFIT. 
And those last three 
pieces are often 
hardest of all' to 
sell, 


THE CURE? 
Stanford's MINIMUM-INVENTORY PLAN is 


the answer. It simply means that you can 
buy just 2 or 3 each of a large variety of 
designs, styles, and colors. These will sell 
faster, your investment is far less, your 
capital is kept free, and you replace quickly 
those pieces that move fastest. Your nearby 
Franchised Stanfordware Distributor can 
usually supply most of your wants in 24 
hours or less. You're not overstocked, have 
no breakage claims or big freight bills. Write 
today for FREE color catalog and full 
details. 


STANFORD POTTERY, INC. 


Creative Manufacturing Potters 


DEPT. A SEBRING, OHIO 
Want more facts? Circle 198, p. 71 








NOW/ kA WOOD BORING DRILL SET 





f (Parker) Le m» |) With Cell built right in. 


WOOD BORING DRILL SET _ C7] in the only set that — os 1° to nd 


EXTRA WIDE RANGE \& 
Drill sizes: “", 30”, 2", %”, %”", oe 









in the low, low retail as | 
price — in the faster, cleaner, 


truer boring of 
$2.75 wood, plastics, panelboard, plas- 
ter and compositions. 





in the clearview in the guarantee of 
plastic case. The hardened tool steel. 


colorful package serves as a Takes and holds a keen edge. 
moisture-resistant toolbox. Dis- 


courages pilferage. 





in every one of the 
set's 10 ruggedly 

constructed pieces. Set includes 
in the hang up, universal shank and wrench. 


stand up, tell-all dis- Fits all Ya”’ electric drills 
play card perfectly suited to 


self-service. or drill presses 


Parker No. 10 Wood Boring Drill Set 
for fast turnover — big profits. 


PARKER MANUFACTURING COMPANY 


WORCESTER 1, MASSACHUSETTS 
Want more facts? Circle 199, p. 71 
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« ante the FASTEST SELLING pantryware 
( on your Christmas Profit Tree 


Guaranteed UNBREAKABLE 
100% Hi-Impact Styrene 

New SATIN WHITE color with em- 

bossed gold decoration, also pink, 


yellow and turquoise with gold. 
Apple red with chrome. 



























aie 
tia @ , a \go 
fe 2 
: € 
: = =a Me 8a 
- KN ua 
t : Here’s a profit package you'll want to open long before Christmas. . . 
' pe excitingly beautiful Elegante METALLIC LEAF DECORATED Lustro-Ware 
ay i Pantryware. A real fashion hit with housewives, the demand for 
PE Elegante Pantryware will roll up new sales highs during the gift-buying 
f FVKA weeks ahead. And the first sale sparks a whole series, until 
\ ° (yp milady’s Elegante collection is complete. —— 
! So stock up now in sufficient depth to ig 





assure full line representation through 
the holidays. Order from your local | 
Lustro-Ware supplier along with other fast- 
moving Lustro-Ware housewares staples. 
COLUMBUS PLASTIC PRODUCTS. INC. Columbus, Ohio 











cote! i o 
Guaranteed by > 
Good Houssheoping 


24s sovrerese OES 


Guaranteed by WORLD’S LARGEST manufacturer of plastic housewares 
Want more facts? Circle 200, p. 71 
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The ability to satisfy every need of every customer won't 
necessarily put a lot of money into your cash register im- 
mediately. But it will pay off, in the long run, in growing 
customer confidence, and the extra sales ne profits 
arising from it. 

Republic Bolts and Nuts will help you build this kind 
of customer confidence. You can maintain complete 
stocks, because Republic Steel makes more than 20,000 
standard, and 8,000 special types and sizes of fasteners. 
Even more important, people everywhere know and 
respect the Republic Steel name. Republic produces the 
world’s widest range of standard steels and steel prod- 
ucts. And the Republic trademark—just as it appears on 
each fastener package—is imprinted millions of times a 
year in leading de and consumer advertising media. 
Naturally, therefore, Republic’s reputation for service and 





Bolts and Nuts... 


BUILD CUSTOMER CONFIDENCE 





quality favorably reflects upon you and your business... 
as surely as complete, easy-to-find merchandise! 

In addition, Republic supplies you with a number of 
valuable selling aids. For example, Republic Bolts and 
Nuts come in eye-catching, spill-proof packages, with 
easy-to-read labels that make attractive self-selling dis- 
plays. Republic’s convenient Price-Finder can be hung in 
any handy location, to help you quickly locate and price 
any type of fastener. And Republic also supplies inform- 
ative literature. 

So, if you’re out to provide outstanding customer serv- 
ice—with a consequent rise in prestige and profits— 
Republic Bolts and Nuts belong in your store. Get full 
information now by contacting your nearest Republic 
Distributor. Or mail the handy coupon. 


The Public Respects the Quality of Republic Products! 








FLEXIBLE PLASTIC PIPE—for livestock watering, lawn sprinkling, 
irrigation uses. In coils from 2” through 3” diameter; straight 
lengths in 4” and 6” diameter. Plus a complete line of fittings. 





GM: 
_ 
- ae 


ROOF DRAINAGE PRODUCTS—<a complete line that's competitively 
priced ond ready to use. These uniform products are supplied in 
galvanized steel and ENDURO” Stainless Steel. 








STEEL PIPE—for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a 
full line, in sizes you want. 





WIRE NAILS AND STAPLES—o complete line for every farm and 
home use. Also ideally suited to and accepted by the building 
trades. Made from wire specially produced for nail manufacture. 





Want more facts? 
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CONVENIENT PRICE-FINDER, shown in picture above, demand. Enter selling prices in convenient chart — locate 
illustrates and describes Republic fastener types most in fasteners more quickly, give better service to customers. 


| Sealine one tan ane Cag RON CORa ioe rena a aires 7 
REPUBLIC STEEL CORPORATION 
DEPT. HA-6967-R 
1441 REPUBLIC BUILDING @ CLEVELAND 1, OHIO 


Please send more information on: 


| 
, i 7 C) Fasteners ©) Nails and Staples C) Steel Pipe 
Wolkds Widealr Kange | C) Flexible Plastic Pipe (1) Roof Drainage Products 
| 
| 
| 
| 





Name ee 





of, Standard Steels and 
Stack Produc 
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News About Dealers: Stambaugh-Thompson 





Names Currier Youngstown Store Manager 


Youngstown, Ohio — Rob- 
ert E. Currier of Buffalo, 
N. Y., has been named man- 





ROBERT E. CURRIER 


ager of the downtown store 
of STAMBAUGH-THOMPSON 
Co. The store is at 114 W. 
Federal St. Mr. Currier has 
had 20 years’ experience in 
the retail business including 
15 years with Montgomery- 
Ward & Co. He had been 


manager of three Ward 
stores. Mr. Currier comes 
to his new post from Weed 
& Co., Buffalo, where he 
managed the firm’s  hard- 
ware store. Weed has gone 
out of the retail business. 


St. Louis, Mo.—Construc- 
tion will start soon on a 60,- 
000 sq ft building for CEN- 
TRAL HARDWARE COMPANY’S 
sixth store. It will be _ lo- 
cated in a 100-acre shopping 
center in St. Louis county. 


Elbridge, N. Y.—Leonard 
L. Wilson and his son, Leon- 
ard B. Wilson, have pur- 
chased PLATT AND TWEEDIE 
HARDWARE, INC. The new 
owners have renamed the 
firm ELBRIDGE HARDWARE 
Co., INc. The Wilsons have 
employed El] Foley, an em- 
ployee of the former owners. 

(Continued on page 140) 








STAN 


B. HANSSEN 


Stan Hanssen Elected 
President of Hanson 
Stan B. Hanssen has been 
elected president of the Han- 
son Seale Co., Northbrook, 
Ill. Mr. Hanssen is a grand- 


son of the company’s 
founder. 

S. L. Hanssen, former 
president, has been elected 


chairman of the board. 


SWHA Approves Uniform 
Catalog Service Plan 


The Executive Committee 
of the Southern Wholesale 
Hardware Assn. has ap- 
proved the Catalog Service 
Division plan _ offered’ by 
North American Press, Mil- 
waukee. 

The plan, which furnishes 
wholesalers with uniform 
letterpress proofs of manu- 
facturers’ products for fast 
and efficient catalog changes, 
was previously approved by 
the Executive Committee of 
the National Wholesale 
Hardware Assn. at Atlantic 
City. 


Plumb & Atwood Elects 


Bret C. Neece, board 
chairman of Landers, Frary 
& Clark, New Britain, 
Conn., was elected a board 
member of Plume & Atwood 
Mfg. Co., Thomaston, Conn. 
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IRA A. LUTZ 


Two Executives Get 
New Posts at Clinton 


Clinton Engines Corp., 
New York City, has elected 
Ira A. Lutz, senior vice- 
president, treasurer and 
chief operating officer, and 
Cletus V. Erlacher, Jr., vice- 
president and general sales 
manager. 

Mr. Lutz joined Clinton in 





C. V. ERLACHER, JR. 


1955 as controller and was 
elected vice-president and 
treasurer a year later. 

Mr. Erlacher has been 
with Clinton since 1946 and 
became assistant sales man- 
ager in 1952 and manager 
of original equipment sales 
in 1953. He was elected vice- 
president, OEM sales, two 
years ago. 








a 
JOHN R. SCHOEMER 


John Schoemer Joins 
Yale & Towne Staff 


John R. Schoemer has been 
appointed a consultant on 
architectural hardware for 
Yale & Towne Mfg. Co. He 
will have his headquarters 
at the White Plains, N. Y., 
office. 

Mr. Schoemer for the past 
15 years was managing di- 
rector of the National Build- 
ers’ Hardware Assn., and re- 
tired as of Nov. 1. A high- 

(Continued on page 146) 


Warner Hardware Co. 
Promotes Two Employes 


Kenneth Hengler, former 
sales manager of Lumber- 
yard Sales, has been named 
wholesale hardware depart- 
ment sales manager of the 
Wholesale Div., Warner 
Hardware Co., Minneapolis, 
Minn. 

Richard Musgijerd, a lum- 
beryard salesman. with 
Warner for three years, suc- 
ceeds Mr. Hengler. 


Sabine Supply Sponsors 
Two-Day Selling Show 

Two hundred factory rep- 
presented their 
Selling Show 
sponsored by the Sabine 
Supply Co., Orange, Tex. 
wholesaler, in the company’s 
warehouse. 

Approximately 1200 cus- 
tomers attended the two-day 
show. The booths housed 200 
factory representatives 
their lines. 


resentatives 
lines at a 


and 
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Managemen? Conference 


To Be Held April 4-9 


A management conference 
executives of Na- 
Hardware 
firms will be 
at the 
Princeton, 


for top 
tional Builders’ 
Assn. member 
held April 4 to 9 
Princeton Inn, 


N. J. 


A new study of hardware 
building exit doors will 
Efforts will be 
continued to standardize in- 
hard- 


for 


be conducted. 


stallation of builders’ 


ware. 


Two Elected to Pro 
Dealer Advisory Board 


Pro franchised dealers af- 
filiated with Rose, Kimball & 
Inc., Elmira, N. Y.., 
wholesaler, have elected two 
new members to the dealers’ 


Baxter, 


advisory board. 

The two dealers 
win Sagenkahn, 
Hardware, Forty 
and Ed Page, 


Fort, 


are Ir- 
Sagenkahn 
Pa.., 
manager of 
the Chase-Pitkin Retail Div., 


Bilt-Rite Wood Products Co., 
Rochester, Pa. 

The advisory board works 
with the management of the 
wholesale firm in developing 
dealer services. The election 
was made at a meeting of 
the R,K&B’s Pro franchised 
dealers, held in conjunction 
with R,K&B’s recent general 


merchandise show. 
A special plaque was 
awarded to George and 


Frank Watrous, 
Watrous & Son Hardware, 
Athens, Pa., for outstanding 
work during their service on 
the advisory board. 


of George 


Wooster Brush Elects 
Shaw Vice-President 


Forrest B. Shaw has been 
elected vice-president, manu- 
facturing, Wooster Brush 
Co., Wooster, Ohio. 

Mr. Shaw was president 
and general manager of 
Rubbermaid, Inc., Wooster, 
Ohio. 





Macklanburg Elects 
President, Chairman 


R. A. Macklanburg, Jr., 
was elected president of 
Macklanburg - Duncan 


succeeding L. A. 
burg, 


for 40 years. 


Co., 
Macklan- 
who has held the office 


L. A. Macklanburg has 
been elected board chairman. 
R. A. Macklanburg, Sr., one 
of the founders, has been 
named vice-chairman of the 
board. 

W. W. Hulsey is now ex- 
ecutive vice-president and 
director of sales. 





Newly dated officers of Macklanburg- Duncan Co., 
W. 


Hulsey, executive 


left to right: 
vice-president and director of sales; 
L. A. Macklanburg, chairman of the board: R. A. Macklanburg, 
Jr., president. 


Pamp Sales Up 13.6 percent; Manufacturers 
Set 1960 Dealer Program at Annual Meeting 


for the 
of this 


first 
year 


Pump sales 
eight months 
were up 13.6 percent over 
the same period in 1958. 
F. B. Hout, retiring presi- 
dent of the National Assn. 
of Domestic & Farm Pump 
Mfrs., reported this figure at 
the organization’s annual 
meeting. 

Mr. Hout pointed out that 
800,000 units probably would 
be sold by the end of the 
year. Sales for all of 1958 
were 696,000. 

A high point of the meet- 
ing in Chicago Oct. 15-16, 
was the presentation of a 
two-sided dealer program 
for 1960. 

One side is a Dealer-Devel- 
opment Seminar to be held 
Nov. 20 at the Ambassador 
Hotel, Milwaukee. This 
seminar is part of the plan 
to continue promotion of the 
association’s “certified per- 
formance product” seal based 
on industry engineering 
standards. In 1960 all mem- 
ber companies will use the 
seal on their pumps or in 
their advertising. 


The 
dealer 
sive promotion 
the 12th annual National 
Water Systems Month. The 
first week will be National 
Pump Display Week. Deal 
ers will receive a special pro- 


second part of the 
promotion is aggres- 


of May, as 


motion kit to support this 
event. 
New officers are: presi- 


dent, H. S. Lauterbach, 
president of Sta-Rite Prod- 


ucts, Inc.; vice-president, 
R. W. Lewis, manager of 
dealer division, Fairbanks- 
Morse & Co.; treasurer, 
W. F. Deming, president of 
Deming Co. 

John M. McDonald, Jr., 


president of A. Y. McDonald 
Mfg. Co., has been elected to 
the board of directors. 5S. A. 


Bunis, assistant general 
sales manager of Goulds 
Pumps, Inc. was reelected. 


Both will serve three years. 

R. W. Lewis was elected 
chairman of the board. John 
Hosford continues as execu- 
tive 
sociation. 


vice-president of the as- 





Shapleigh Hardware 
Names C. E. O'Radnik 


C. E. O’Radnik has been 
appointed merchandise man- 
ager at Shapleigh Hardware 
Co., St. Louis wholesaler. 

Mr. O’Radnik has been a 





Cc. E. O'RADNIK 
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buyer for Shapleigh. Before 
joining the firm, he was a 
buyer for Marshall-Wells 
Co., Duluth, Minn. 


American Power Tool 
Appoints J. R. Sharp 


John R. Sharp, Jr., former 
sales representative for an 
electric tool manufacturer, 
has been appointed assistant 
sales manager of American 
Power Tool Co., division of 
American-Lincoln Corp., To- 
ledo, Ohio. 


New McKinney Office 


The West Coast regional 
sales office of McKinney 
Mfg. Co., Pittsburgh, Pa., 


Mission 
560 


has moved from 539 
St., San Francisco, to 
Ninth St. 
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News of the Trade 








news in brief of 


MANUFACTURERS’ AGENTS 


@ Yard-Man, Inc., Jackson, Mich — Washington, Oregon 
and Idaho to Bloodworth & Janney Associates, Port- 
land, Ore.; California, Arizona, Nevada, New Mexico and 
E] Paso, Tex., to Leonard Pill & Associates, Los Angeles; 
Louisiana, Arkansas, Oklahoma and Texas to Robert W. 
Dansby Co., Dallas, Tex.; and Iowa, Nebraska, Kansas and 










HOUSE 
NUMBERS 


Self 
Service 





Missouri to Ringheim-Humphrey & Associates, Kansas 
. City, Mo. 
SNE FOR YOU @ W. MacMaster, Cleveland, Ohio—W. MacMaster has 


formed a manufacturers’ agency that will cover Ohio and 
western Pennsylvania. Mr. MacMaster was associated with 
Empire Brushes, Inc., and Jacobsen Mfg. Co. His head- 
quarters are at 1096 Churchill Rd. 


fr 
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@ Boyt Co., Des Moines, Iowa—Texas to Dick W. Van 
Sickle from headquarters in San Angelo, Tex.; Montana, 
Wyoming, Utah and southern Idaho to Richard E. More, 


with headquarters in Denver, Colo. 


@ Iona Mfg. Co., Manchester, Conn.—Virginia to Wm. H. 
Webster and Associates; Michigan and Toledo, Ohio, to 
Stevenson-Bailey Co. 


@ American Screen Products Co., Northlake, I1]—Wiscon- 
sin and Illinois except St. Clair and Madison counties to 
Del A. Knop for the Har-Vey line. 


@ Mel Izen Co., West Newton, Mass.—The company has 
moved to a new showroom and sales office at 1387 Wash- 
ington St. 





@ Toolkraft Corp., Springfield, Mass.—Georgia, Virginia, 
Tennessee, Arkansas, Mississippi, Alabama, North Carolina 
and South Carolina to C. M. Allen Co. 


i: “SAFE” black hammered, rustproof 
aluminum numbers assure a lifetime | 
of customer satisfaction — just show | 


; : | @ American Air Filter Co., Louisville, Ky. 
em to sell ‘em. | 


@ Louis B. Kessler Co., New York City—This sales repre- 
sentative firm has moved from 1261 Broadway to 825 West 
End Ave. 


New England 
states to Landeau Associates, Middletown, Conn., for the 
Electro-Klean electronic home air filter. 





@ Turnbuckles, Inc., Michigan City, Ind.—Ohio to Dorsey 
Endres & Co. who have appointed W. W. Gentino repre- 
sentative in that state. 


@ Rugged green, black and white display 
box retains its eye appeal for many, 


many months. @ Landers-Segal Color Co., Brooklyn, N. Y.—North Caro- 


lina to Austin M. Smith, Morganton, N. C. 
@ Requires only 92” x 13” of counter space. A OR 
@ Martin Automatic Fishing Reel Co., Mohawk, N. Y.— 


®@ Refill stock is immediately available; spec- New England states to Bob Lawrence, Homer, N. Y. 


ify ALH 2880-1D. @ Otto Bernz Co., Rochester, 


to Added Sales Co., Chicago. 


N. Y.—Illinois and Wisconsin 


®@ Weighs 4% Ibs. 





a ee ee 5 


@ 100 numbers (10 each, “1” thru “0”); spec- Jack’s H t1 
| | ify ALH 2880D-1D for display with numbers. whe aaa Seaieman egporen 
by John E. Monaghan and 


Lucien Trembley. 


News About Dealers: 





(Continued from page 139) 


Elma, Wash. — Mr. and 
Mrs. Hubert F. Vanairsdale 
1 | have bought the QUALITY 
HARDWARE STORE from Mr. 
and Mrs. Cleve Spinner who 
have operated the business 
for the past three years and 
from 1940 to 1947. 


@ Suggested retail price: 
21¢ each. Total value: $21.00. 


a ae a 


®@ Display is free. 
You pay only for the numbers. 


' 
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L Order From Your Jobber | 


; a" 
ae . OM 
. o Sn 
ence ssiseseastlaiilagibpeablib ss Si 


Correction 
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An honorary membership 
was conferred on Adon 
Brownell by the American 
Society of Architectural 
Hardware Consultants at the 


we er eete ss - 
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SAFE PADLOCK AND HARDWARE CO. 
LANCASTER, PA. 


Want more facts? Circle 202, p. 71 
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South Hadley, Mass. — A 
ribbon-cutting ceremony con- 
ducted by Judge George 
Beauregard officially opened 


New Orleans convention, and 
not a life membership as re- 
ported in the Oct. 22 issue, 
page 128, 








One order, one source...for more fastener business 


Only Screw and Bolt Corporation 


OFFERS 


YOU ALL FOUR! 





Award Winning 
Packaging 


Sturdily built for product 
protection and ease of hand- 
ling, they rated national 
recognition—attractive, col- 
or-keyed, full-sized labels. 


Widest Range 
Available 


This most complete line of 
engineered fasteners lets 
you satisfy every customer 
need. Prompt delivery on 
all hardware fasteners. 


Merchandisers 


Brilliant red salesman stops 
traffic anywhere on high 
profit zinc plated bolts. 
Handy charts simplify pric- 
ing. We imprint for you. 


Quality Brand 
Name 


Well-known fasteners with 
built -in ready customer ac 
ceptance—that do the job— 
assure continuous turnover. 


Take advantage of all four—see your Screw and Bolt Corporation distributor 


7 
, . , paa > 
) i [ < > 4 a 4 cw? e¢, — 


Formerly Pittsburgh Screw and Bolt Corporation 


AMERICA’S MOST COMPLETE LINE OF 


Vij 
SCREW AND BOLT CORPORATION © 


P.O. Box 1708 


Want more facts? Circle 203, p. 71 






INDBWSTRIAL FASTENERS 


SVE ow. 
> OF AMERICA 


Pittsburgh 3O, Pennsylvania 






















Investigate Garden Pride and Dixie for ’60! | 
There’s a model to meet every competitive price! 


4, 





Self-Propelled Mower 


@ MULCHER 


great lines- 


+ ie 


Here the GARDEN PRIDE 22° 


ooo 


STEEL 
DECK 
LINE 


’ 


“4 





Built? to sell for 


-. $79. g WITH FULL 


MARK-UP! 


~~ @ RECOIL STARTER 
“Ne BRIGGS OR CLINTON 3 HP ENGINE 
@14 GA. STEEL BASE 
__@ OILITE BEARING WHEELS, REAR 8" FRT. 7" 


_—@ 22" AIR LIFT BLADE 
_@ 4 CUTTING HEIGHTS, 1 TO 3 INCHES 


Want more facts? Circle 204, p. 71 
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SOUTHLAND MOWER CO., SELMA, ALA. 


Gentlemen: Please send me complete material including price list on DIXIE and 
GARDEN PRIDE Mowers. 


“*eeeeeeeveeeeeeneneeeeeeneeeeeneeeeeeeree 
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AUTOMATIC 


RELIEF VALVES 
A.G.A. Listed 


. . . finest quality at competitive price 


With Mansfield automatic relief valves, you 
can satisfy your customers’ demands for top 
quality at a competitive price . . . supply them 
with the exact model to meet their individual 
temperature-pressure or local code requirements. 


Mansfield automatic relief valves are equipped 
with a special thermo-sensing element that pro- 
vides effective temperature relief action and 
assures immediate closing of the valve after a 
10 degree drop in water temperature. Stainless 
steel control spring gives instant relief whenever 
pressure exceeds valve setting. 


Pressures are adjustable from 50 to 200 p.s.i. 
B.T.U. rating 150,000. For more information 
about Mansfield’s complete line of automatic, 
pressure and temperature-pressure relief valves, 
write today for bulletin LL-9826. 


MANSFIELD NO. 496 
Automatic Reset 
Temperature-Pressure Relief Valve 









® 


AA-9828 


MANSFIELD NO. 497 
Automatic Reset 
Temperature-Pressure Relief Valve 
adjustable pressure with test lever 





SSSSCSSSSSSESCSESCOCSCSCOCOCCOCCOSCCES 
MANSFIELD NO. 498 
Automatic Reset 
Temperature-Pressure Relief Valve 
with 6-inch extension tube 


SSeeeeeSeeeeeeeeeeeeeeeed 
MANSFIELD NO. 499 
Automatic Reset 
Temperature-Pressure Relief Valve 
adjustable pressure with test lever 
and 6-inch extension tube 











SSCSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSCOSCSCSESCESCCOSCSE 


Mansfield Nos. 497 and 499 re- 
| lief valves are equipped with a 
special calibrated test lever that 
fits easily into the pressure cap for 
quick pressure setting on the job. 





MANSFIELD 
SANITARY, INC. 


Perrysville, Ohio 
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ROBERT J. JACOBS 


Ekco Division Names 
Field Sales Manager 


Robert J. Jacobs, former 
assistant general sales man- 
ager, Premium and Specialty 
Div., Ekeo Products Co., Chi- 
cago, has been promoted to 
national field sales manager 
for the Ekco-Autoyre divi- 
sion. 

He joined Ekco in 1950 as 
a sales correspondent and 
has been a company sales 
representative. He was a 
sales manager for the Michi- 
gan -Ohio-Indiana- Kentucky 


district before his appoint- 
ment in 1958 to assistant 
general sales manager of 


the premium and 


division. 


specialty 


Snyder Succeeds Kluth 
At Pittsburgh Plate 


Walter D. Snyder, formerly 
manager of the New Orleans 
distributing branch, has been 
appointed general manager 
of operations for the Mer- 
chandising Div., Pittsburgh 
Plate Glass Co. 

Mr. Snyder succeeds Harry 
R. Kluth who has retired af- 
ter 50 years with the com- 
pany. He had served in his 
last position since 1945. Mr. 
Kluth started as an office boy 
in the Philadelphia distribut- 
ing branch. 


Chicago Meeting Set 
For Housewares Clubs 


The annual meeting of the 
National Federation of 
Housewares Clubs will be 
held during the Jan. 11-15, 
1960 National Housewares 
Show at Chicago. The exact 
date has not been decided. 

The NFHC schedule _ in- 
cludes election of officers, 
business sessions, and an 
open forum or cocktail 
party. Representatives from 
most of the nation’s house- 
wares clubs will attend. 


News of the Trade 





Bassick Co. Appoints 
General Sales Manager 


Ralph D. Mount, distribu- 
tor and truck caster sales 
manager, has been appointed 


general sales manager of 
Bassick Co., division of 


Stewart-Warner Corp. 
Mr. Mount joined the firm 
32 years ago and became ad- 


vertising manager in 1928 
and then assistant sales 
manager. 





RALPH D. MOUNT 


Witt Cornice Elects 
S. J. Swensson V-P 


Stuart J. Swensson has 
been elected vice-president 
of the Witt Cornice Co., Cin- 
cinnati, Ohio. He will con- 
tinue as general sales man- 
ager also. 

Lawrence V. Lindgren, 
former assistant sales man- 
ager, has been named sales 
manager, manufactured 
products division. 


Burroughs Mfg. Co. 
Names Sales Manager 


Harry A. Edmondson, for- 
mer divisional merchandise 
manager of housewares at 
Ekeo Products Co., has been 
appointed general sales man- 
ager for the Burrite line of 
plastic housewares division 
and the marine products di- 
vision of Burroughs Mfg. 
Corp., Los Angeles, Calif. 


Brand Name Changed 
Toolkraft Corp., Spring- 
field, Mass., has completed 
the change over of the brand 
name of its power tool prod- 


ucts from Darra-James to 
Toolkraft. Since October 1 


factory products and litera- 
ture have carried the Tool- 
kraft name only. A gradual 
change to the  Toolkraft 
brand name has been in proc- 
ess for one year. 
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PENNSYLVANIA has the top 
line that's Competitively Priced J 


Get the full story on all-new Pennsylvania Mowers. & 
America’s best hardware distributors carry the line... or write 
Pennsylvania Power Mower Division, 
American Chain & Cable Company, Inc., Exeter, Pa. 
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keep profits UP with UPLAND 
SREP RGNES WRENCH SETS 


New “see-through” packaging sells for 
you—speeds up turnover—boosts profits, 
because THERE’S NO PRICE INCREASE. 


POCKET HEX KEY WRENCH SET 


No. SP-7K—[-Beam Construction, bright plated. 
Extra strong, tool steel hardened and tem- 
pered Hex Keys. Wearhard surface guaranteed. 
7 keys swivel 180° for easy use. Sizes .050" to 
3/16” across flats, fit #3 to 3/8" screws. One 
dozen per box, one gross per shipping carton. 
Shipping wt. 36 Ibs. per gross. Retail 9B¢ ea. 
Terms: 2% 10 days, net 30, F.O.B. factory. 


For full-line catalog and name of nearest jobber, write: 


UPLAND INDUSTRIES, Inc. Upland 7, Pa. 
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BULL DOG 


E. H. TATE CO. © 251 CAUSEWAY ST © BOSTON, MASS 
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FOR EVERY USE! 





EAGLE 
wemee & “M“ LINE 
GASOLINE 
FILLERS 


Versatile for outdoor, marine, 
garden, home... equipped 
with flexible spout, brass 
strainer, vent clip, filler cap 
for easy gasoline flow... 
“A” line features oil measure 
.. fast selling, attractive . . 
sturdy construction for long 
use ... available in 1, 2, 


GALVANIZED 
214, 5 gal. 


ASOLINE CAN 


be Raniee:) $f 
s7yeee 


EAGLE 
GALVANIZED 
Oil & GASOLINE 
CANS 


2 Gal. 


Rugged for long hard use... 
seamless drawn dome shape 

.. double-seamed bottom . . . 
no top or side seams... made 
of heavy 26-gauge galvanized 
steel .. . ideal for home, plant, 
shop, farm, garden, camp, 
construction. . . available in 
1, 2, 244, 5 gal. 

* 


oe* @~e6 
FF 
Order from 
\ Your Supplier 
\ WRITE FOR FREE 
CATALOG ° 
SHOWING ° 


COMPLETE ° 
EAGLE LINE , S 


° 5 Gal. 





SERVING THE TRADE SINCE 1894 | 


MANUFACTURING CO. 
Wellsburg, W. Va. 
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1 WE'RE MAKING BIG MONEY Now THAT WE'RE SUGGESTING 
SCOTCH’ BRAND MASKING TAPE WITH EVERY PAINT SALE ! 








“SCOTCH” and the plaid design cre registered trademarks of 3M Co., $t. Poul 6, Minn. 


>>», 
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«++ WHERE RESEARCH IS THE KEY TO TOMORROW 






WEATHERSTRIPPING for DOORS and WINDOWS 


SAG E Repring bronze weatherstripping 


is made from extra heavy, high grade bronze 


in variety of widths and packed in 17 foot at- 
tractive plastic containers with nails and holes, 


olley and is thick enough to withstand “buck- 
ling”. tt has sufficient tension to allow for 
perfect adjustment to conditions. Both edges 
ere hemmed. SAGER spring bronze is available 


SAGER 









enough for one door or window. This weather- 
stripping is also packed in 100 foot boxes. 
SAGER has been famous for more than 38 years 
as a manutacturer of quality building products. 


WEATHERSTRIP & CALKING CORP. 


2050 West 59th Street CHICAGO 36 iLL 


Phone PRospect 8- 5000 
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News of the Trade 





brief reports of 


MANUFACTURERS’ SALESMEN 


@ Fred Arbogast Co., Akron, Ohio—Jud Bailey, former 
salesman for Nate Buel, to representative in Washington, 
Idaho, Montana and Oregon with headquarters in Seattle; 
B. C. Joyner, formerly with Rothrock & Associates, Mem- 
phis, to Florida, Georgia, Tennessee, Virginia, West Vir- 
ginia, North Carolina, South Carolina, Kentucky and Ala- 
bama from Memphis. 


@ Mirro Aluminum Co., Manitowoc, Wis.—George Yohanek 
to sales representative in parts of Alabama, Arkansas, 
Mississippi and Tennessee; Marion Durham to sales repre- 
sentative in Georgia; and Jay C. Kruck from premium sales 
department to sales representative in Ohio and parts of 
Pennsylvania. 


@ Dicks-Armstrong-Pontius, Inc., Dayton, Ohio—James R. 
Brinegar from building products sales field to Louisiana 
and the southern half of Texas; John Donovan, formerly 
with a paint and glass distributor to southern Ohio, central 
and eastern Kentucky and southern West Virginia. 


@ Wear-Ever Aiuminum, Inc., New Kensington, Pa.—L. E. 
Foreman from assistant sales manager of the food service 
equipment division to Los Angeles district sales manager. 
He succeeds H. E. O’Rear who has retired after 26 years 
with the company. 


@ Stanley Hardware Div., Stanley Works, New Britain, 
Conn.—Richard L. Dixon from Monroe Calculating Machine 
Co., Springfield, Mass. to northern California and Nevada 
with headquarters in San Francisco. 


@ R. D. Werner Co., Greenville, Pa.—Philip Leidich for- 
merly a district manager with Mystik Adhesive Products 
Co., to end products district sales manager for Michigan, 
northwestern Ohio and northern Indiana. 


@ Dayton Industrial Products Co., Div. Dayton Rubber Co., 
Melrose Park, Ill—Robert J. Burton from industrial sales- 
man with Toledo Scale Co., to district sales manager in 
northern Wisconsin and Michigan peninsula areas. 


@ A. Y. McDonald Mfg. Co., Dubuque, Iowa—William A. 
Headlee, formerly branch manager of the Wholesale Div., 
Rogers Bros. Seed Co., to manager of the Kansas City, 
Mo., branch. 


@ Deming Co., Salem, Ohio—Charles J. Wiss. former sales 
and installation engineer with a vertical turbine manufac- 
turer, to western representative in California, Arizona, 
Utah, New Mexico and Nevada. 


@ Borden Chemical Co., New York—Kenneth R. Smith 
from Virginia to technical sales representative in the New 
England states, with headquarters in Greenfield, Mass. 


@ Philip Carey Mfg. Co., Cincinnati, Ohio—Ray Wolcott 
from sales manager for H-C Sales Co., Peoria, IIl., to sales 
manager of the company’s St. Louis district. 


@ Yard-Man, Inc., Jackson, Mich.—Richard Overy, Ted 
Godowski, Larry Duncap and Richard Wickwire were pro- 
moted to district sales managers. 


@ Black & Decker Mfg. Co., Towson, Md.—Ralph W. Ja- 
nelli, Chicago district manager of the Hardware Div., has 
added Minneapolis to his territory. 


@ Bennett-lIreland, Inc., Norwich, N. Y.—Philip M. Barns 
formerly with Colgate-Palmolive Co., to representative in 
western New York and Pennsylvania. 





Rotary Mowers 
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PENNSYLVANIA has the top 
line that’s Competitively Priced Ff 


Get the full story on all-new Pennsylvania Mowers. a 
America’s best hardware distributors carry the line... or write 
Pennsylvania Power Mower Division, 
American Chain & Cable Company, Inc., Exeter, Pa. 
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GATE HOOKS 


AND EYES 


BETTER HOUSEHOLD 
“HARDWARE SINCE 1872 


BULL pote) GATE HOOKS 


AND EYES 
E. H. TATe CO. ® 251 CAUSEWAY ST. © BOSTON, MASS. 
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Speed King — 


wav wo RED RACER 


e Beautiful eye appeal 

e Matching Pads 

e Extra Long Extension 
e Ball Bearing Wheels 








All Speed King Skates are 
shaped to the foot for com- 
fort. Iinvestigate the 
complete line today. 








Distributed through hardware and toy jobbers from coast to coast ~* 





HUSTLER CORPORATION sreriing, niinois 
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ONLY SOUTH BEND 
makes all 3 — fibre, folding and English 


doll carria ges / 


Model 2046 is a best seller 
with dealers everywhere. 
Large-sized body covered with 
quilted aqua vinyl. Fully cov- 
ered rail... duchess gear... 
two-tone four-bow hood... 
plated, tubular steel handle 

.. white spoke wheels and 
white rubber tires. 


The Model H200 English Hard 
Side Doll Carriage is the last 
wordforthe young smart set’ 
Graceful body of Duron in 
Royal Blue enamel with full 
covered rail is just right for 
popular ‘‘baby doll.’ Blue 
quilted hood with chrome 


V4 EY 
“a > —~ Y, 
Ca HN plated spreaders. Fenders and 
te # > me handle are also chrome 
y plated. Tubular steel gear and 
CT \g tae 84" wire wheels 
_ Write for catalog! 
(— ’ ‘a By "> “a r ; -_. nr ’ , 
SOUTH BEND TOY) 
| N D 1 
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CAST ALUMINUM 
WEATHER 
VANES 


Cast in 3 di- 

mensional life 

time aluminum. 

Adjustable 
racket. Fits 
any roof. 5 De- 
signs in gleam- 
ing black. 


individually 
packed in 
gift shipping 
carton. o 
per shipping 
Mfrs. of Cast Aluminum — 
and Mail Box Signs, DOO 


for FREE Catalog. CO., INC. . 
REMINGTON HARDM\ pe 6, N.Y. | 


102 GREENWICH cme 


container. 
Boxes, House 
Viewers. Send 


~* 
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2-IN-1-PACK ! 


FLEX-FOLD PADS 


16 pads. You can split package — make more sales. 


1 POUND TUBES @ SPOOL WOOL 
FLOOR PADS @ HANDI-KITS 

SCOUR PADS @ SOAP-FILLED PADS 
Not sold direct. Order through your Wholesaler. 


Long Island City 1 
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RONALD K. DUKE 


Garvey Corp. Elects 
R. K. Duke President 


Ronald K. Duke has been 
elected president of the Gar- 
vey Corp., St. Louis, Mo., 
succeeding Edward S. Gar- 
vey, founder of the company 
who has retired. 

Mr. Duke joined Garvey 
vice-president and gen- 
eral manager in 1958. 


’ 


as 


Bridgeport Hardware 
Merges With Purolator 


Bridgeport 
Mfg. Corp., 
Conn., has 


Hardware 
Bridgeport, 
merged with 
Purolator Products, Ine., 
Rahway, N. J. Bridgeport 
will be operated as a_ sub- 
sidiary of Purolator. 

John F. Windsor, former 
executive vice-president of 
Bridgeport, will direct the 
subsidiary as its president. 
Harry B. Curtis, Bridge- 
port’s former president, will 
be chairman of the board of 
the subsidiary. 


Republic Wins Award 


Republic Steel Corp. re- 
ceived the 1959 advertising 
award of the National Assn. 
of Sheet Metal Distributors 
at the forty-ninth annual 
convention on Oct. 6. The 
award was won by Republic 
for its explanation to steel 
consumers and the public of 
the Distributors services and 
functions. 


Lee Rubber Expands 


Lee Rubber & Tire Corp., 
Conshohocken, Pa., has pur- 


_ chased all rubber hardware 





and housewares production 
molds and equipment of the 
Dural Rubber Co., Fleming- 
ton, N. J. The line of prod- 
ucts formerly produced by 
Dural will be included in the 
forthcoming Lee catalog. 


News of the Trade 





John Schoemer Joins 
Yale & Towne Staff 


(Continued from page 138) 


light of the recent Builders’ 
Hardware convention in New 
Orleans was presentation of 
a book of testimonial letters 
and comments to Mr. Schoe- 
mer (HA, Oct. 22, p. 117). 

Mr. Schoemer had his own 
contract hardware firm for 
nine years, before joining the 
association. He started his 
builders’ hardware career 
with Sargent & Co. Mr. 
Schoemer is a charter mem- 
ber of the American Society 
of Architectural Hardware 
Consultants and was execu- 
tive secretary of the Society 
for six years. 


Builders’ Hardware 
Club Is Organized 


A builders’ hardware club 
has been formed in eastern 
Ontario and western Quebec, 
Canada. The organization, 
Inter-City Builders’ Hard- 
ware Club, held its first 
meeting Sept. 16 in Ottawa. 

Officers elected are: presi- 
dent, F. L. Jones, Stanley 
Works of Canada; vice-pres- 
ident, Edward Hanrahan, 
Durand Hardware Ltd.; trea- 
surer, M. J. Quinn, Builders 
Sales Ltd.; secretary, Aline 
Pyne, W. A. Rankin Ltd. 

Directors: distributors, 
E. J. Tighe, Contract Hard- 
ware Div., Glover Sales Ltd.; 
J. E. Green, G. T. Green 
Hardware Ltd.; R. J. Davis, 
W. A. Rankin, Ltd. Manu- 
facturers’ representatives, 
W. R. Wilcox, Russwin 
Belleville Lock Div.; S. C. 
Mitchell, Yale & Towne Mfg. 
Co. Manufacturers agents, 
Andre LaLiberte, LaLiberte 
& LaLiberte, Inc.; C. Me- 
Mullen, C. McMullen & Co. 

William S. Haswell, man- 
aging director, National 
Builders’ Hardware  Assn., 
addressed the meeting. 


Prophetstown Mfg. Div. 
Names General Manager 


Granger B. Thurstone has 
been appointed general man- 
ager of the Prophetstown 
Mfg. Div., Buffalo-Eclipse 
Corp., Prophetstown, III. 
Ralph F. Peo, board chair- 
man of Buffalo-Eclipse 
Corp., announced the ap- 
pointment. 

The Prophetstown Mfg. 
Div. includes the Eclipse 
Lawnmower Co. and_ the 
Penberthy Mfg. Co. 
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PENNSYLVANIA has the top 
line that's Competitively Priced ¥ 


Get the full story on all-new Pennsylvania Mowers. s 
America’s best hardware distributors carry the line. . . or write 
Pennsylvania Power Mower Division, 
American Chain & Cable Company, Inc., Exeter, Pa. 
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Spur“ NS 
HALF SURFACE | 
TEMPLATE DRILLED 


Butt-Hinges 
PLAIN AND 
BALL BEARING 


@ HEAVY WEIGHT WROUGHT | | 
STEEL prime coat finish 
@ NON-RISING PIN 


@ MODERN BUTTON TIP cowest F 
@ FIVE KNUCKLES prices: 


@ REVERSIBLE, FOR LEFT OR RIGHT HAND 


Recommended for use on Kalamein, Hollow 
Metal, Kaylo and Weldwood Fire Doors. The 
Jamb leaf is mortised and the door leaf is sur- 
face applied. Primed finish for painting with 
bonderized undercoating. Furnished with flat 
undercut head machine screws for jamb leaf, 
and oval head machine screws with grommet 
nuts for door leaf. , “ . 
Sizes 4", 42" and 5” 
Complete stocks of Cabinet Butts and Door 
Hinges on hand for immediate shipment, in all 


metals, finishes and sizes. ® 


THE SPARTAN WORKS LTD. 


24-28 LUDLOW STREET Phone WALKER 5-6300 NEW YORK 2, N.Y 
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FAST SELLING 72 TOOL ASSORTMENT! 


Here’s a display unit just packed with profit. Six each of 
the twelve fastest selling tools on the market today! 
American made by skilled craftsmen, these quality tools 
invite sales. Beautifully displayed in a compact, colorful 
counter piece. You sell each tool at the same low 99¢ price. 
Ideal for impulse selling! Setup allows for a dealer profit 
of $24.88. A perfect promotional unit! ‘Tool up’ for profits 
with Great Neck by contacting your jobber today. 


Better than 54% on cost! 


GREAT NECK TOOLS ARE NATIONALLY ADVERTISED 


SAW MANUFACTURERS, INC 


at: i ae N € 
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News of the Trade 








Dates Announced For 
Wholesalers’ Shows 


Weed & Co., Buffalo, 
N. Y. Jan. 17-20 Blue 
Chip Dealer Merchan- 
dise Show at Statler- 
Hilton Hotel, Buffalo. 


em 


Wisco Hardware Co., 
Madison, Wis. Jan. 31- 
Feb. 2, Annual Mer- 
chandising School & 
Sales Show in coopera- 
tion with the Univer- 
sity of Wisconsin 
School of Commerce. 
Headquarters at com- 
pany offices and univer- 
sity campus. 

Dates of other wholesalers’ 
shows and conventions an- 
nounced previously are 
shown in the Convention 


Calendar beginning on page 
102 











E. T. COLLINSWORTH, JR. 


Carlon Products Corp. 

Elects Collinsworth 
Even T. 

has 


Collinsworth, Jr., 
been elected president 
of Carlon Products Corp., 
Aurora, Ohio, succeeding 
William L. Abramowitz who 
was elected board chairman. 

Mr. Collinsworth was 
president of the Velsicol 
Chemical Corp., Chicago. 

Mr. Abramowitz, who suc- 
ceeds Brigham Britton, has 
been named chief executive 
officer of the firm. Mr. Brit- 
ton assumes the executive 
committee chairmanship and 
has been named board vice- 
chairman. 


Representative Retires 


Daniel M. Dorsheimer, a 
representative for Standard 
Tool Co., Cleveland, Ohio, 
has retired after more than 
40 years with the firm. He 
has represented the com- 
pany in Maryland, eastern 
and central Pennsylvania. 





OBITUARIES 








George H. Halpin 


George H. Halpin, 69, 
vice-chairman of the execu- 
tive committee of Minnesota 


GEORGE H. HALPIN 


Mining and Mfg. Co., died 
Oct. 19 in a Minneapolis 
hospital after a long illness. 
He was a vice-president, 
sales manager and director 
of Baeder Adamson & Co., 
Philadelphia, when it was 
acquired by 3M in 1930 and 
Mr. Halpin became 3M sales 
manager. He was elected a 
3M director in 1939 and in 
1949 vice-president of sales. 
He was elected executive 
vice-president in 1955. Mr. 
Halpin is a past president of 
the American Hardware 
Mfrs. Assn. 


Edwin D. Parker 


Edwin D. Parker, 81, pres- 
ident of Parker Sweeper Co., 
Springfield, Ohio, died re- 
cently after a long illness. 
Mr. Parker was elected pres- 
ident in 1925. Richard W. 
Parker, his son, is vice-pres- 
ident and general manager 
of the company. 


Edward C. Phillips 
Edward C. Phillips, 36, 

salesman for the Saw & 

Tool Div., Sandvik Steel, 


Ine., died suddenly Sept. 24 
in Sanford, N. C. 


Henry S. Prinz 


Henry S. Prinz, 51, an 
employe of Moore-Handley 
Hardware Co., Birmingham, 
Ala., wholesaler, died of a 
heart attack recently. 


Herman J. Ruschel 


Herman J. Ruschel, 
former representative for 
Kretschmer-Tredway, Du- 
buque, Iowa, wholesaler, and 


oY, 
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the former John Pritzlaff 
Hardware Co., Milwaukee, 
Wis., died of a heart attack 
Oct. 2 in a Chicago hospital. 


Louis Wilke 


Louis Wilke, 81, manager 
and treasurer of Wagen- 
schuetz Hardware Co., North 
Tonawanda, N. Y., died 
Sept. 21 in De Graff Memo- 
rial Hospital after a brief 
illness. He was employed by 
the hardware firm for more 
than 67 years, starting as a 
clerk when he was 14 years 
old. He received the Est- 
wing hammer award for 50 
years’ service in the hard- 
ware industry. 


Louis Fisdell 


Louis Fisdell, 71, a whole- 
sale hardware man, died Oct. 
12 in Doctors Hospital, New 
York City, after a long ill- 
ness. Mr. Fisdell, senior 
partner in the Atlas Hard- 
ware had been in the 
hardware industry’s tool di- 
vision for 45 years. 


Co., 


Ernest Andrews 


Ernest Andrews, presi- 
dent-treasurer of J. E. An- 
drews Hardware Co., Pough- 
keepsie, N. Y., died suddenly 
at his home in Candlewood 
Isle, New Fairfield, Conn. 
His father founded the busi- 
ness more than 50 years ago. 


Willie Gray Kelley 


Willie Gray Kelley, 64, a 
traveling hardware salesman 
for about 15 years, died 
Sept. 28 at his home in 
Kevil, Ky. 


Edgar P. Silverman 

Edgar P. Silverman, 76, 
retired operator of E. Silver- 
man and Sons, a wholesale 
hardware business founded 
by his father in 1877, died 
Sept. 23, while vacationing 
in Bloomer, Wis. He retired 
about a year ago. 


Cecil Mikwee 


Cecil Mikwee, former 
owner of Rex’ Hardware, 
died Sept. 21 after a long ill- 
ness in a Birmingham, Ala., 
hospital. He had sold his 
business a week before he 
died. 





William |. Westlake 


William I. Westlake, 84, 
founder of the Westlake 
Hardware Co., now a chain, 
died Oct. 2 in Whitaker 
Hospital, Moberly, Mo., after 
a long illness. His son, F. 
K. Westlake is manager of 
the Moberly, Mo. store and 
a son-in-law and daughter, 
Mr. and Mrs. Nathan Casto, 
are owners of a hardware 
store in Brunswick. 


Charles S. Wills 
Charles S. Wills, 
chairman of Ernst Hard- 
ware Co., Seattle, Wash., 
died Sept. 26 of a heart at- 
tack. He also was president 
of the Westlake Improve- 
ment Co., a subsidiary. 


board 


Gardner P. Dynes 


Gardner P. Dynes, 66, 
former general sales mana- 
ger of Columbian Rope Co., 
Auburn, N. Y., died Oct. 6 
in Auburn Memorial Hos- 
pital. He retired in 1958 
after 41 years in the sales 
operations of the company. 


Pete Bistline 


Pete Bistline, 43, general 
manager of Bistline Hard- 
ware and Lumber Co., died 
Sept. 28 at his home in 
Pocatello, Idaho. The firm 
was founded by his grand- 
father. 


James F. Donahue 


James F. Donahue, 80, 
former senior vice-president 
and board member of the 
Lamson & Sessions Co. died 
Oct. 9 at his Cleveland, Ohio 
home. He retired in 1956. 


Harry E. Wertman 


Harry E. Wertman, 71, 
operator of Wertman’s 
Hardware Store, Weatherly, 
Pa., died Oct. 5 while va- 
‘ationing in Wilmington, 
i ee 


+ 7 


Allie G. Walton 


Allie G. Walton, 8&3, re- 
tired hardware store owner, 
died Sept. 23 at his home in 
Veedersburg, Ind. He re- 
tired in 1956. 


Roger W. Currier 


Roger W. Currier, 50, 
owner of Currier Hardware, 
Topeka, Kan., collapsed and 
died in the store Sept. 25. 





report in pictures of events in the trade 





Sales representatives the 
Lawnsweeper Div., Lambert Inc., 
Dayton, Ohio gather around the 
1908 and 1910 Lambert cars, 
earlier company products, at 
the annual sales meeting. Shown 
left to right: W. J. Hamilton; 
Harold Fitting; W. A. Matzke; 
P. F. McKee: W. B. Lambert: 
T. L. Reese: G. K. Wodtke; 
Manny Garbin; Norm Jacobs; 
Irwin Barnett; Loren Pease; Wm. 
Rohlf; Larry Lockwood; Tom 
Milligan. 


4 ~ 


A show boat theme was featured at a recent sales meeting of the R. L. Smith (right) vice-president and marketing director, Simplicity 
Wooster Brush Co., Wooster, Ohio. Inspecting the new merchandise Mfg. Co., Port Washington, Wis., demonstrates a new riding trac- 
from Wooster-MagiKoter are left to right: Ed Weaver, merchan- tor to F. W. McGonigle, St. Paul, Minn., Marion Vauchn, Ft. Wayne, 
dise manager; Bob Bunn, production manager, John Zapf, sales Ind., and Ed Gordon, Medford, Ore., at the 1960 dealer meeting 
manager and Bob Hedland, advertising manager. held recently in Milwaukee. 


yt See Sie SG MMM ea at aia a pea ge 
> 32 are me eS i 


" # 
. ag: ¥ 
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This group of 139 sales personnel and major customers of Jacobsen Mfg. Co., Racine, Wis., and George Worthington Co., Cleveland, Ohio, 
gathered during a session at Jacobsen's annual sales meeting. Forty different power mowers and large-area mowing equipment serve 
as a backdrop. 
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Classified Opportunities Section 





Representatives Wanted 


MANUFACTURER 
REPRESENTATIVES 


wanted now calling on Hardware 
Trade to represent established manu- 
facturer of line of Air 
Filters for in home Heatine and 
Air Condition instal'ation. Line 1s 
merchandised through Jobber and Re- 
tail Hardware (channel as a Brand 
name quality item. Only representa- 
tives well established in the trade 
and now identified with top quality 
line will considered. Full detai's 
in me prey please. 


16. ¢c'0 HARDWARE AGE 
Chestant . 56th Sts., Philadelphia 39, Pa. 








complete 


use 


be 














HARDWARE SALESMEN 


Calling on retail hardware and lumber 
yard dealers, plumbing and electrical 
supp!y One size Serew Anchor 
fits all and designed for all types 

walls High Commission Protected 
territory qualified l 


FITSALL SCREW ANCHOR 
473 S. Franklin St.. Hempstead, New York 


also 
concerns 
screws 


to 








PAINT SALESMEN! 
NEW Paint mfr. 
wants salesmen 
tailers, Dept 
mission basis 
first letter 
Box 1109, c/o HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 


with line of popular priced items 
to call Paint & Hardware Re- 
Stores, & Chains Attractive com 
All territories open. Full particulars 








NATIONAL MANUFACTURER 


of good quality, competitively priced paint 
brushes has several protected territories avail- 
able. Top commission, all shipments prepaid. 
Splendid opportunity for the right men. State 
full particulars in first letter. 


Box 710, c/o HARDWARE 
Chestnut & 56th Sts., Philedelchio SD. Pa 











DEALERS, TOBBERS, REPRESENTA 
TIVES WANTED. Amazing LIQUID SAND 
PAPER made first in nationwide sales by home- 
owners, painters, floor finishers LIQUID 
SANDPAPER prepares surfaces for easy, com 
a0 free repainting, cleans floors like new. 
Niping minutes saves hours of work. Popular, 
profitable in pints, quarts, gallons, exclusive spray 
can, drums, private label. Write General Liquids 
Corp., Baltimore 18-A, Md 


oe 


ESTABLISHED 
PLASTIC GARDEN 
Lawn edging, Storm 
Drop Cloths, Tarpaulins, 
Lining, Polyethylene 


MANUFACTURER OF 
HOSE and = Sprinklers, 
Windows, Weatherstrip, 

Floor Matting, Shelf 

Garment and Household 

tags, wants aggressive representatives. Fast 
moving lines and dependable service. Advise 
territories covered; lines carried. Reliance Plastic 

& Chemical in Paterson 26, N. J 


SALESMAN. HARDWARE Travel, car $15,- 
000 caliber expd. only for architectural wood 
workers, store fixture mfrs & cabinet makers, 
by old Hardware Mfg. Co. drawing against 10% 
commission. Box 406, 1501 Broadway, New 


York, N. 


FACTORY REP. EXCLUSIVE TERRITO- 
RIES in W. Pa., W. Va., Upper N. Y. State, 
Iowa, Nebr., N. & S. Dak., N. M., Ariz., Calif. 
to represent builders’ H: ardware Mfr. Excellent 
potential. Box 1102, c/o HArpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


REPRESENTATIVES WANTED to sell es- 
tablished line of Wrought Iron Railings, Portable 
Staging Equipment, and Metal Building Special- 
ties. Exclusive territories. Harvard Metal Prod- 
ucts, Inc., 99 Reading St., Boston 19, Mass. 
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WANTED 
MFR'S REPS and DISTRIBUTORS 


Now calling on Hardware, Indus- 
trial, Builders’ and Electrical Sup- 
ply Jobbers. New revolutionary U.S. 
Patented Plastic 
Tremendous 


expansion Anchor- 


ing Device. sales po- 
tentialities. Reply giving details in- 
cluding other lines handled. 
Box 1014, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








AGENT WITH FOLLOWING WANTED BY 
EASTERN PENNSYLVANIA PAINT MANUFAC- 
TURER, SPECIALIZING IN AEROSOL PAINTS. 


Box 1114, c/o HARDWARE AGE 
Chestnut & 5S6th Sts., Philadelphia 39, Pa. 








Paint Brush Salesmen Wanted 


Several 
( alling 
Lumber 


protected 
now on 
Dealers 


all 


territories open for men 
Paint, Hardware and 

Give all particulars first 
letter, 


held strictly contiden 
tial 


Write Majestic Brush Mfg. Corp. 
210 W. 29th St.. New York | 


inquiries 





| 


WANTED SALES REPS. 


New England for complete High 
Grade imported German Hardware 
Line. This line well known and 
successful. 

Box 912, c/o HARDWARE AGE 


Chestnut & 56th Sts.. Philadelphia 39, Pa. 











REPRESENTATIVES WANTED 
HANDLE Bandsaw Machines, Bandsaw 
and Bandsaw Blade welders to industrial uss 
wholesalers, jobbers and machinery dealers. Well 
designed and engineered products and equipment 
otfered at favorable prices to enable good sa 
volume. Many good territories still open. E. R. 
Samsey & Co., Toledo 14, Ohio. 


TO 
Blades 


rs 


les 





Positions Wanted 


SALES MANAGER 
afhliation. Former Vice 
Sales, Chicago based man 
miliar with all outlets in U.S 
managed 28 manufacturer's 
have merchandising and marketing experienc: 
Residing Chicago. Will travel. Will relocate. Box 
1006, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





(AGE 35) 


President, 


desire Ss new 
Director ot 
ufacturer, thoroughly tf 
and Canada. Hay 
representatives. Als 


AGGRESSIVE 
SALE hardware 
children. Desires 


OLD 

salesman, married, 
to relocate in Los 

Orange county, Calif. 20 years with 
pany, 13 years selling. Last 8 years top man 
in sales. Reason for rel cating, family and | are 
tired of 3 months summer and nine months win 
te! Would consider responsible retal position 
No builders hardware. Relocate anytime after 
Jan. ist. Box 1024, c/o HaArpware AGeE, Chest 
nut & 56th Sts., Philadelphia 39, P 


Help Wanted 


WHOLF 
with 
Angeles o1 


ik YE 


AR 


two 


one com 








REPRESENTATIVES WANTED 


COMBS FOR PAINT BRUSHES 
Manufacturers’ Representatives wanted by 
manufacturer of paint brush com Liberal 
commission Protected territory for qual- 
ified representatives. 


Robert A. Main and Sons, Inc. 
401 West Main Street, Wyckoff, New Jersey 


bs 








MANUFACTURERS 
REPRESENTATIVES 


Expansion by well known manufac- 
turer of cabinet and builders hard- 
ware necessitates regrouping of ter- 
ritories. Existing accounts will be 
turned over to qualified reps now 
calling on wholesale jobbers and 
manufacturers. State territory cov- 
ered and full particulars in first 
letter. 


Box (110, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











| and 


| items. 
| and 
| and 
| HARDWARE 
nanan 39, 


| Must 
| allowance, 


| interview. 
i nut & 


MANUFACTU IRERS REPRESENTATIVES. 

‘e are a young, aggressive Paint Sundry Manu 
facturer selling directly to the Paint, Hardware 
Building Supply Dealers. We manufacture 
Paints, Varnishes & Gym Finishes, 
Caulking, Glazing & Putty. All high volume 

We have openings in Ohio, Pennsylvania 
Kentucky. Give full details, lines carried 
complete areas covered. Box 1111, c/o 
— Chestnut & 56th Sts., Phila- 
"2 


“ey 


SALESMAN WANTED (no age limit) by 
Mfrs. Rep. handling nationally advertised lines. 
be experienced selling to Hardware whole 
in the Harrisburg and York area. Car 
bonus and commission. Could lead to 
a partnership. Full details first letter, Phila. 
Box 1113, c/o HAarpware Acer, Chest 
Sts., Philadelphia 39, Pa. 


salers 


56th 


j 
| 
| 
| 
i 








CAN YOU SELL PAINT ? 


We want an experienced PAINT MAN— 
one who can control both buying and sell- 
ing for a long established, Eastern mer- 
chandising distributor. We sell through 
150 franchised retail hardware and lum- 
ber dealers, have a private lable line of 
paints and brushes—also most sundries. 
Present volume $250,000. Potential is 
four to five times this. Guaranteed salary, 
expenses and over-ride, based on profit 
and turnover. If you are interested, write 
in full detail. Replies held confidential. 
Box 1105, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








DISTRIBUTOR SALES 
REPRESENTATIVE 


Do you believe there is more to selling 
to dealers than just meeting low, com- 
petitive prices? Would you like an 
opportunity to REALLY SELL for a 
long established, aggressive merchan- 
dising distributor located in the East? 
We have a plan and program that 
really works. If you feel you can sell, 
and would like the chance to prove it, 
write us. Replies held confidential. 


1104, e/¢ HARDWARE AGE 
Philadelphia 39, Pa. 


Box 
Chestnut & 56th Sts., 











BUILDERS HARDWARE MAN who 
be interested in location in central Florida. 
have experience in writing Specifications on 
ishing Hardware and Figuring Contract 

eply, giving qualifications and experience, 

ry or compensation requirements To 
ie Hardware Co., Attention; A. B 
r. ox 1553, Orlando. Fla. 


would 
Must 
Fin- 
jobs. 
Sal- 
Joseph 
Maddox 











a real opportunity for an ESTABLISHED RETAIL HARDWARE 


and Appliance store, in a city of 55.000 
O U T STA N D | N G W of O LE S A LE t X b C U T | V f Volume excess of $350,000.00. Modern building 
and fixtures, with private parking lot Located 

R . - in Western Kentucky in the rich Ohio Valley 
We have a real opportunity for an experienced, energetic hardwareman cies SOR ome emnmetion: ame 
capable of running a medium-sized wholesale operation. The man we Chestnut & 56th Sts., Philadelphia 39. Pa. 
want must be a good organizer, experienced handling salesmen, pro- 
moting sales and buying. Prefer man about 45. Location in South with 

HARDWARE APPLIANCE retail store. Es 


long established, leading distributor. Real future for right man includes tablished for over 40 years. Located in central 
California in main shopping area. Clean stock of 
hardware, housewares, gifts and paints with fran 
chises on brand name appliances and television 


Replies treated confidentially. Reply Box 1117, c/o Hardware Age erenggg Se many ml ng ge yg ie 


lease. Sales volume for Sacrifice 

Chestnut & 56th Sts., Philadelphia 39, Pa sale at well below cost due to age and ill health 
ia ’ . | For details, Box M-26, c/o HaRDW ARE AGE, 

Chestnut & 56th Sts., Philadelphia 39, Pa 











profit sharing, stock option, etc. 




















Accoun TATIVE 

counts Wanted REPRESENTATIVES | (WANTED SPECIALTY JOBBERS 
Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
Consistent, Conscientious, Concentrated cover- established actively operating branch offices in New 





Traveling 3 to 10 men in the midwestern 
southwestern and northwestern states. We 

, . . y ; for r i= se t 
York, Philadelphia, Detroit, Cleveland and Louis- have a good proposition for you to ua 


} : omplete aste , e that will fit n with 
ville. We earry the account or you can bill direct complete fastener lin 1a : 
7 your present operation Write us for details 


B B Inquiries invited. WRITE ANCO Corporation, 
OBROW LEWELL ASSOCIATES Ce en, Pe oe, SHARON BOLT & SCREW CO., INC. 
814 Broadway, New York 3, New York ENDICOTT ST., NORWOOD, MASS. 
SOUTHEAST Two man organization Cover 
(We get results) Alabama, Georgia and Florida. Have three na 
tionally known top lines to electrical, hardware, 
| industrial and allied fields. We are respected, MODERN HARDWARE STORE 
| established, experienced and _ successful. Need . ; fast 
SALES REPRESENTATIVE one more top line. Our manufacturers will recom For sale. Modern blond fixtures; clean fast moving 
| mend us. We invite your investigation -plie stock. Established six years. One of only two 
Covering Hardware Jobbers and Dealers | held in strictest confidence. Box 1026, « hardware stores in town of 15,000. Ideal location 
Garden “suppls “Mill supply iobbers in || to. Ace, Chestnut & 56th Sts., Philadelphia in center of business district. Never before offered 
New Jersey, New York City and East- ki for sale Reason for selling—to dissolve partner- 
ern Penna. Extensive coverage. Seek || LINES WANTED BY COMPETENT sales | | Ship. Call or write Waymon Paulk (partner), 305 
additional line | representative covering southern Louisiana 20 West Reed St., Moberly, Missouri. 


Box 1022. c/o HARDWARE AGE years experience In sale to retail lumibe Tr yards, 


Chestnut & 56th Sts., Philadelphia 39, Pa. and hardware stores. Box 1101, c/o HARDWARE 
| Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 


age of metropolitan New York and New Jersey 






































FOR SALE: Retail Hardware Store, plumbing 

MANUFACTURERS REPRESENTATIVE | and heating services connected. Old established 

now covering Arizona, New Mexico and El Paso business. At Port Allegany, Penna. Store build 

MANUFACTURER REPRESENTATIVES interested in additional volume line to wholesale | ing, two-story brick, is also for saie including 

| hardware and builders supply outlets. Box 1108, apartment on the sccend floor Qiwner is «ee 

with six men covering the East Coast | c/o Harpware AGe, Chestnut & 56th Sts., Phila ceased. Contact Leslie G. Dinsbier, Executor 
| delphia 39, Pa Theatre Bldg., East Aurora, N. % 





and Canada have opening for two top 
housewares or hardware line. Volume MFRS. AG 3} men. Territory: Mo.. Kan.. 
producer. Give full details in first letter. lowa and Nebr. desires top quality hardware line YOU CAN’T BEAT THIS! Less than $.05 
| Can give complete coverage to hardware and re each for brass key blanks beautifully embossed 
Box 1115, ¢ 0 HARDWARE AGE | lated jobbers. Box 1001, c/o Harpware AGE, | with your name and address in permanent, raised 
Chestnut & 56th Sts., Philadelphia 39, Pa. | Chestnut & 56th Sts., Philadelphia 39, Pa > More than 120 different numbers avail 
— ‘ Every blank guaranteed! Full details in 
our free bulletin #858. Write today. HAZEL 
NE Ww AGENCY OF SALES VETERANS 7 SE ” TON CHAIN CO , (manufacturers of key blanks 
gives you youthful organization with 30 years | APABLE REPRE NTATION & sash chain), 81 Kemble St., Roxbury 19, Mass 
combis ed experience In oe -Mid-Atlanti Our interest is adding one substantial - . ; 
states ant Tey landpi Ss ‘ - < : ‘yretserwmaudnw nent am » - san . 
concentrate efforts ‘the old fashioned way. If you || /ime to our present SUCCESS. Thorough CENTRAL PART OF ARKANSAS. Hard 
want this br ren’t getting it te Box 1118. |) “oon with ASSURED SALES results ware-Furniture-Appliance retail store, brick tile 
= 7 arent getting it, write x * || ASSURED. Mid-Atlantic area, all or y arel . 
HH. \RDW ARE AGE. Chestnut & 56th Sts.. Phila- | - " , building 4000 sq. ft on two large lots, warehouses 
de] Ki al i) part. Full details. 1000 sq. ft. almost 14 years continous growing 


phia 39, Pa, 
, Box 1112. ¢/o HARDWARE AGE on busy street and highway Ideal for one or 


' more family operation. A walk out deal $77,000 
FLORIDA REP COVERING state of Florida Chettast & SGb Sis., Pultadsignie 58, Pa. Box 1100, c/o Harpware Ace, Chestnut & 56th 


wants strong hardware or household line. Ex- | Sts., Philadelphia 39, Pa. 
cellent reterences Box 1106, c/o HARDWARE —— . 


sstnut & 56th Sts., Philadelphia 39, P Pm 
a aS OS Os, Se ay oe Business oO ortunities GAS ENGINES: WANTED: Air Cooled 
pp Briggs-Stratton: Clinton, ete. ALSO all types 
WANT SALES RESULTS? We get them of lightweight Gas or Elec. Driven equip. such 
because we concentrate in Michigan, Ohio, Indi OFFICE SPACE (25 story bldg.) telephone | as Snow Throwers, Sump Pumps, Chain §S 
Will handle two additional lines _ service and facilities for small stock available to | Outboard Motors, Mowers, etc: NEW 
ghest grade considered. Write Box 219, soreuary or tool manutacturer City Hall area Outs: Will pay spot cash: Small or large 
Harp VARE AGE, Chestnut & 56th Sts., Philadel. Y. City. Box 1103, c/o Harpware Aog, | tities. Northern Co., 172 Merrimac, Boston, 
phia 39, Pa. Re & 56th Sts., Philadelphia 39, Pa. Mass. (Alvin Fredberg) 






































- NEW 59¢ Size On Bubble Card Baal. as Toot 

| and$1.00Tubs... \goee= : PLASTic ar oe 

Pome : Py A e 

Big Free Goods Deal! -¥ aa: ‘pe Wes ic 

Nationally Advertised ar—\ ~ a “Jf IRON CEMENT CO., INC. 
y | 


5427 BOWER AVE., CLEVELAND 27, 0 


“Want more facts? Circle 217, » Pe n 











“AMERICA’S MOST ADVANCED EMPIRE LEVELS GOOD RETAILERS STOCK THEM! 


Level Line since 1919 
10926 West Potter Road, Milwaukee 13, Wisconsin 
Want more facts? Circle 218, p. 71 
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ESTABLISHED MFR. REPRESENTATIVE 
CAN HANDLE AN ADDITIONAL TOP LINE 
FOR ILLINOIS TERRITORY. 


¢ THE PUSH AND "SAVVY" TO PUT 
YOUR LINE ACROSS! 
FINANCIALLY STABLE! 
PROVEN INTEGRITY AND REPUTATION! 
IMPORTANT FOLLOWING WITH LEADING 
HARDWARE OUTLETS! 
OUTSTANDING BUSINESS, BANK REFERENCES! 
WAREHOUSE FACILITIES AVAILABLE! 
EFFICIENT OFFICE STAFF! 
HIGHLY TRAINED MISSIONARY MAN! 


SERVING INDUSTRY SINCE 1929 


GEORGE J. STEINE & CO. 


P. O. Box 158 Glencoe, Illinois 
Want more facts? Circle 219, p. 71 

















You can sell a set 
to every household 


6-in-1 Set 4-in-1] Set n 
Stee! screw son f | 











includes hammer, 
with knurled brass 


noil-puller and 4 
sizes of screw handles in 4 sizes 7 


drivers 


Packed in Display Boxes or Carded 


Liberal freight allowance. Write for 
prices, including name of your jobber. 
Send 50¢ for prepaid sample. 


GAM Manufacturing Co., Lancaster 1, Pa. 


Want more facts? Circle 220, p. 71 


THE. ORIGINAL 
SELF-LOCKING 
Tele) «: 
by KERR 























* pre-packaged and pre-priced 


free merchandiser with D-40 or E-30 assortments 


& free dealer kit furnished with catalog 


SEND COUPON TODAY FOR FULL TRADE INFORMATION 
ON KERR SELF-LOCKING HOOKS 


; ==, eee cme ee re ee eee 
s THE KERR WIRE PRODUCTS CO 933 N. Cicero Ave., Chicago 51, til HN 

Please rush complete catalog and trade information on Self-Locking Hooks, and 

complete details on how | can participate in your “Guaranteed Investment’ plan 

C) Please include free dealer kit 





ey - 


Name 
Store 
Address 


Jobber's Name..... 


THE KERR WIRE PRODUCTS CO., 


Want more facts? Circle 221, 
152 © HARDWARE AGE, November 5, 1959 


933 N. CICERO AVE, CHICAGO, ILL 


p. 71 


Index to Advertisers 





THE ADVERTISERS INDEX is published as a convenience and 

not as a part of the advertising contract. Every care is 

taken to index correctly. No allowance will be made for 
errors or failure to insert. 


A 


Acme Shear Co. . 
Airex Div. 
Lionel Corp. 
Ajax Hardware Corp. 
Aluminum Co. of America 
Xmas Prom. 


| Detroit Harvester Co. 
| Moto-Mower Div. 
133 | DuPont deNemours & Co.., 
Inc., E. |. 
ri Polychemicals—' 'STREN" 


119-122 


| 107-110 


9 | DuPont deNemours & Co., 


Inc. 


| Borg Warner Corp. 


| Brown, 








Polychemicals—Plastics 
Sales ‘Zytel"’ 
Dykem Co. 


American Chain 
Co., Inc., Pennsylvania 
Lawn Mower Div. 
143, 145, 147, 
American Sponge & Chamois 
Co., Inc. ee 8 | 
American Steel Wool — | Eagle Mfg. Co. 143 


Co., Inc. 146 | Earle Hardware Mfg. ‘Ce. 118 


Ames Co., O. 23. M Cc 80 
Animal Trap Co. of Americe 105. i eolirnse she soc nonigy toga 


Ardmore Products Co. _ 103 Edmont Mfg. Co. 


— Corp. oo ... 88) Ekco Products Co. 
Atkins Saw Div. | Emerol Mfg. Co., Inc. 
Borg Warner Corp. Empire Level Mfg. Co. 


153 


156 


B G 
Bassick Co., The ...... 
Bethlehem Steel Co. ....... 29) GAM Mfg. Co. 
|'Gardner Wire Co. 
Black & Decker Mfg. Co. . 59 | 
; | Gates Rubber Co. 
Borden Chemical Co. Div. of | : 
The Borden C 63 General Filters, Inc. 
ee shia General Wire Spring Co. 
: ; Graham Co., John H. 
Atkins Saw ae " a 156 Seymour Smith & Sons 
John ae oss Great Neck Saw Mfrs.., 
Greyhound Corp. 
Cc Gries Reproducer Corp. 


154) 


Inc., Inc 


Chair Loc Co. 
Champion DeArment Tool | | H 
Co. 101 | 
Clayton & Lambert Mfg. Co. 16| Hager & Sons Hinge Mfg. 
Cleveland Mills Co. .... 20| Co., C. 
Colorado Fuel & Iron Co. Heller & Co., 
Wickwire Spencer Steel Hustler Corp. 7 
Div. 22 | Hydroponic Chemica! Co. 
Columbus Plastic Products, Hyde Mfg. Co. 
Inc. . 135] 
Cuyahoga Products Corp. | | 
Sub. of a Industrial 


W. C. 


15 | Independent Lock Co. 
| International Salt Co. 


| J 
- 118 | 
112 
123 


D-Con Co., Inc. 
Dalton Mfg. Co. 
Dazey Corp. 


134 
154 


Jefferson Screw Corp. 
Jordan Industries 











NEW 
SELLING 
IDEAS 


Stretch your advertising dollars. Use this 4 

Directory of Housewares Manufacturers with 
Co-op ad funds for dealers. Lists company, 
product and how much co-op money allowed. 
Send 20¢ to HA Reader Service Dept. for a 


copy. 


HARDWARE AGE 


Chesthut & 56th, Sts., Philadelphia 39, Pa. 








Index to Advertisers 





7 
Keil Lock Co., Inc. 
Kerr Wire Products Co. 
Kester Solder Co. ; 
Knape & Vogt Mfg. Co. 
Krieg, Inc., Victor J. 


L 


Lawn Boy Div., 

Outboard Marine Corp. 
LePage's, Inc. 
Lionel Corp. 

Airex Div. . 


M 


M & D Store Fixtures, Inc. 
Macklanburg-Duncan Co. 
Magic lron Cement Co. 
Mansfield Sanitary, Inc. 
Marshalltown Trowel Co. 
Melnor Industries, Inc. 
Midland Co. 

Miller & Co., Inc., Robert 
Minnesota Mining & Mfg. 
Re peak a aa. ae o 

Modern Mfg. Co. .. 
Moto-Mower Div. 
Detroit Harvester Co.. 


N 


103 


35-38 


é. 


119-122 
Myers & Bro. Co., F. E...... 18-19 


National Housewares Mfrs. 


Assn. 


P 


Parker Mfg. Co. 
Parker Hardware, S. 
Parks Co., The 
Pennsylvania Lawn Mower 
Div. American Chain & 
Cable Co., Inc. 
143, 145, | 


47, 


Pioneer Gen-E-Motor Corp. 
Pittsburgh Plate Glass Co. 


Paint Div. 


Portable Electric Tools, Inc. 


Proctor Electric Co. .... 
Progress Mfg. Co., Inc. 
Pyroil Co., Inc. 


R 


Rap Products, Inc. . 

Red Devil Tools 7 
Remington Hardware Co.., 
Republic Molding Corp. 
Republic Steel Corp. 
Rhopac, Inc. 

Ridge Tool Co. ... 
Rubberset Co. 


Inc 


136-137 


, 144 


S 
104 | S-K/Lectrolite Tools 
152 | Safe Padlock & Hardware 
84; Co. . | 


153 ing Corp. 
Screw & Bolt Corp. of 
America 
Sette Products Co. 
Sharon Bolt & Screw Co. 
Sheffield Bronze Paint Corp. 
| Sherwin-Williams Co. 
2| Simonsen Industries, Inc. 
| Skil Corp. . 
| Smith & Co., D. B. 
South Bend Toy Mfg. Co. 
7 | Southland Mower Co. 
15 I Spartan Works Ltd. 
142 | Stanford Pottery, Inc. 
154 | Steine & Co., George J. 
Swan Rubber Co. 
33 | Swing-A-Way Mfg. Co. 
154 | 2wingline, Inc. 
Sylvania Electric Products, 
Inc. 
Lighting Div. 


T 
Tate Co., E. H. 143, 145, 
Taylor Chain Co., Inc., S. G. 
Tec Imports 
| Thompson Co., Inc., E. A. 
| True Temper Corp. 


U 
| Union Fork & Hoe Co. 
135 | Union Steel Chest Corp. 
147 | Union Wadding Co. 


89| Upland Industries, Inc. 


| V 
| Vaco Products Co. 
153 | Vaughan & Bushnell Mfg. Co. 


132 | Vocaline Co. of America, Inc. 
W 





104 





85 | Water Master 

1! | Wear-Ever Aluminum, Inc. 

129) Weller Electric Corp. 

130! Wells Mfg. Corp. 

100! Wessel Hardware Corp. 

Westclox Div. of General 
Time Corp. 

99 | Wickwire Spencer Steel Div. 

155; Colorado Fuel & Iron Corp. 

146 | Woodhill Chemical Co. 

103 | Woodpecker Woodware, Inc. 

Worthington Co., George, 
The 

Wright Steel & Wire Co.., 
G. F. . 





26 | Sager Weatherstrip & Calk- 


141 


133 | 
94 | 


93 


78-79 | 
154 | 
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Kenberry GADGETS 
ARE PROFITABLE 
Sell Fast, Use 
Little Space 


Display as a family of 
gadgets in one place on 
peg boards or counter 
bins for fastest self- 
service Serving 
Tongs in many sizes, 
styles. Cheese Slicers. 
Jar Wrenches. Deluxe 
Roast Rack. Skewers 
in all sizes. Lacing 
Pins. Plate Hangers. 
Potato Bake Rack. 
Broom Clips. Food 
Mixers. Beaters. Many 
other gadgets. 


More than 50 
Kenberry GADGETS 
Ask your jobber 
or write for list 


sales. 





iT HOLDS GNO Lifts 


FLEX-BLADE LIFTER & TURNER 


JOHN CLARK BROWN '#<¢ 


ONE MONTGOMERY ST 
BELLEVILLE 9,N-V. 


enberry GAocets 








Want more facts? Circle 222, p. 71 


PENNSYLVANIA has the top 
line that's Competitively Priced ] 


Get the full story on all-new Pennsylvania Mowers. a 
America’s best hardware distributors carry the line... or write 
Pennsylvania Power Mower Division, 
American Chain & Cable Company, Inc., Exeter, Pa. 


Want more facts? Circle 206, p. 71 
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only $99.50! 


Sole U. S. Importer of LESTO “SWISS MADE” Saw Blades 
For further information, see your dealer or write 


VICTOR J. KRIEG, INC. 


Precision-made power tools of unsurpassed performance 


611 BROADWAY, NEW YORK 12,N.Y. 





Want more facts? Circle 223, p. 71 
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MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
Want more facts? Circle 224, p. 71 





Worlds STRONGEST Plastic-Aluminum 


Only Anchor for 
EXPANSION SHIELDS 


Plaster, Concrete, 
— Brick, Tile & 








11 Popular Sizes 
FOR ALUMINUM AND 
Wrought IRON FURNITURE 


Want more facts? Circle 225, p. 71 














<8 _—_— Quality for — : 
Simonsen me 2 


MECHANICS 
TOOL CHEST 


A 22 x 102 x 1312 inch over- 
all deep drawn one piece water 
proof steel body. Two fully ex- 
tendable sliding drawers and a 
21 x 10 x 6 inch lift out tray, 


OVER-THE-DOOR 
GARMENT HANGERS 


by 


owe 


BETTER HOUSEHOLD 
“HARDWARE SINCE 1872 


BULL DOG iiisins sincers 


EH. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
Want more facts? Circle 226, p. 71 








STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 


pa AN [EXCLUSIVE] 


FOR THE 
98° TABLE 





j 








icarded| 


Ask Your Jobber. Or Write 





STICKLEBACK SELLS—SELF SERVICE —STICKLEBACT SELLS 


TEC IMPORTS 
15001-03 Califa 
Van Nuys, California 


PrP 


POPP OD LD STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 


Want more facts? Circle 228, p. 71 


Yom 








with additional space for larger 
tools underneath. There are two 
new spill-proof side bolts and a 
center hasp to provide for 
lock. Hardware is bright zinc 
plated. Grey KORTEX baked 
enamel finish is applied over a 
chemically treated rust and cor- 
rosion proof base. 


222L 


SIMONSEN INDUSTRIES, INC. 
1414 S. MICHIGAN AVENUE 
CHICAGO 5, ILLINOIS 





Want more facts? Circle 227, p. 71 





O-P-2? 


CHAIR-LOC 
Amazing New Liquid S-W-E-L-L-S Wood 
@ Penetrates wood fibre—makes them e-x-p-a-n-d 
permanently. 
@ Quickest and easiest way to fix loose chair rungs, 
legs, handles, dowels, dove-tails, etc. 


A Fast-Selling Impulse item 
Write for Free Samples and Literature 


CHAIR-LOC CO., Lakehurs? 3, N. J. 
Want more facts? Circle 229, p. 71 








STIZS MOVEIINOUS—“IDIANIS J19S—"-ST19S WOVWEIINOUS 








DON'T MISS THE 


BUYING CHECK LIST 


ON PAGE 54 














one set of 4 S-color 


GENUINE, ORIGINAL 


REGULAR— 


7 sizes for every need 


One set of 4 in a 
3-color box. !2 boxes 

in a 3-color display carton. 

SIZES: 112", 14", ', %". He". a". ®". 


Ask your Jobber or write— 





Extra case hardened. Excellent mirror finish, plas 
a heavy nickel plate. 


FURNITURE LEVELER-—> 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


SIZES—I"" base, 4 on 
card; 1'4"', 2 on card; 
1'/,"", 2 on card. Drive 
into universal socket 
or 5/16" hole. 





DOMES ~ SILENCE 


INSULATED 
FURNITURE GLILDES 


RUBBER-CUSHIONED! 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 
SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE, 


i 
i 
| 
. 
s 
. 
$ 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 





154 © HARDWARE AGE, November 5, 1959 


Want more facts? Circle 230, p. 71 








Only 
Aouse 


selis with a Choice of ie) [ela 


FP-33 in choice of Candlelight Yellow, 
Caribbean Aqua, Silver Grey 


7 and the ‘Rainbow Rack’’ is Free with 3! 


1 Oty 


Candlelight Yellow...Caribbean Aqua...Silver Grey: here’s the Houseboy, 
America’s only floor polisher that offers a choice of sparkling, sales-boosting 
: colors! Show off the dazzling rainbow assortment on this money-making 
HERE'S A | “Rainbow Rack’... FREE with your first order for three or more Houseboy 
CHRISTMAS _ machines. Rack is sturdy, compact—takes only 13° x 24” of floor space. 
PROFIT _ Red Devil supplies colorful zip-in display panels to promote sales, rentals, 
PACKAGE | special offers. 
[t's the FP33S5D |  Houseboy offers 13 top-quality features, including a rugged all-metal 
er ag Masao aha housing ... fast, cooler-running % h.p. motor... full 12” path with counter- 
ishing brushes, 2 ; ’ caren /4 LE Oo r. u « patnwi coun cr 
scrubbing brushes, 2 | rotating brushes for stability. It’s attractively priced. Model F P33 lists at 
felt pads...plus —| $54.95. Model FP33S sells at $59.95—complete with 2 polishing brushes, 
Seacuhaaaas ae _ 2 scrubbing brushes, 2 felt pads, plus RCA1 Rug Cleaning Attachment. 
push-button pump- | There's a De Luxe model finished in heavy chrome plate at $69.95, complete 
~ ", action Automatic § with extra brushes. You get Red Devil's generous dealer 
msamenousis i Dispenser for rug margin — one of the industry's best — on ali Houseboy 


sham r floor wax. It’s appealingly packaged ; ; ’ 

ap tr blecellincagnee egg npg di ai units. Mail the coupon now for full details! 
for Christmas sales, and yours at a special price 
only $39.00 per unit in lots of 3 or more. You can —_ 
offer this big $69.85 value at the bargain list 


price of $64.95, and get a hefty 667% profit! Red Devil Tools Dept. HA-11, Union, N.J., U.S.A. 


For more details, clip and mail the coupon now 
Please rush me full information on Houseboy units and money- 


making accessories, plus catalog page on FP 33SD Christmas Special 
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Name 


n Store Name 
Address 
S City 
UNION, N. J., U.S.A. 


World's Largest Manufacturer of Painters and Glaziers’ Toois—Since 1872 


My regular jobber ts 





